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Individual Company 
Appeals Next’ Step 
In Missouri Case 


Fire Companies Want Definite De- 
cision On Justness Of Missouri 
Rating Formula 


HEAR KANSAS APPEAL SOON 
Virginia Modifications Already 


Evident; Jersey Agents’ Bill 
Causing Little Worry 





Fire insurance executives are watching 
with much interest for the next move in 
the struggle between the business of fire 
insurance and several state legislatures 
and insurance departments over the 
questions of proper rates, rating for- 
mulas and commissions. The denial by 
the United States Supreme Court last 
week of a rehearing in Washington of 
the appeal against the 10% rate reduc- 
tion of Insurance Superinigndent Ben C. 
Hyde of Missouri came much sooner 
than expected and has left that particu- 
lar problem well up in the air. 

It is generally believed that the stock 
fre insurance companies protesting 
against the Missouri rate cut will now 
enter appeals individually either in the 
Missouri state courts or the Federal dis- 
trict courts there. This step has been 
urged by several leading insurance at- 
torneys in statements to this newspaper 
as the best course that can now be fol- 
lowed, even though many insurance men 
still express the thought that the United 
States Supreme Court erred in refusing 
to pass upon the experience of the fire 


insurance companies as a whole in Mis- 
souri. 


Conclusive Decision Sought 


_ The Missouri case has such far-reach- 
ing possibilities in the way of similar 
actions by other states, some of which 
have already been launched, that few 
fire underwriters here think that the 
case should be allowed to rest in its pres- 
ent unsatisfactory position. Either the 
radical rating formula supported by 
Hyde, the feature of which compels the 
companies to include investment returns 
upon the unearned premium reserve as 
part of the underwriting profits, should 
be upheld definitely by a court of last 
decision or it should be rejected con- 
clusively as inimical to the fundamental 
satety of fire insurance. 

Naturally, the stock fire companies are 
desirous of the latter turn of events. The 
Present fire rate formula has the en- 
dorsement of the National Convention of 
Insu-ance Commissioners. In the large 
and important Eastern states it meets 
with the approval of insurance depart- 
Ments and the public. The successful 
attack on the rating formula, secured bv 
avery narrow margin in a Middle Wes 
etn state, where stock fire ins” 
Companies have repeatedly had tivuuble, 
surely threatens to become a dangerous 
Precedent if permitted to stand. 

Throughout New England and the 
Middle Atlantic states the question of 


(Continued on page 28) 























PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


A corporation which has stood the test 
of time! 146 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
150 William Street, New York 








PROGRESS 


The year of 1927 was the biggest and best year in the 
history of the Equitable Life of Iowa. Over ninety- 
one millions of new business was paid for during the 
year of which 36.9% was written on the lives of old 
policyholders. December was the biggest month in the 
history of the company. 


Energetic men interested in the life insurance business can accomplish the 


fulfillment of their ambitions through a connection with this progressive 
company. 


EQUITABLE LIFE INSURANCE COMPANY OF IOWA 


Home Office: Des Moines 


FOUNDED 1867 
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Penn Mutual Expansion 


Practical plans for increasing the membership of our General 
Agencies in every part of our national territory will soon be put into 
operation. Our man-power is to be expanded numerically. 


Vincent B. Coffin, Director of the Life Insurance School of New 
York University, has been appointed Director of Education. This 
assures to PENN MUTUAL Agents an educational system of unexcelled 
profitableness to them. Our man-power is to be expanded educationally. 


In our well-equipped ranks are places for capable and industrious 
men and women. Consult our nearest General Agent. Come with us 
and prosper! 


The Penn Mutual Life Insurance Company 


Independence Square 


Philadelphia, Pa. 


Founded 1847 

















Low Cost To Workers 
Is Metropolitan Aim, 
Says Haley Fiske 


President Of Company Declares 
Interest In Gigantic Totals 
Is Secondary With Him 


ANALYZES THE YEAR’S WORK 








Appeals To Managers To Insure 
Heads Of Families; Wants More 
Monthly Premium Business 


On the threshold of seventy-six and 
with as much vigor and force as has 
characterized his talks on similar occa- 
sions in the past, Haley Fiske inter- 
preted the extraordinary record made by 
the Metropolitan Life for 1927 at the 
annual meeting of managers and as- 
sistants in the auditorium of the com- 
pany’s annex at Madison avenue and 
Twenty-fourth street on Thursday morn- 
ing of last week. 

He closed with a burst of eloquence 
depicting the life insurance company of 
which he is the head as guarding the 
most vital interests of twenty-five mil- 
lions of working people, beginning with 
the birth of a child ‘and continuing to 
watch over the life through to the 
grave. He illustrated how the Metro- 
politan Life is always on hand at each 
crisis to lend aid and protection. 

Occasionally, Mr. Fiske would get 
away from the great mass of record- 
breaking figures to lighten up the occa- 
sion with an anecdote, an experience or 
a version of a controversial bout such as 
the one following Mr. Fiske’s statement 
at last year’s meeting that the Metropol- 
itan was the largest financial institu- 
tion. In some British financial circles 
this statement was questioned, two con- 
tenders there for that honor being the 
Midland Bank and the Lloyd’s Bank, 
both of London. The financial statement 
of both banks for 1927 have been re- 
ceived and they tell their own story. 
The figures follow: 

Midland Bank assets. ..$2,190,000,000 

Lloyd’s Bank assets.... 2,140,000,000 

Metropolitan assets .... 2,388,648,000 

The income of the Metropolitan Life 
last year was $651,000,000—a gain of $55,- 
500,000. However, Mr. Fiske said that 
the financial side of the company had 
not the paramount interest for him. The 
Metropolitan, he said, was plenty large 
enough. The company was not inter- 
ested in building up huge new assets 
and new surpluses. 

“Tf I thought this was merely a facts 
and figures institution, coldly set on 
making great statistical records, my in- 
terest in the Metropolitan would vanish,” 
was one statement he made. “It is what 
the Metropolitan is doing for the amelio- 
ration of the lot of the working people 
in this country that warms me and 
makes me thrill to the new opportuni- 
ties and greater possibilities,’ he said. 

The chief aim of the Metropolitan was 
not only to make the lot of the la- 


boring man and his family better, but 
(Continued on page 9) 
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PROGRAMS PAY! 


We are helping many brokers to sell more insur- 
ance by working out for them insurance programs to 
fit the particular needs of their clients. 


We shall be glad to render you that service. 


Tell us what your client desires to accomplish; how 
much insurance he now owns; how much more per 
month he can set aside to accomplish his desires; and we 
will do the rest. 


You will get the credit for careful analysis of your 
client’s problem and sell him more insurance because 
you give him a real reason for buying it. 


We are “Building by helping to build.” 


McWILLIAM & HYDE 
General Agents 


PENN MUTUAL LIFE INSURANCE COMPANY 


285 Madison Avenue New York Caledonia 3720 
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Sudden Death In Omaha 
Of Thomas W. Blackburn 


AT OFFICE DAY BEFORE END 





For Years Was Manager and Secretary 
of American Life Convention; Loss 


Will Be Keenly Felt 





Thomas W. Blackburn, associate coun- 
sl of the American Life Convention, 
and formerly secretary and_ general 
counsel of that organization of more than 
one hundred and forty life companies, 
died unexpectedly in Omaha, Neb. a 
few days ago. He retired as vice-presi- 
dent of the Prairie Life of Omaha in 
1927, selling his stock. 

When news of his death was received 
in New York Manager Wight of the As- 


v ? 2 





THOMAS W. BLACKBURN 


sociation of Life Insurance Presidents 
appointed a committee to represent the 
association at the funeral, consisting of 
President G. S. Nollen of the Bankers 
of lowa; Howard Wilson of the Bankers 
of Nebraska; Henry Abels of the Frank- 
lin Life, and Charles G. Taylor of the 
Life Presidents. The funeral was in 
Omaha on Monday of this week. 
Insurance men will greatly miss Mr. 
Blackburn at their conventions, many of 
which he attended for years. He was 
quiet, thoughtful, modest, helpful. As 
manager of the American Life Conven- 
tion he traveled most extensively and 
there was not a home office which he 
did not visit in the membership. When 
he gave way to Claris Adams as general 
counsel in order to become associate 
counsel and have more leisure time after 
his long and busy career, he gave every 
assistance that he could to his successor. 
In the past few years Mr. Blackburn 
wrote many educational articles which 
were of value to agents throughout the 
country. He and Mrs. Blackburn, who 
also treasures many personal insurance 
lriendships, occasionally were abroad. 


Tribute Paid by Claris Adams 


_ an Blackburn had passed the whole 
(ay before his death in his office, ap- 
parently hale and hearty. In comment- 
mg upon his predecessor, Claris Adams 


|: is impossible for me to adequately 
express the deep sorrow that every mem- 
ber of the American Life Convention will 
leel at this tragic news. Mr. Blackburn 
was so long the life and soul of the in- 
Stitution that his going will leave a void 
in the hearts of all. He was one of 
‘arti’s noblemen; one on the choicest 
iy 's which ever graced this vale of 
Cars, 

“Ile gave all of the labors of his ma- 


(Continued on page 16) 








For the Man of Ambition 


You have met-—often. 


He’s the young fellow who knows success 
is around the corner and keeps plugging to 
overtake it. 


Tell him about the Modified Life insurance 
policy, with change of rate at the end of 
five years. 


A man of 25 thus may acquire protection of 
$5,000 accidental death and disability 
income provisions at a premium of only 
$68.35 a year—considerably less than 
the regular Whole Life premium for 
coverage of this amount. At the end of 
five years, he begins paying $119.85 
annually. 


This is the Young Man’s Policy 


The Prudential 


FRCS Insurance Company of America 


a] 


Home Office: Newark, New Jersey 


HAS THE 
STRENGTH OF” 
GIBRALTAR.” 


wwe te 2 “S 


Epwarp D. Durrietp, President 











Joint Declaration As 
To Insurance Trusts 


MEETING HELD IN ST. LOUIS, MO. 





American Life Convention and Trust 
Division of American Bankers 
Association Get Together 





Plans for closer co-operation between 
trust companies and banks and insurance 
companies in the creation and adminis- 
tration of life insurance trust estates 
were discussed at a conference between 
committees representing the trust section 
of the American Bankers’ Association 
and the American Life Convention held 
at the First Trust & Savings Bank in 
Chicago, IIll., on Monday, January 23. 
The general consensus of opinion was 
that closer co-operation between the fi- 
nancial institutions and the life insurance 
companies should prove mutually benefi- 
cial and also aid the general community 
by creating estates that perhaps other- 
wise would not come into being. It was 
agreed by the meeting that the joint 
committee of the American Life Cenven- 
tion and the trust section of the Ameri- 
can Bankers’ Association should draw up 
a document describing and defining in- 
surance trusts and the proper methods to 
be pursued in creating such estates. This 
document will also advise how co-opera- 
tion between trust companies and banks 
and insurance companies in fostering the 
insurance trust idea may be best at- 
tained. 

The committee of the bankers’ asso- 
ciation will draw up an acceptable form 
of trust agreement while the legal sec- 
tion of the A. L. C. which was repre- 
sented at the conference by its chair- 
man. General Frank McAllister of Kan- 
sas City, will prepare a uniform blank for 
the naming of trust companies as the 
beneficiary of policies under the trust es- 
tate form of settlement. 

The trust section of the A. B. A. was 
represented at the Chicago conference 
by Judge T. C. Hennings, vice-president 
of the Mercantile Trust, St. Louis, chair- 
man; Roy Osgood, vice-president First 
Trust & Savings Bank, Chicago; J. A. 
Reynolds, vice-president Union Trust 
Co., Detroit, and F. F. Taylor, vice-presi- 
dent Illinois Merchants Bank, Chicago. 
A. C. Robinson, president People’s Sav- 
ings & Trust, Pittsburgh; L. G. Mc- 
Douall, Fidelity Union Trust, Newark, 
and C. C. Price, trust officer of the 
3ankers Trust of New York, are also 
members of the committee but were un- 
able to attend this meeting. 

George Graham, vice-president of the 
Central States Life, was chairman of the 
A. L. C. committee. Others on the com- 
mittee were C. J. Arnold of Minneapolis, 
Minn., president of the Convention and 
of the Northwestern National Life In- 
surance Company; Claris Adams, secre- 
tary and general counsel of the Conven- 
tion, and General McAllister. 





S. J. EVARTS OFF TO SO. AMERICA 





State Agent Of Northwestern National 
Life A Visitor To New York; 
Formerly Lived Here 
Sterling J. Evarts, vice-president of 
the White & O'Dell Agency, Inc., state 
agents in Minnesota for the Northwest- 
ern National Life of Minneapolis, was 
a visitor in The Eastern Underwriter 
office last week. Mr. Evarts is accom- 
panied by Mrs. Evarts and they sailed 
on Saturday on a Whitcomb tour 

through Central and South America. 

While in the South it is the purpose 
of Mr. Evarts to show his many friends 
from the Northwest that he is just as 
able a fisherman in the balmy scuthern 
waters as in the cold waters of the 
northern section. 

Mr. Evarts was at one time a member 
of the staff of The Eastern Underwriter. 
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Ecker’s Analysis Of 
Metropolitan Funds 


INVESTMENT YIELDS _ GIVEN 





Metropolitan Life’s Figures on Housing, 
Farm Loans, Railroads, Utilities, 
Bonds and Other Holdings 





In his annual review of the company’s 
holdings and the amount of interest 
yields, always one of the most important 
of the addresses delivered at the Met- 
ropolitan Life’s managerial convention, 
Vice-President Frederick H. Ecker be- 
gan discussing the position which the 
Metropolitan has won in becoming the 
largest moneyed corporation in the 
world, having long since had the distinc- 
tion of possessing the largest single hold- 
ing of investment securities. 

In commenting upon a statement that 
the managers are so blase to enormous 
totals that they take each great gain for 
granted, Mr. Ecker commented humor- 
ously relative to an incident at a meet- 
ing of Metropolitan directors, when John 
W. Davis, former ambassador to Great 
sritain, turned to Mr. Ecker and said, 
after hearing of the wonderful record 
of the year: 

“You do not talk arithmetic; you talk 
astronomy.” 

The Great Corporations of America 

Right at this point Mr. Ecker dis- 
cussed the relative size of the Metro- 
politan with the other twelve billion dol- 
lar corporations of America. Along that 
line he said in part: 

“While we are the largest of the so- 
called moneyed corporations, we are not 
the largest if we include property cor- 
porations, but there are only two which 
outclass us even in that designation. The 
American Tel. & Tel., with its subsid- 
iaries, has assets of about 3% billions, 
and in developing its service as a public 
utility it is growing yearly as rapidly 
as are we. The other, the United States 
Steel Corporation, probably just tops our 
figures with about 2% billions. Billion 
dollar concerns have, however, become 
somewhat common. In England there 
are two banks having resources on the 
dollar basis of over 2 billions, one with 
1 billion and three-quarters, and two with 
1 billion and one-half. In America there 
are also, as you know, two other life in- 
surance companies, there are five rail- 
roads, two national banks, and an oil 
company, which were enumerated in the 
list of thirteen billion dollar corpora- 
tions mentioned by our general counsel, 
Leroy A. Lincoln, in his very able ad- 
dress, ‘The New Economic Era Reflect- 
ed in Corporate Growth,’ which he made 
last month at the convention of the As- 
sociation of Life Insurance Presidents. 
“You no doubt read his address and 
noticed that he remarked in passing that 
these billion dollar companies quite like- 
ly have much to do with the outstanding 
position of the United States in the 
commercial activities of the world, but 
When he came to speak of life insurance 
business, he stressed not so much the 


nportance of the size as the element of 
service, 


Idealism 
‘Idealism is finding a place in the 
World side by side with dollars. One man 
\io single-handed, unaided and alone, 


Convention Of Metropolitan Life 





flies across the Atlantic Ocean and then 
doesn’t boast of it, and doesn’t commer- 
cialize his great achievement, has re- 
ceived more acclaim than that accorded 
to all the men put together who have 
amassed great wealth. Our own com- 
pany is attracting attention for its size, 
and no one should appreciate that more 
than our field force, but it is praised 
far more for its activities in welfare 
work for its own policyholders and its 
public service. That was the reaction to 
the President’s addresses, of which he 
has told us, on his recent visit to the 
Pacific Coast. I must tell you an amus- 
ing incident which transpired since his 
return. To such an extent did he evi- 
dently impress one of his hearers with 
the story of the Metropolitan that after 
his return he received a letter asking to 
be advised as to whose order a check 
should be made as a contribution toward 
the welfare work of the Metropolitan 
and for the form in which a legatee 
should provide in his will for a legacy to 
aid in carrying on such work. 


“No, the public is impressed by the 
service of the Metropolitan, not by its 
size, except in so far as its resources 
enable it to carry on its welfare activi- 
ties. There is danger of our getting 
used to what the company is doing, ac- 
cepting these things just as a matter of 
course.” 

Mr. Ecker then took up different hold- 
ing items, explaining their amounts and 
yields. He said in part: 

“Last year we invested in city loans 
$199,919.057.42 at an average rate of 
5.685%. Such investments were distrib- 
uted throughout forty of the United 
States and Canada on 440 apartments, 
$38,029,325, and 18,738 dwellings accom- 
modating 27,470 families, $80,882,532.42. 
As indicating the extent to which funds 
of this company have aided in relieving 
the housing situation since January 1, 
1920, we have accepted 92,207 loans of 
this character for an aggregate amount 
of $590,861,450, providing accommodation 
for 154,516 families. The remaining city 
loan investments were in 336 business 
properties for $81,007,200. The total city 
loans were 19,514 for a total of $199,919,- 
057.42. 

“This investment for the year natur- 
ally does not increase by such amount 
the total holdings in such investments 
because of repayments made during the 
year. The actual increase was $124,763,- 
527.70, so that at the end of the year the 
tctal investment secured by mortgage on 
city properties amounted to $910,870,- 
954.71, at an average rate of interest of 
5.732%. 

“Just ten years ago, on December 31, 
1917, our investments of this character 
amounted to $263,527,048.96, bearing in- 
terest at the rate of 5.294%. The actual 
gain in the period was .438%, in interest 
rate and $647,343,905.75 in amount. 


Farm Loan Division 


“We have in the Farm Loan Di- 
vision experts on agricultural conditions 
throughout the country. Mr. Cox, who 
supervises this department, in his ad- 
dress of a year ago, left no doubt in 
your minds that besides being an in- 
surance man and an advertising special- 
ist of the highest order, he also qualifies 
as a dirt farmer. He has a staff of 68 
men in the home office and 10 in the 





field. During the year we made and re- 
newed 4,502 farm mortgages amounting 
to $30,127,561.78, at an average rate of 
interest of 5.139%. At the end of the 
year on properties located in 27 states 
our farm mortgages, 25,483 in number, 
were for the total amount of $196,751,- 
547.39, at an average rate of interest of 


5.298%. 


“Our investment in the department of 
Henry W. George, the treasurer, and his 
able and expert assistants for the year 
should be reported as follows: 

Bonds of: 
Steam R. R. Corpora- 
tions 

Governments and Mu- 

nicipalities ........ 

Traction, Light and 

Power Corporations 

Telephone and Tele- 

graph Corporations.. 

Unclassified Miscella- 

neous Corporations. . 


$59,533,057.12 at 4.64% 
14,093,517.00 at 4.66% 
46,570,128.46 at 4.83% 

1,614,448.30 at 4.77% 


14,717,646.41 at 5.03% 


ORB U cates. $136,528,797.29 

Average yield was 4.75%. 

_ “This does not include some short term 
investments made and paid off during 
the year. 

“At the end of the year the company’s 
holdings in these securities were as fol- 
lows: 

Bonds of: 
Steam R. R. Corpora- 


CE x cacéccvndend $534,065,553.90 at 4.94% 
Governments and Mu- 

nicipalities ........ 186,941,687.38 at 4.81% 
Traction, Light and 

Power Corporations 162,003,226.38 at 5.14% 
Telephone and Tele 


graph Corporations.. 34,891,285.73 at 5.07% 
Unclassified Miscella- 


neous Corporations.. 41,284,251.20 at 





oe $959,186,004.59 

Average yield of all bonds, 4.98%, which com- 
pared with 5.03% at the end of 1926. 

“You will notice the return on these in- 
vestments made this year averages 4.75%. 
It is interesting to note that this figure 
in 1912 was 4.76%, and we received on 
all of such investments at the end of 
1909 an average return of 4.49%, com- 
pared with 4.98% at the end of this year. 

“Our bond investments in Canada at 
the end of the year were as follows: 
Governments 


WUMIOWOE oo weit owe ca se ceccasns $49,538,330.00 
Provinces and Municipalities..... 52,315,171.65 
Steam Railroads ..........0c00. 4,612,886.66 
Other Corporate Bonds....."..... 4,000,000.00 
Real Estate Mortgage Bonds..... 13,412,500 00 

Bi revere et eee e re eee $123,878,888.31 


Increase over 1926 of... 9,350,060.00 


Canadian Securities 

“Our securities on deposit in Canada 
at the end of the year amounted to 
$117,470,214.34, an increase over 1926 of 
$17,897,353.41. Our total investments in 
Canada, excluding policy liens and _ pre- 
mium notes, at the end of the year were: 
Bonds | cogeiabetdwedseeeesacuwes $119,486,901.72 


1 eC PS Oat: Pate Pe eae 2,175,240.19 
MEGGIEONOG 6 5 isa we 5 eed cu easons ae 19,461,172.50 
WOM gad rcsinsneigcasicass $141,123,314.41 


13,780,765.21 

“Our policy loans increased during the 
year $26,562,291.11. That made the total 
on December 31, 1927, $181,193,985.38. 
This is an increase during the year of 
17.18%, and if policy liens and notes are 
included, the total at the end of the year 
was $185,918,879.52, being an increase in 
this combined item over the year before 
of $27,846,228.51, or an increase of 17.62%, 
whereas our gain in assets was only at 
the rate of 13.31%. 

“As bearing upon the increase of com- 
pany transactions, the number of checks 


Not Apprehensive Of 
Instalment Selling 


ECKER VIEWS ON TIME PAYMENT 





Also Discusses Business Prospects Opti- 
mistically; Thinks High Market 
Levels Will Continue 


There was no pessimism about the im- 
mediate business future of the country in 
a talk made by Vice-President Ecker 
before the Metropolitan managers last 
week. Nor does he look for an upset 
in the stock market which would topple 
over the present high prices for stock 
securities. 





In discussing instalment buy- 
ing he did not think it reacted unfayor- 
ably to prosperous conditions. His re- 
marks on these subjects follow: 

“The and financial situa- 
tion of the past year was one of an 
abundance of money and the lowest in- 
terest rates that have obtained in the last 
three years. 


investment 


This has resulted in a very 
active bond market and the largest dis- 
tribution of securities of both home and 
foreign issue on record. 
the Stock 
creasing in 


The dealings 
Exchange have been in- 
volume, and on an almost 
constantly rising price level, attaining the 
highest price for stocks and bonds since 
prior to the war. 


on 


Lacking any disturb- 
ing occurrence, the indications are that 
these conditions may be expected to con- 
tinue, that bonds will sell at even lower 
interest returns, and stocks maintain 
their present high levels. 


Time Payment Sales 


“Instalment buying, which has been 
much discussed and viewed with some 
apprehension, has been without doubt a 
very important contributing factor in the 
ereat increase in consumption of com- 
modities which has made possible the 
increase in production. It has contrib- 
uted to the unprecedented prosperity 
which this country has enjoyed, under 
which has developed the mass produc- 
tion and distribution on the basis of 
small profits. No harm will come from 
this development, it seems to me, which 
has not been very greatly exceeded by 
the benefits. I know that some of you 
feel that instalment buying is responsi- 
ble for lapsation. This seems to me more * 
of an excuse than a reason. Keeping 
up with the Jonses may to some extent 








drawn at the home office during 1927 
was 2,069,811, a weekly average of nearly 
40,000; and adding the Pacific Coast and 
Canadian head offices, a total of 2,439,830, 
being an increase over the previous year 
of 251,958. 
' New 434% Interest Rate 

“In the analysis of our investment 
holdings I have given you the interest 
rates we receive. May I call your at- 
tention to a change in the rate we will 
pay? You will recall that upon pay- 
ments of instalment policies and upon 
certificates of deposit left with the com- 
pany we have been paying 4%4%. This 
year we will allow upon both 434%.” 
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result in lapsing policies, but, admitting 
that to some extent that is true, having 
diagnosed the trouble, we should be in- 
genious enough to provide the remedy. 
If instalment buying has stimulated bus- 
iness and aided in bringing about steady 
employment at high wages, the good out- 
weighs the evil, and we should insure 
the prosperous. 
The Tax Situation 

“Any review of general conditions can- 
not escape a glance at the tax situation. 
Income taxes, which are with us to stay, 
certainly through this generation and for 
many years to come must be an impor- 
tant source of revenue to the Federal 
Government. Wise modifications have 
been suggested by the Treasury Depart- 
ment, and gradually sound economic 
principles are being recognized and im- 
provements in the law made accordingly. 
The tax is now small on moderate in- 
comes. Last year about four million in- 
dividuals made returns, but, according 
to Secretary Mellon’s report, only about 
Y% millions paid taxes. It is interesting 
to observe that the three to five thou- 
sand dollar income class had the largest 
total income amounting to about 5 bil- 
lions, but this class paid only about 7% 
millions in taxes; that is less than 1% 
of the total tax collection from indi- 
viduals. 

“Individuals numbering 228 returning 
income of $500,000,000 paid between 80 
and 90 millions, well over 10% of all 
the taxes collected from individuals. Cor- 
porations paid $1,336,000,000 as compared 
with the payment by individuals of a 
little more than 850 millions. 

“I have said bond sales last year were 
greater in volume than the year before, 
and the trend is to high prices; that is, 
a lower interest yield. 

No Housing Shortage 

“There is no longer any real shortage 
in housing, but in New York and some 
other cities there remains plenty of room 
for improvement in living conditions in 
the tenement districts. 

“Railroad earnings are off slightly, evi- 
dencing some pinching in of business 
which may be a more healthy condition 
than the too rapid expansion of a year 
or so ago. 

“With the hand-to-mouth practice of 
buying and carrying of small inventories, 
this can change very rapidly, and there 
is nothing in the general situation to in- 
dicate any material change in the gen- 
eral prosperity of the nation as a whole, 
and particularly is this true taking into 
consideration the improvement in and 
much better feeling about the agricultur- 
al situation. 

“Cautious men say of the indications 
for 1928 that there are many favorable 
factors and none definitely disturbing. 

“The outlook is distinctly favorable for 
a good year and, in the words of Sec- 
retary Mellon, ‘the United States enters 
1928 in a healthy business condition,’ ” 





HOME OFFICE SCHOOL 





Vice-President H. D. Hart Calls General 
Agents Three Day Conference 
On Agency Building 

Hugh D. Hart, vice-president of the 
Penn Mutual, has designated 1928 as 
agency building year and the slogan 
adopted is “Build Up Our Penn Mutual 
Man Power.” In accordance with this 
plan, he has invited the general agents 
of the company to attend special classes 
in agency building to be held at the 
home office at Philadelphia February 13, 
14 and 15. Similar classes also will be 
held at Atlanta, Ga., on February 6, 7, 8. 

These conferences will be exclusively 
for general agents. In a circular letter 
sent to all the general agents of the 
company, Vice-President Hart explains 
that it is the purpose of the conferences 
to lay before them the company’s new 
expansion policy, to help them the better 
to discharge their agency responsibilities. 
These conferences are in addition to the 
regular Penn Mutual Association meet- 
ings and the annual fall regional meet- 
ings. 


Metropolitan Life To 
Take Brokerage Cases 


BUT ONLY FOR $25,000 OR ABOVE 





Fiske Says Many Corporation Execu- 
tives Will Place Insurance Only 
Through Their Own Brokers 





The Metropolitan Life has decided to 
take cases from brokers if the policies 
are for $25,000 or higher. The decision 
of the company to revoke the old rule 
against brokerage business was an- 
nounced by President Haley Fiske in a 
talk to the managers of the company in 
New York last Thursday. He gave this 
explanation: 

“This company has been opposed to 
our men taking business from brokers. 
Since that rule was established and the 
years have passed on, the status of the 
broker has undergone a change. Once 
it was said that when a person failed 
in everything else, then he became an 
insurance broker; but the insurance 
brokers have undergone a change. Their 
improvement has been marked. Some of 
them know a great deal about insurance. 

“That is one side of it, but the other 
side is the attitude of the business man 
and capitalist towards the insurance 
broker. There is a growing disposition 
on the part of corporation executives and 
of individuals with capital to refuse to 
take insurance except through brokers 
appointed by themselves. These execu- 
tives say: ‘We will transact our insur- 
ance business only through the medium 
of a broker whose abilities we recog- 
nize, whose character and qualifications 
we trust, and whose advice we desire 
to take as our insurance guide.’ This 
applies to their life insurance as well as 
to fire and casualty. 

$25,000 Minimum Limit 

“Tt, therefore, seems the time has 
come when we must modify our rule. 
So hereafter we shall accept business 
coming to us direct at the home office or 
through managers from brokers if the 
cases are $25,000 or in excess. It is more 
or less experimental, but is called for 
by reason of changing in custom of those 
who control large sums of money and 
who need insurance. When we started 
considering the changing of this rule I 
thought that the minimum line we would 
accept from brokers would be $50,000, 
but later $25,000 was the sum_ fixed. 
When it comes to accepting smaller pol- 
icies I do not think it fair to our agents 
that we should do so.” Managers and 


agents may submit such applications 
coming from brokers provided the 
brokers hold a Metropolitan license 


fromthe state. . 

Mr. Fiske told of a Metropolitan man- 
ager who had lost $600,000 of business 
because of application of the rule against 
brokerage business. ; 

The announcement by Mr. Fiske was 
received with applause from the assem- 
bled managers. 





APPOINTED AGENCY MANAGER 





Abraham Rosenstein, Former Assistant 
Manager Equitable Society, To Head 
Own Organization 

The Equitable Life Society of New 
York has just appointed Abraham Ro- 
senstein an agency manager in New 
York City. Mr. Rosenstein is one of 
the most promising young men operating 
in this field. He has been an assistant 
agency manager in the Louis Lane 
Agency at 212 Fifth avenue, and devel- 
cped a $6,000,000 unit in a period of 
three years. 

Mr. Rosenstein, in addition to being 
an unusually good salesman, has a knack 
of attracting young men to the business. 
He joined the Equitable in 1923 at the 
age of 25. He now joins the ranks of 
those young general agents and man- 
agers who have been appointed by vari- 
ous companies within the last few years, 
and who constitute the younger gen- 
eration in life insurance. 
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New York Life Agents 
Paid for 
927 Millon Dollars 


of NEW BUSINESS DUR 
THE NEW YEAR 


q This is the largest total secured by 
Nylic Agents in any year in the 


Company's history, exceeding their 
record for 1926 by 


$27,000,000 


@] The Company’s total insurance in force 
on December 31, 1927, was over 


Six and a Quarter Billions, viz., 


$6,285,800,000 


(jin their service to the public, Nylic 
Agents continue to prosper and to forge 
ahead to greater achievements. 








“Is it any wonder that, meas- 
ured by usual standards, 
Nylic agents are indus- 
trious, persistent, satis- 
fied and happy?” 
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NEW YORK 
LIFE INSURANCE 
COMPANY 


346 BROADWAY, NEW YORK 
DARWIN P. KINGSLEY 


President 






New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 
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Metropolitan to Sell 
“Package” Program 


MANY COVERS IN ONE CONTRACT 





Second Vice-President Kavanagh Tells 
of an Innovation Soon to Be Intro- 
duced; Had Great Group Year 





\Vhen James E. Kavanagh, second 
vice-president, rose to speak at the Met- 
opolitan Managers Convention last week 
it was thought that he would say some- 
thing about the new British offices of 
the company, as he had recently returned 
from England. He did not discuss that 
subject, however, but after praising his 
chicf lieutenant, A. C. Campbell, new 
third vice-president of the company, and 
associates, he gave some facts and fig- 
ures of the extraordinary showing of the 
group division which wound up the year 
with $365,000,000 of group. Mr. Kava- 
nagh said that 49% of the managers of 
the company placed one or more group 
contracts with it last year, indicating the 
growing popularity of group with the 
field force. 

He said that 6,500 employers of labor 
have contracted with the Metropolitan 
in the group division. Policies run from 
insuring ten lives in what is known as 
wholesale insurance to one group carry- 
ing more than 100,000 lives. The biggest 
Metropolitan group of the year was Chi- 
cago, Rock Island & Pacific R. R., which 
was placed by Henry W. Frey, division 
sales manager in Chicago. Last year 
1,500 employers took contracts of vari- 
ous kinds with the group division, in- 
volving more than 300,000 lives. The 
beneficiaries under contracts of the group 
division numbered 48,000 lives last year. 
The claim checks averaged $641 a day. 
The lapsation shown in the group divi- 
sion was less than one-half of 1%. 


Package Program Insurance 


In the way of news, Mr. Kavanagh 
announced that shortly there would be 
ready what he called “package program 
insurance,” which he thought would 
mark an epoch in the history of life in- 
surance just as group insurance marked 
an epoch. Under one contract the fol- 
lowing covers would be provided: Life, 
accident and health, accidental death or 
dismemberment, total disability, old age 
retirement. 

“It is one policy; in brief, one pack- 
age of insurance. The policy will go to 
the employer; certificates to the em- 
ployes. It will mean a saving of money 
and expense,” he said. 

The first policy of the kind written by 
the metropolitan was on the Cleveland 
Street Railway Co., covering 5,000 em- 
ployes. A description of the Cleveland 
trans saction was printed in “The Gold 
Book” issue of The Eastern Underwriter 
last Fall. Since then several important 
firms have bought the “package program 
insurance.” It will probably be ready 
for the agents in a few weeks. 

The Five Million Dollar Club of the 
group division now has eighteen mem- 
bers who last year placed $180,483,000. 
he members, with the amount of in- 
surance which they wrote, follow: 

H hs W. Frey, Chicago, $32,568,800. 

4 J. H. Jones, New York, $16, 798,875. 
Haley Fiske, Jr., New York, $14,678,287 . 
E. R. Seese, Kansas City, $13, 780, 700. 

E, G. Richmond, Atlanta, $13,173,900. 

P. F. Boquet, San Francisco, $12,517,600. 
Gale "Johnston, St. Louis, $11,217, 400. 

H. E. Dietor, Cleveland, $9,126,900. 

A. I. Hardy, Cleveland, $7,000,000. 

Ge nee Brophy, Jr., Detroit, $6, 500,000. 

L. B Durstine, New York rg $6, 151,000. 
G. H. Phillips, Atlanta, $6,047,1 

Gerald Preistman, London, Eng., 38, 719,293. 
J. J. Lynn, Sal. Allot. Bur. H. O., $5,646,000. 
Edwin Bond, Detroit, $5,519,500. 

2. -G Henneman, Baitimore, $5, 059, 100. 

B. ¥. Gaston, Knoxville, $5,036,500. 

E. A. Tomlinson, London, Eng., $5,035,855. 

















a pleasant month! 


new friends. 
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We’ve completed our first month. And such 
Nearly twice the Paid- 
For Business we’d hoped for. 


Chickering 6270 is absolutely the right num- 
ber when you want speedy 


LIFE, ACCIDENT & GROUP SERVICE 


DEWEY R. MASON, General Agent 
7ETNA LIFE INSURANCE COMPANY 


Right at the Heart of Things 


And so many 
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Fiske and Duffield Exchange Letters 


In more recent years the Metropoli- 
tan and The Prudential exchange their 
annual figures in advance. This year 
after examining these financial state- 
ments President Duffield and President 
Fiske exchanged the following corre- 
spondence: 

Newark, Jan. 25, 1928. 

Dear Mr. Fiske:—Again I have to ex- 
tend to you our heartiest congratula- 
tions upon another wonderful year of 
Metropolitan success and accomplish- 
ment as evidenced by the statement 
which you were good enough to forward 
to me. 

Again I find difficulty in selecting su- 
perlatives to adequately indicate the suc- 
cess which you have attained, but that 
is a yearly occurrence and one that by 
this time I should be used to, for year 
by year the Metropolitan exceeds the 
height it has theretofore attained. 

I can and do however extend to you 
the heartiest congratulations of The 
Prudential for what has been done by 
the Metropolitan during the past year 
in widening and broadening its service 
to the people of the United States and 
Canada, and assure you that it is the 
earnest desire of The Prudential and 
those who are directing its affairs that 
we should continue to co-operate in the 
great work in which these two compa- 
nies are jointly engaged. 





THE STATE MUTUAL LIFE 


ASSURANCE COMPANY 
OF 
WORCESTER, MASSACHUSETTS 


With kindest regards, heartiest con- 
gratulations and best wishes for a most 
successful convention, believe me to be, 

Sincerely yours, 
Edward D. Duffield, President. 





New York, January 26, 1928. 

My dear Mr. Duffield :—I have your let- 
ter of yesterday enclosing your ana- 
lytical statement and I hasten to con- 
gratulate you over a magnificent record. 
It is very good of you to congratulate 
us, because I find that you beat us badly 
in Industrial increase. 

Reading your letter to our convention 
assembled, they authorized me to ex- 
tend the heartiest congratulations of the 
field force of the Metropolitan on the 
record of The Prudential. We realize 
we are in the same business, serving 
the same public, making capitalists of 
working men and women, educating in 
thrift, benefiting in health and welfare 
—The Prudential and Metropolitan 
walking along, year by year, side by 
side, may feel that we are the greatest 
influence working for the good of the 
American people on lines of political 
and domestic economy. 

With kindest regards to you and your 
staff, I am, 

Very sincerely yours, 


Haley Fiske, President. 





























Service to Agents 
Liberal Policy Contracts 
A Low Net Cost Record 


AN IMPROVED DIVIDEND SCALE FOR 1928 
THE SIXTH INCREASE IN EIGHT YEARS 








Incorporated 1844 
Eighty-Four Years of Service 
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Thousands Write For 
Metropolitan Books 


500 LETTERS A DAY RECEIVED 





Robert Lynn Cox Says Monthly Adver- 
, tisements About What to Eat and 
Not to Eat Are Most Popular 





Haley Fiske introduced Robert Lynn 
Cox, second vice-president of the Met- 
ropolitan Life, to field managers at the 
field managers’ convention last week as 
“probably the most versatile officer of 
the company.” He called him a lawyer, 
a farm loan expert and a genius at pub- 
licity for the company. His praise of 
“Tower Talks,” the company’s sales pub- 
lication issued monthly, was without re- 
serve, and he also commented upon the 
tremendous success of the radio morning 
setting up exercises which had been ar- 
ranged through Mr. Cox. 

After a discussion of the fundamentals 
of salesmanship Mr. Cox devoted most 
of his talk to the reception which has 
been given to the Metropolitan’s month- 
ly magazine advertisements. Each of 
these advertisements, which are in real- 
ity health talks, has a tie-up to the effect 
that if the persons reading the adver- 
tising copy are impressed they should 
write to the company for booklets, which 
cover the subjects of the particular ads 
more in detail. These letters are coming 
in at the rate of 500 a day, and hun- 
dreds of thousands of them have been 
received in the five years the company 
has been doing such advertising, which, 
by the way, was started as an expcri- 
ment to continue originally for a year. 

Public Most Interested in Food 

Mr. Cox said the replies received in- 
dicate that the public is vitally interest- 
ed in the question of food, and rightly 
so, as most of our diseases are caused by 
overeating or what we eat. The adver- 
tisements which were most popular, 
judging by response, were those headed: 
“Beware of Fat,” “Dyskinesia,” ‘Eat 
Your A, B, C’s,” “You Should Weigh” 
and “Just Around the Corner—The Fam- 
ily’s Food Supply.” 

One’ of the letters came from Arthur 
Brisbane, chief writer for the Hearst 
publications and said to have the widest 
daily audience of any living writer. 

During the course of his talk on sell- 
ing conditions, Mr. Cox announced that 
the Metropolitan will furnish agents 
some time this year with a vest pocket 
rate book. He also said the size of the 
company’s catalogue of sales literature 
will be increased. 





METROPOLITAN ANNOUNCEMENT 





Paid Up Policies In Ordinary Depart- 
ment Will Hereafter Be Participat- 
ing; Intermediate Dividends 
The Metropolitan Life’s paid-up poli- 
cies in the Ordinary Department will 
hereafter be participating. The com- 
pany will add this year 1% to the face 
of the insurance policy as a reversion- 
ary dividend. 
In the Intermediate Department the 
dividends declared this year will be on 
the average increased 33%. The new 
scale in the Intermediate will call for a 

yearly outlay of $5,200,000. 





STABLER NOT PRESENT 


A missing: face at the Metropolitan 
Life convention last week was Walter L. 
Stabler, comptroller, who has been away 
from his desk for months. He is about 
seventy-six years old. Talking about Mr. 
Stabler at the convention Frederick H. 
Ecker said: 

“He is young and vigorous in thought 
and as loyal to the company, and as 
interested in the activities of this con- 
vention as any who are here present, bn 
he is absent today at the behest of his 
doctors.” 
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Report Tells Why Cost 
Of Funerals Is High 


TOO MANY UNDERTAKERS IN U.S. 





Not Enough Burials to Make Living For 
Average; Funeral Directors Or- 
ganize to Check Waste 





The resentment of the Metropolitan 
Life and other insurance companies writ- 
ing industrial insurance against the high 
price of burial was behind a survey re- 
cently made under the direction of John 
C. Gebhart of the reasons for present 
day funeral costs. The facts were devel- 
oped by an advisory committee on burial 
survey, made possible through an appro- 
priation of $25,000 by the Metropolitan 
Life. Lawson Purdy of New York, a 
well-known public man, was chairman of 
the advisory committee, which consisted 
of some of the best known welfare peo- 
ple in America, the group also having 
newspaper men, lawyers, ministers and 
undertakers in its membership. The 
Metropolitan held aloof after the survey 
started, permitting the facts to develop 
in a natural way. 

It is significant that when news that 
the survey was to be made leaked out, 
prominent funeral directors met in Chi- 
cago and organized the Funeral Service 
Bureau of America. It represents an ef- 
fort on the part of the key men of the 
burial industry to anticipate criticism of 
present practices by pointing out a way 
to their correction. 

Average Burial Expense Is $363 

The burial service committee, of which 
Mr. Purdy is chairman, demonstrated 
that one reason for the present high cost 
is the large number of undertakers there 
are in the country. Dr. Frankel said, 
in discussing the report at the managers’ 
meeting last week of the Metropolitan, 
that there are not enough deaths to 
make funerals profitable for all the un- 
dertakers. As a result the burial expense 
in congested cities in the East such as 
New York and Brooklyn are much high- 
er than some other places in the coun- 
try. The average burial expense in Chi- 
cago is $480; in Pittsburgh it is $460, 
while in New York it is $772. These ex- 
penses are as low as $194 in North Car- 
olina. The Jersey average expense is 
$484. The general average for all states 
covered is $363. Children’s funerals cost 
considerably less than adults’, The av- 
erage for children’s funerals is $134. 

The report does not show that the un- 
dertakers as a class are grafters. Some 
races of people are extravagant in their 
funeral expenses. It is true, though, that 
many poor and ignorant families spend 
all of their insurance proceeds on the 
funeral. 


Number of Undertakers and Deaths 


The report shows the high cost of ma- 
terials used in the burial industry, the 
tendency of prices being upwards. In 
1900 there were 16,200 undertakers in 
the United States. In 1920 there had 
been an increase of 51%. Increase in 
deaths in the United States, however, 
had only been 2.3% in that period. 

Dr. Frankel praised the purpose and 
practice of the Funeral Bureau Service 
of America, which hopes to cut out 
many of the abuses and will probably re- 
sult in a reduction of the number of 
undertakers. 

The report of the Purdy committee in 
part says: 

“Our study clearly indicates that ex- 
cessive funeral expenditures are most 
acute and entail most suffering in fami- 
lies of limited means who have minor 
children to support. The principle laid 
down by our Probate and Surrogates’ 
Courts is one of ‘proportion.’ Where 
the estate is small and the allowance of 
the full bill would deplete most of the 
estate, and where minor beneficiaries are 
to be provided for, the courts decrease 
the funeral bill. As. the amount of the 
estate increases, proportionately, the 
courts allow larger funeral bills. Ex- 


cessive expenditures are due partly to 
unrestrained emotionalism and partly to 
a disorganized and wasteful industry. 
The problem, therefore, involves both 
the education of the public and the re- 
organization of the industry so as to 
reduce waste, lower costs and provide 
fair and honest trading methods.” 


Conclusions 


The conclusions of the Lawson Com- 
mittee report follow: 

(1) Funeral expenditures in the United 
States are relatively, though not actual- 
ly, higher among low-income and de- 
pendent groups than among the well-to- 
do. We find, for example, that for es- 
tates over $20,000 funeral expenditures 
absorb only a negligible portion of the 
estate. Material submitted by family 
welfare societies and by the study of de- 
pendent widows shows that families on 
the low-income leval frequently spend 
large sums on an extravagant funeral 
and a few weeks later apply to a char- 
itable agency for relief. 

(2) Funeral expenditures are higher in 
large cities than in small towns and vil- 
lages. Expenditures are also higher in 
the Northern and Eastern sections of the 
country than in the South and Middle 
West. 


(3) In many important European com- 
munities funeral management is regard- 
ed as a public utility which must be con- 
trolled, to some degree at least, by the 
city or state. In such communities, 
though the degree of control varies, pro- 
vision is made for decent funerals for 
the poor at reasonable rates and a sched- 
ule of prices is fixed so that all income 
groups, if they wish, may secure funerals 
at rates which are proportionate to their 
income and standard of living. We find, 
however, that in most European cities 
where regulations are provided, compara- 
tively few, except the most destitute 
families, restrict themselves to the serv- 
ices offered by the community. It would 
appear, therefore, that European regula- 


tions have not done as much as was at 
first hoped for in curtailing general ex- 
travagance except among low-income 
groups. 

(4) Excessive funeral expenditures in 
this country are due chiefly to two fac- 
tors: (a) the desire on the part of the 
family for an elaborate funeral, either 
as a token of respect and affection for 
the departed, or to satisfy the demands 
made by the conventions or social and 
religious traditions of the group, or “to 
impress the neighbors” and (b) the dis- 
organization and waste in the funeral in- 
dustry. Even the extravagant charges 
on the part of certain undertakers are 
largely due to an effort to make a living 
out of a very small volume of business. 

(5) In general, operating costs and 
prices to the public are lower in “com- 
plete” establishments doing a large vol- 
ume of business than in establishments 
with small volume. 

(6) It is apparent, therefore, that fu- 
neral prices can never be greatly low- 
ered until the volume of business, which 
is fixed by the death-rate, is concen- 
trated in fewer hands. This applies both 
to funeral directors and to manufactur- 
ers of burial goods. 

(7) We are greatly gratified that our 
study has, in a measure accelerated a 
movement within the industry which we 
believe, if properly directed and support- 
ed, will correct most of the abuses in the 
industry as at present organized. 





SPEAKS AT PITTSBURGH 


Leon Alexander, divisional manager of 
the Guardian Life, Brooklyn, addressed 
the home office aggency staff of the 
Reliance Life, at Pittsburgh, Monday 
morning. He told his hearers why he 
gave up a position with a large laundry 
concern which paid him a good salary 
to enter the insurance business. He also 
described his selling methods. On Tues- 
day Mr. Alexander addressed the staff 
of the Pittsburgh office of the Guardian 
Life managed by Harry O. Snyder. 











—WANTED— 


Several PREFERRED Men 
To Sell PREFERRED Whole Life 
To PREFERRED People 
For A PREFERRED Company 
Thru A PREFERRED Agency 


The right men can make valuable 
connections with us at this time. 


Are You One Of These Men? 


ROBBINS & SIMONS, General A gents 


HOME LIFE INSURANCE COMPANY 
of New York 


256 Broadway, New York 
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Metropolitan Has New 
Movie Aimed at Fat 


ADVISES PUBLIC WHAT TO EAT 





Number of Calories in Food Shown jn 
Interesting Picture; Nursing Super. 
visors in All Territories 





The Welfare Division of the Metrspol- 
itan Life gave a showing of. its new 
film, “Too Many Pounds,” before the 
managers at the big managerial convyen- 
tion of the Metropolitan Life last week. 
The plot of the scenario in brief is that 
if you are overweight it is most fre- 
quently your own fault, and the chief 
reasons being the eating of food with 
too many calories as well as overcating 
and lack of physical exercise. The effect 
of fat on the heart and other organs is 
depicted in a clever manner and quickly, 

Dr. Lee K. Frankel, head of the Wel- 
fare Division, said that last year the 
Metropolitan saved 72,570 lives and $22. 
206,000 in death claims. He told what 
Metropolitan nurses were doing in the 
maternity cases, saving the lives of both 
mothers and babies, and compared the 
Metropolitan’s mortality in typhoid cases 
with that of the general registration. 
There was a large saving of Metropoli- 
tan insured lives here. He also told of 
the progress in the fight against diph- 
theria. 

Dr. Frankel gave the following illus- 
trative incidents as coming to the atten- 
tion of the company during the year: 

“The quick action of a Metropolitan 
nurse saved the life of a child bitten by 
a rabid dog. One policyholder was 
saved from a serious amputation be- 
cause of the care he received from the 
nurse. And who can say how many lives 
may be saved over a period of months 
and years by the nurse whose interest 
in pure milk for her patients started a 
city-wide investigation of the milk sup- 

p” 


The Metropolitan has opened a nurs- 
ing division in each of its territories with 
a nursing supervisor in charge. These 
offices are in Albany, Boston, New York 
City, Philadelphia, Baltimore, Cincinnati, 
Chicago, Detroit, St. Louis and Atlanta. 





REPORTER GOT AN EARFUL 





Coast Newspaper Man Asked Haley 
Fiske What He Thought Of 
Judge Ben Lindsey 

There is a reporter out on the Pa- 
cific Coast who is still talking of an ex- 
citing experience. he had with Haley 
Fiske, president of the Metropolitan Life, 
when the latter was on the Coast. This 
reporter came in to see the Metropoli- 
tan’s chief and asked him what he 
thought of Judge ‘Lindsey and the lat- 
ter’s views on companionate marriage. 

“What are you seeing me for?” asked 
Mr. Fiske in towering tones. “Do you 
think I am an expert on the subject of 
sexual irregularities ?” 

Nonplussed, the reporter was about to 
beat a retreat when he reconsidered and 
made another approach: “But our paper 
would like to have you tell our readers 
what you think.” 

Mr. Fiske calmed down and gave the 
reporter an earful. In brief, he is against 
everything which will break up the home 
and the family. He said what he had to 
say with all of his characteristic em- 
phasis. P 

It was one of the most notable o 
the incidents of the convention that 
when Mr. Fiske said the Metropolitan 
stood for the union of husband and wile 
until parted by death, and for the heget- 
ting of children and holding the family 
together, he had to stop while the agents 
applauded uproariously. 





More than $4,000,000 in new life insur- 
ance was written in 1927 by the North 
western National Life under direction of 
Cravens, Dargen & Co., state agents. 
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Democracy Defended 
By Houston of Mutual 


LOOKS LIKE REPLY TO KINGSLEY 





Says That American Business Of 1928 
Will Grow To Such Size That No 
One Can Predict Its Future Bigness 





For an hour or so managers, assistants 
and others attending the annual banquet 
«| the Metropolitan Life at the Hotel 
Astor on Saturday night—1,500 people— 
were held spellbound by David F. Hous- 
ton, the new president of the Mutual 
Life who had been introduced by Presi- 
dent Haley Fiske as one of the country’s 
leading men and whose career in the 
Wilson cabinet and as head of universi- 
tices had been exceptionally _ brilliant. 
While the text of his talk was that this 
is the greatest of democracies, with de- 
mocracy anything but a failure he also 
adapted the role of a prophet. and pre- 
dicted that the nation would continue to 
prosper and to grow in such a way that 
the present business structure fifty years 
hence would look like a pygmy. He gave 
facts and figures to prove all of his con- 
tentions and arguments, basing what he 
said on the economic situation of half a 
century ago and his confidence in Amer- 
ica, its resources and its men and 
women, 


Kingsley Talk Recalled 


Some of those present thought that 
the address of Mr. Houston was a reply 
to the comments upon democracy made 
by President Darwin P. Kingsley of the 
New York Life at the annual meeting 
of the Association of Life Inurance 
Iresidents in December. It will be re- 
called that Mr. Kingsley was not opti- 
mistic about democracy and was de- 
pressed by the large number of dema- 
gogues in this country. 

Mr. Houston said that 150 years ago 
this country declared its independence. 
About fifty years ago we seemed to 
make another declaration of indepen- 
dence, a declaration of independence. of 
nature whose resources we started to 
control. There were no telephones, elec- 
tric lights, radio, automobiles or movies 
and railroads were just beginning to 
cross the Mississippi. The Mutual Life 
president then explained how those in- 
ventions had added to the wealth of 
the nation. Today we spend fifteen pil- 
lions a year on automobiles and there are 
more cars than there are telephones. In 
one state, Iowa, there are 65,000 nore 
automobiles than there are families. The 
national wealth is 360 billions of dollars; 
the bank deposits are fifty-two billions. 

Fifty years ago the savings of the peo- 
ple were two billions of dollars; today, 
twenty-three _ billions. Manufactured 
products have grown in the half century 
from four to seventy-five billions. In- 
surance policies numbered 700,000 fifty 
years ago. The Metropolitan Life paid 
for more insurance last year than was 
in existence in 1876. It now has more 
insurance in force than the nation’s 
wealth in 1900. 

No man half a century ago could pic- 
ture the size of business today and no 
man today can visualize the extent to 
which big business will grow in another 
half century. One thing is certain: the 
present business structure will look very 
small to those who will follow us. 

_ “No living man has the imagination to 
keep up with the growth and conduct 
f the business of the future,” he said. 
“And big business is no harder to man- 
ge than little business. The adminis- 
‘ration of the Metropolitan shows that.” 
‘So small business could be any more 

Imirably conducted than is that of the 
creat Metropolitan. Billions can be han- 
led as easily as millions; millions as 
vasily as hundreds, if you have the right 
organization, 


World War Not Responsible for Our 
Great Prosperity 


Mr. Houston said it was stupid to say 
that the World War was responsible for 


the present material growth. He praised 
the character, resource, intelligence and 
industry of the American business world. 
He did not look down on materialism. 
Character will stand poverty if it must, 
but it was Mr. Houston’s experience that 
it does not voluntarily seek it. 


Mr. Houston did not believe that ma- 
terialism rules the soul of America. He 
cited how we went to the rescue of the 
unfortunate of other nations when ca- 
lamities or catastrophes visited them. He 
did not think that demagogues were as 
much in the saddle as some critics al- 
lege, nor did he believe that Congress 
had retrograded. He quoted what crit- 
ics had said of George Washington, of 
Henry Clay, of Abraham Lincoln and of 
Congress in the past. They were very 
severe criticisms indeed. 

Mr. Houston concluded by making a 
plea against letting down the immigra- 
tion bars which close the gates with 
limited quotas against certain nations. 


British Cleric Talks 


The Rev. Paul B. Hull of the Coin- 
munity of the Resurrection, famous war 
chaplain with four succeeding chiefs of 
the British military establishment, 
graphically sketched the gain to human- 
ity that results from such a great mu- 
tual organization as the Metropolitan 
Life engaged in saving and lengthening 
life as compared with the military ma- 
chines which wage the wars which kill 
and maim. The grim ogre of the work- 
ing man is fear of poverty and he told 
how insurance routs fear. 

President Fiske was toastmaster. 





HAD GOOD YEAR 


The Brooklyn National Life last year 
paid for $5,201,730 of business in 1927, 
exceeding the paid for business of 1926 
by $1,958,360. This represents the best 
year the company has had since its or- 
ganization. Its annual statement is soon 


to be published. 


Fiske Reviews Company Year 


(Continued from page 1) 


to reduce the cost of insurance. He be- 
lieved that the company’s system of divi- 
dend paying was the correct one. 

Mr. Fiske thought that dividends 
should be paid in cash by crediting pre- 
miums rather than by extending the in- 
surance. Spontaneous and loud ap- 
plause greeted this statement, the Met- 
ropolitan field force preferring cash to 
reversionary dividends. The President 
said that the policyholders prefer this, 
too. He said that reversionary dividends 
undoubtedly increase cash savings and 


increase the amount of insurance in 
force, but the Metropolitan placed 17% 


of total life insurance placed last year 
by 350 companies. 

Since the Metropolitan became mu- 
tual thirteen years ago it has paid in the 
Industrial Department dividends of $144,- 
867,000 including the declarations for 
1928. To Ordinary policyholders it paid 
dividends through 1927, plus declarations 
for 1928, of $176,195,221. 

Last year the Metropolitan issued, re- 
vived and increased, less group with- 
drawals, $2,834.975,000. Of this Ordinary 
was $1,246,000,000. Industrial $1,224,000,- 
000 and group $365,000,000, the total in- 


surance in force now being $14,803,- 
000.000. 
Of the total amount of insurance 


placed by all the 350 or so companies 
in the United States last year, the Met- 
ropolitan placed 17% or one-sixth of 
the total amount. It placed 28% of all 
the industrial insurance written during 
the vear and 11% of all the ordinary 











figures. 


Business in Force 


touch with him. 





OUR PROGRESS— 
YOUR OPPORTUNITY 


N recent years The Guardian has experienced a rapid 
growth, the extent of which is suggested in the following 


New Business Paid For $35,431,368 
on 
December 31st ......... 


Progress such as this is evidence of the efficiency and pro- 
ductivity of the methods provided for our field force. 

We have openings at present for managers in several estab- 
lished territories where we are making plans for development 
consistent with our general increases. 


This may be your opportunity, especially if your training, past 
record and personal finances equip you for managership of an 
established agency. Write in confidence, stating your age, his- 
tory and territory preferred. All details must be given in your 
letter. If not interested yourself, perhaps you know someone 
who might be. We'd appreciate it if you would put us in 


THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORE 


1922 1926 
$ 71,812,005 
$206,310,800 $333,042,886 























business placed. Mr. Fiske said it placed 
31%% of all the group written last year. 
He figures that the Metropolitan has 
about 28% of all the group in force. 


Percentage of Gain as Compared with 
Other Companies 


Of all the gains made by the life in- 
surance companies in 1927, the Metro- 
politan Life’s gain was just short of 
18%. It has a total industrial debit 
of $5,364,277, which was a gain during 
the year of $423,435. The Metropoli- 
tan covers about 25,000,000 lives, nearly 
one-fifth of the population. The exact 
number of policies is 40,166,107, divided 
as follows: industrial, 34,187,535; ordi- 
nary, 4,823,684; group certificates, 1,154,- 
888. The increase in the number of lives 
covered last year was about a million. 

The company found that the best per- 
sistency of Industrial in 1927 was the fif- 
teen year endowment. Twenty year en- 
downments were the second most persist- 
ent and Cumulative Endowments third. 
The Pacific Coast led in revival percent- 
age of lapsed policies, the Metropolitan 
division was second and Canada third. 
Mr. Fiske thought that the reason for 
low lapses. in endowment policies is that 
people have in mind the savings element 
and thus show more zeal to protect 
them. 

Of persons in wage-earners’ families in 
the urban population available to Met- 
ropolitan agents for industrial insurance 
that company has over 30% in the in- 
dustrial field. Under age twenty it has 
over 39% of all the persons in such 
families and over the age of twenty 
has 25%. Of wage earners’ families in 
urban localities in which the company 
does business the Metropolitan had in- 
surance in 53%. Mr. Fiske made a strong 
plea for the writing of heads of families. 
He said that recently a cross-section sur- 
vey was made and it showed that not 
nearly so many heads of families were 
insured as there should be, nor for as 
large amounts as they needed. This survey 
showed that 17% of those investigated 
had less than $500 of insurance. He de- 
clared that the agent who started to 
wrife the children and then went up was 
soliciting back end forward. He said the 
Metropolitan was much more interested 
in insuring the heads of families than 
the other members of the family. 

In 1927 the Metropolitan wrote $93,- 
000,000 more in the Ordinary department 
than it had in the preceding year. It 
now has Ordinary in force $8,926,000,000, 
which is $915,000,000 more than the com- 
pany had at the end of 1926. In the In- 
termediate department there was a gain 
of more than $45,000,000 in the insurance 
in force. In the reinsurance department 
the Metropolitan produced $76,000,000 
and now has $387,500,000 in force. The in- 
come of the division was about $12,500,- 
000. Death claims were about 25% of the 
premiums. 

The monthly premium business of the 
company placed last year almost reached 
$400,000,000. Mr. Fiske said that the 
monthly business could not be too popu- 
lar to suit him because it reduced the 
price of insurance to the working people. 


Siegel Wins Veterans’ Trophy Medal 
Again 


At this point in Mr. Fiske’s speech he 
said that Second Vice-President A. F. C. 
Fiske would announce the names of the 
territorial record-makers in the absence 
of Second Vice-President Harry J. 
Miller who was ill. The three leading 
territories were Metropolitan division, 1; 
New England division, 2; and Middle 
Atlantic, 3. The veteran’s trophy was 


won by Isidor Siegel, manager of the 
Knickerbocker district, New York. He 
won it once before. 
President Fiske then read the names 
of those who died during the year. He 
(Continued on page 16) 
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Schenck Of Movies Now 
Is Carrying $5,250,000 


LATEST COVER BY A. W. STEBBINS 





New York Agent While On Coast Also 
Wrote $500,000 On New German 
Star, Camilla Horn 





According to Arthur W. Stebbins, 1540 
Broadway, New York, who recently re- 
turned from the Coast after writing 
$%,000,000 on Joseph M. Schenck, the mo- 
tion picture magnate, Mr. Schenck is 
now the third largest policyholder in the 
country. Mr. Schenck is the husband of 
Norma Talmadge. Rodman Wanamaker, 
New York and Philadelphia merchant, 
and Pierre du Pont of the du Pont Co. 
of Delaware and of General Motors are 
the largest carriers of insurance in 
America. 

Mr. Schenck now carries $5,250,000. He 
tops all the motion picture executives in 
the amount of insurance carried, having 
$250,000 more than either Adolph Zukor 
of Famous Players, or William Fox, 
who owns a great string of motion pic- 
ture theatres and also has a big pro- 
duction outfit. 

While Mr. Stebbins was in California 
he also had issued through his Los An- 
geles associates, the Behrendt-Levy In- 
surance Agency, Inc., $500,000 on the life 
of the new German star, Camilla Horn, 
and $500,000 each on Lupe Valex and 
Sid Grauman. 

While on the Coast Mr. Stebbins was 
interviewed by Louella O. Parsons, mo- 
tion picture editor of the Universal Serv- 
ice (Hearst) and probably the leading 
daily newspaper writer on the movies. 
Mr. Stebbins has insured a number of 
people on the Coast in the movie col- 
ony, and the first one he wrote was for 
$30,000 on Adolph Zukor when the lat- 
ter made “The Prisoner of Zenda” pic- 
ture a number cof years ago 





FRANKLIN LIFE MEET 

The Franklin Life of Springfield, IIl., 
called in its agents who cover the Rocky 
Mountain regions, to attend a meeting 
in Denver last week. Joseph W. Jones, 
vice-president in charge of agencies and 
William Taylor, secretary, were the 
principal speakers, reviewing the work 
done and the how and the why for the 
ensuing year. The meeting closed with 
a banquet. James Goddard, northern 
Colorado and Wyoming manager, and R. 
W. Fox, southern Colorado manager, 
were in charge. 





J. C. KILEY NEW PRESIDENT 

Joseph C. Kiley is the new president 
of the Jamestown Life Underwriters 
Association, having succeeded John 
Jenkins, who retires after a year of 
successful administration. The other 
new officers elected by the Jamestown 
organization at its annual meeting are 
Nelson H. Scott, vice president; : 
Manley, secretary; and Frank Tweedale, 
treasurer. 


MARTIN ELECTED DIRECTOR 

Hugh T. Martin of Chicago, has been 
elected a director of the Illinois Bankers 
Life Association of Monmouth, Ill. He 
succeeds Frank M. Hallam. Robert M. 
Work was re-elected secretary and Ar- 
thur T. Sawyer, assistant secretary. 
The additional titles of assistant gen- 
eral counsel and treasurer were given 
to en Work and Sawyer, respec- 
tively. 





THE VERDICT 


Your success as an underwriter depends upon the verdict brought in 
by the greatest jury in the world—the American public. For seventy-six 
years the Massachusetts Mutual has been building up a nation-wide 
reputation. Its friends are everywhere and are ever ready to testify to 
the efficient service that it always renders. 
to buy from and none better to represent in the Field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts 


More than a Billion and a Half of insurance in force 


There is no better company 














WELL-KNOWN MEN IN AGENCY 





Career of Richard J. Conheim, W. W. 
Cohen, Clarence Cone, Leo Eisner 
and J. P. Williams of Conheim 

& Cone, Inc. 


One of the insurance offices in town 
which has an interesting personnel and 
which is coming ahead is that of Con- 
heim & Cone, Inc., at 223 Broadway. 
This is the agency in which a congress- 
man is a member. Brief careers of the 
officers follow: : 

Richard J. Conheim, president, was one 
of the two leading life underwriters for 
the Union Central Life in 1927, placing 
his business through the C. B. Knight 


W. W. Cohen, vice-president, is a 
member of the House of Representatives 
in Washington, is honorary fire com- 
missioner in New York, and is head 
of the stock brokerage firm of W. W. 
Cohen & Co. He is also a director in 
several of the leading corporations. 

Clarence Cone, treasurer, was former- 
ly head of Clarence Cone & Co., stock 
brokers, who were associated in busi- 
ness in Wall Street for over twenty- 
five years. 

Leo Eisner, secretary, was formerly 
connected with the Borough President 
of Manhattan’s office. His brother, Mark 


Eisner, was formerly Collector of In- 
ternal Revenue for the New York 
district. 


J. P. Williams, assistant secretary, was 
assistant United States manager for 
Toplis & Harding, Inc., adjusters for 
Lloyd’s of London. He resigned in 1925 
to enter the general brokerage field. 





A PRUDENTIAL GROUP 


Employes of the Diamond Electric 
Corporation, 780 Frelinghuysen avenue, 
Newark, have joined with their execu- 
tives in acquiring group life coverage 
amounting to $182,500. The policy, 
which covers 124 lives, was arranged 
through The Prudential. The insurance 
is of the contributory type. Each em- 
ploye is insured in amounts ranging from 
se to $5,000, according to the position 
neld, 





PAYS CLAIM IN SIX HOURS 


Six hours after the death of an em- 
ploye of the Robbins Manufacturing Co. 
of Chicago, one of the Connecticut Gen- 
eral’s checks or $2,000 was in the bene- 
ficiary’s hands. 
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Pittsfield, Massachusetts 


THE BERKSHIRE LIFE INSURANCE COMPANY 


Writes all forms of standard participating contracts. 
Our SERVICE to POLICYHOLDERS and our splendid spirit of 
co-operation between HOME OFFICE and FIELD FORCE are responsi- 


Territory open for connection with this fine old Massachusetts Com- 


BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


1928 


FRED. H. RHODES, President 
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APPEALS TO MONK 





E. J. McCormack of Memphis, Tenn., 

Wants Commissioner to Investigate 

Stock-Mutual Ownership 

Edward J. McCormack, of Memphis, 
who recently protested the stock mutual 
plan of operation, has addressed a letter 
to Commissioner Wesley Monk of Mas- 
sachusetts, chairman of a special com- 
mittee of commissioners authorized to 
investigate insurance company deals. He 
asks that this committee take up in pub- 
lic hearing, as expediently as possible, 
recent transitions of company ownership 
from a strictly mutual to a stock-mutual 
company. 

Mr. McCormack introduces a new ele- 
ment into the controversy when he asks 
Mr. Monk to investigate the proposed 
stocking of the Mutual Life of Balti- 
more, which, at a meeting on January 5 
postponed final action on a plan before 
their policyholders, somewhat similar to 
the transition of the Northwestern Mu- 
tual. 

It is Mr. McCormack’s understanding 
that the Monk committee has authority 
to go into the matter, and regardless of 
the legal status of the deal, its decision 
would be of such comment as to have a 
marked effect upon this trend. The Mu- 
tual Life of Baltimore deal was protest- 
ed by Mr. McCormack both in letters 
to the Commissioner of Maryland and 
the president of that company. It was 
announced that action on the matter has 
been postponed until a later date. 





T. G. McCONKEY RECOVERING 


T. G. McConkey, general manager of 
the Canada Life, who recently underwent 
an operation for appendicitis, is now 
well on the road to complete recovery. 
During his illness many kindly greetings 
and expressions of good will have poured 
in upon him from all parts of the 
country. . 


HOLD MANAGERS’ CONFERENCE 





Phoenix Mutual Officials and Agercy 
Heads Meet in South to Discuss 
Problems 
Many interesting subjects were <(is- 
cussed at the managers’ gulf coast con- 
ference of the Phoenix Mutual Life h:ld 
this week in Pass Christian, Miss. <A 
unique feature of the conference was an 
open forum in which the agency mana- 
gers from all parts of the country voiced 
their particular problems by means of 
written questions which were directly 

answered from the floor. 

Archibald A. Welch, president, opened 
the meeting with an address of welcome. 
President Welch, a former president of 
the Actuarial Society of America, and an 
authority on annuities, also discussed the 
growing importance of this method of 
providing life incomes, as indicated by 
the fact 1927 brought a 50% increase of 
this type of business over that of the 
previous year. : 

Other speakers included Vice-Presi- 
dent Winslow Russell, who spoke on the 
company’s advertising campaign for 
1928; Agency Manager James A. Whit- 
more, who gave a detailed plan of re- 
cruiting field representative, and James 
A. Griffin, educational director, who de- 
scribed the new methods of preliminary 
training given in the home office to men 
selected to represent the company. 





TRYING OUT STAGGER PLAN 


The insurance company home offices 
have been foremost in the working out 
of a stagger plan for the arrival and 
departure of employes in order to cut 
down traffic in the rush hour. The plan, 
as worked out by Health Commissioner 
Harris and Dr. Louis I. Dublin of the 
Metropolitan Life, was first tried out 
in that company’s home office. An al- 
ternative plan is being submitted by the 
New York Life. The Equitable Socicty 
has the system already in force on a 
part of its employes. The Mutual Life 
is considering its adoption. Stores and 
other offices are beginning to follow the 
insurance companies’ lead. 





CANADA LIFE MEN AT BILOXI 


Herbert W. Jones, New York man- 
ager of the Canada Life, is among those 
attending the convention of the Quarter 
Million Club which opened at the Edge- 
water Gulf Hotel, Biloxi, Miss., Wednes- 
day to be concluded tomorrow. A man- 
agers’ meeting preceded the convention 
meeting, January 30-31. 

A large delegation left from Cincin- 
nati, on a special car, chartered by the 
Canada Life on the Pan American train 
to Biloxi. Among the prominent pro- 
ducers attending the meeting are Duncan 
S. Robinson, and his brother J. Bever- 
ley Robinson of Toronto, joint presidents 
of the Quarter Million Club. Their joint 
production last year was $2,300,000. 











Pennsylvania 








Provident Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
increased owing to a larger average policy. 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. ‘ 
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Training Mutual “I Benefit Men 


William H. Beers Started a School as Soon as he Came to New York; His Career 
and Sales Philosophy; Charles E. DeLong Associate General Agent 


\Villiam H. Beers is running true to 
form. 

This famous life insurance educator 
and million dollar producer, who has 
done a lot in the past few years to 
bring out the latent selling potentialities 
of insurance agents, arrived here the first 
week in January to run the general 
agency of the Mutual Benefit Life in as- 
sociation with Charles E. De Long, who 
had also made a splendid reputation as 
a manager up state. Beers had not been 
in town long before he took off his coat 
and went to work running a Mutual 
Benefit training school in the West 
Forty-fifth Street branch, following it 
up with a school in the company’s of- 
fices at 11 John Street. He has already 
made a good impression. 

Doesn’t Take a Genius to Be an In- 
surance Man 


It is the Beers theory that you don’t 
have to be a genius to be a life insur- 
ance salesman. You don’t even have to 
be a creator. He agrees with Patterson 
of the National Cash Register Co. that 
life insurance agents are not born; they 
are made. The way has been paved; 
the arguments for insurance have been 
thought out long ago. What is needed 
is to apply existing life insurance meth- 
ods of overcoming sales resistance with 
intelligence and persistence. He goes 
further than that, believing that resist- 
ance, if handled correctly, can be swung 
into acquiescence. Furthermore, he feels 
that the present salesmanship personnel 
in life insurance is capable of tremen- 
dous development; that there are few 
men who can’t be made more efficient 
underwriters than they are, and that the 
constant drawing into the business of 
new men as those already in the busi- 
ness -flitter out after half-baked try-outs 
should be stopped. Those who know him 
believe that his turnover percentage will 
be considerably lower than the average. 

What he did in the few months he 
was in St. Louis illustrates this. 

St. Louis. Success 


Going to the Missouri metropolis from 
Rochester, N. Y., in which part of the 
state he had been for nearly a quarter 
of a century, Beers took hold of an 
agency which was in a rut, and with 
about twenty men made a 50% increase 
in production. The twenty men he found 
when he got there consisted of material 
which he moulded into top production 
form. Given a group of men anywhere 
in the business and Beers’ friends be- 
lieve he can increase their personal pro- 
cuction remarkably. 

Mr. Beers has always been a hard 
worker and from the start he analyzed 
himself. No man‘with his experience 
can think that psychology is bunk, and 
he certainly does not. In fact, from the 
time he was a boy he has been fasci- 
nated by mental analysis, the study of 
motivation and the survey of the ele- 
mentary emotions. He began to observe 
People from something more than a sur- 
face view when working in a small town 
bank near Buffalo. These human uature 
lessons were never lost on him. In the 
little community where he lived he saw 


every type of person and noted why 
they succeeded and why they failed. 

It is only natural that selling life in- 
su 


rance should early appeal to him be- 
cause of the great help that insurance 

ceeds give in keeping the home and 
business intact, and when he decided to 


sell life insurance he characteristically 
male a study of a group of worth-while 


mpanies which resulted in his choos- 
ing the Mutual Benefit. He soon be- 
me a successful agent, but he was not 
Sat 7 just to sell policies. He made a 
Stuly of each case to find out why it 
Was so, and was constantly improving 
his technique. Starting as a part time 


man he eventually became a million dol- 
lar writer, probably because he thought 
that a million dollars was the correct 
goal for him. He did not attempt to do 
too little nor too much, being happier al- 
ways when he accomplishes what he sets 
out to do. 


He was made manager of the agency 
at Rochester and ‘men were drawn to 
him and would not leave him because he 
helped them to develop their capabilities 
and resources. 


A Tribute From L. A. Cerf 


When delivering an insurance lecture 
he not only inspired a crowd of agents, 
but made them hungry for more. Soon 
he was addressing Mutual Benefit agents 
in other places and members of life un- 
derwriters’ associations. Other Mutual 
Benefit general agents paid expenses of 
men to Rochester to hear him talk. 
When he went to St. Louis, such an as- 
tute observer of men as L. A. Cerf, who 
resigned as general agent in New York 
on December 31, 1927, sent several men 
to the Beers Agency to learn the meth- 
ods of Mr. Beers. 

Discussing Mr. Beers, L. A. Cerf, his 
predecessor, said to The Eastern Under- 
writer this week: 

“He is one of the greatest scientific 
salesmen 1 have ever met, knowing in- 
tuitively, almost magically, the psycho- 
logical aspects which represent the vital 
essence of the sale. He works out his 
sales plans with a cohesion and logic 
which cannot be successfully combated 
by intelligent people with insurance 
needs, and, furthermore, he is blessed 
with an uncanny but easily understand- 
able ability to impart to others the way 
to master the problems which confront 
an agent in the presence of a battling 
prospect. There is really no magic about 
him, however, as his work is all based 
on common sense linked with an inti- 
mate understanding of the fundamentals 
of both life and life insurance.’ 

Mr. Beers’ philosophy can be put into 
a nutshell. To sum it up ina paragraph: 

An agent who cannot take time to 
prepare an interview will make little 
progress in business. This means not 
only a preliminary preparation, but a 
spur-of-the-moment change of plans 
when he is face to face with the client. 
An agent should not try to sell a policy 
in the speed with which he rushes to 
enter an incoming subway train. The 
ideal time for an average sale is forty- 
five minutes. More time should be tak- 
en in larger cases than smaller cases. 
Most policies can be sold on first or sec- 
ond interviews if the agent knows his 
business. The greatest lost motion in 
the world is persistent calling on the 
same prospects as the country is full of 
uninsured or underinsured men. Every 
obstacle offered by a man who has in- 
surance needs is a stimulus to the com- 
petent agent. The more intelligent an- 
alysis that an agent gives his work, his 


records and himself, the more effective 
will he become. 


Some of His Philosophy 


Here are some snappy statements by 
Mr. Beers which he has used in the 
past and which have made an impression 
upon a large number of insurance 
agents: 

Use your feet as well as your head 
in securing prospects. 

Get to your office early in the morning 
and go over your prosects and reasons 
why they should insure while your mind 
is fresh. 

The man who is completely satisfied 
with himself and his plans is a hard man 
to do business with. On the other hand, 
the best person to do business with is 
a family man with a margin of income 
who has surplus to invest and who ts 
ambitious to do things differently than 
the average man. 

Find out the type of man you can 
handle best. 

Remember that the average man 1s 
lired of having. salesmen give him ad- 
vice. If you know what his plan of 
life is, however, and his ambitions, and 
you thine you can give him a belter way 
to accomplishing his desires, you will in- 
tcrest him. But be sure you are right 
before you go ahead. 

When a prospect retaliates by saying, 
“You are a high-powered salesman,” and 
he is bored by high-powered salesmen, 
retaliate by sayings “What I really called 
for is to talk with you and get your 
point of view, and see if I had anything 
which would be of interest.’ That must 
strike him as fair enough and worthy 
of consideration. 

The world is full of salesmen who are 
wonderful explainers, but who don’t know 
how to close business. 

Here is a way to turn defeat to ad- 
vantage: After a man has turned you 
down the second time, accept his decision 
in good spirit but, say: “Of course, you 
are the man to decide this matter, but 
for my own information tell me what 
points have appealed to you.” 

Keep on eliminating your prospect list 
until the chaff is out of the wheat. 

Beers and the Mutual Benefit have copy- 
righted a prepared presentation chart 1l- 
lustrating the negative and positive men- 
tal attitude of the prospect, which has 
sold millions of dollars of insurance for 
life insurance men. It offers to the 
agent three different opportunities for 
closing business. 

Swinging From Negative to Positive 

It is in the form of a pendulum which 
swings from the negative to the positive 
attitude and keeps on swinging until the 
sale is closed. The agent’s talk is rep- 
resented as the pendulum suspended from 


the top of the chart, swinging in a 
semi-circle representing the frame of 
mind of the prospect. Most sales, of 


course, start in the negative, and the 
task of the agent is to swing the man 
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from the “no” frame of mind to the 
“ves” frame of mind. The chart il- 
lustrates that the first swing of the pen- 
dulum from the negative to the positive 
is when the agent inspires confidence, 
which he can do if his manner is right, 
if he is qualified for his work and if 
he understands the psychology which 
motivates the prospect. 

Beers believes that some minutes 
should be spent in generating this con- 
fidence. It all must lead to the pros- 
pect being receptive to getting the 
agent’s point of view. The idea is to get 
the man to talk and then listen to what 
he says and to interpret it and to make 
an analysis of the situation. At that 
time the agent must decide what pro- 
gram he wishes to present. If the situ- 
ation is complicated the agent excuses 
himself and arranges for an appointment 
at a later date. 

A Good Way to Make A Prospect Talk 


In discussing one of the best ways to 
get a prospect to talk, Mr. Beers. said: 

“We have thought it effective to point 
out to a man that present conditions 
due to increased standards of living and 
new needs which are developing every 
day, make it difficult for a man to ac- 
cumulate property, and to ask the man 
if he has found this to be true. In- 
variably the man thinks of all the extra 
expenses which he has had in recent 
years and he is inclined to agree. We 
then try to find out what his plan for 
the accumulation of property is, and we 
try to find out in particular about how 
much a year he plans to accumulate in 
one way or another. Along with this 
information we find out the size of his 
family and the ages of himself, wife and 
children, and we get a general idea of 
the insurance he is carrying, and of the 
problems which are connected with his 
business. Our experience has been that 
when we have found out a man’s true 
situation, it is usually obvious that some 
additional insurance should be carried, 
and we then are in position to make 
intelligent suggestions. From this point 
on the sale develops according to the 
needs of the prospect. We find that it 
is not necessary to follow any pre-ar- 
ranged plan, but that in most cases the 
order of the sale will naturally follow the 
order of the sales ideas as listed in the 
chart. In writing out a sales presenta- 
tion, we recommend that the salesman 
take a hypothetical case of a man some- 
where between twenty-five and forty- 
five years of age, who has a wife and 
at least one child, and that the infor- 
mation secured include the amount of 
his insurance and the amount of money 
he is able to save each year, and any 
other items of interest. The man, of 
course, should have a fairly good in- 
come and should be able to accumulate 
a fairly large amount yearly.” 


Sale Clinchers 
Among some of the ideas used in the 








Page 12 





iene ae 
y; 
= & 








February 3, 1028 








riegative-positive chart are the life value 
idea covering future accumulations and 
the suggestion of the amount of insur- 
ance by indirection; the good property 
idea illustrating transfer of trusteeship, 
diversification of the holdings of a life 
company and the fact that there is no 
fluctuation in the life insurance con- 
tract; the building up of the life insur- 
ance estate with the suggestion of the 
amount is the first point at which an 
agent can close. Then there is the fact 
that life insurance is easy to 


carry 
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together with an explanation of the 
dividend reduction plan, the percentage 
saved and paid. The can’t lose idea, il- 
lustrating that peace of mind, security 
and carrying out of life insurance prom- 
ises are inflexible; and the reserve rea- 
sons showing why life insurance is a 
good way in which to safeguard money, 
provide a place for the second closing 
if the first falls down. The third clos- 
ing follows a talk on savings, in rates, 
keeping the estate intact, ease with which 
insurance payments are financed and the 
future is generally safeguarded. 


The Forty-five Minute Interview 


Considerable has been printed about 
Mr. Beers’ theory that a forty-five min- 
ute interview is a pretty safe bet as 
the time it should take to sell a man. 
He was asked by The Eastern Under- 
writer if New Yorkers would give that 
amount of time to an agent. 

“New Yorkers aren’t any different than 
any other people when it comes to 
transacting such an important matter as 
handling of their insurance needs,” he 
said. “A man who wouldn’t waste half 
a minute talking about the stock mar- 
ket to a bootblack would spend two 
hours in showing some one he liked and 
whose judgment he admired his country 
estate. Bobbie Jones could walk into 
a Wall Street office and an executive 
would gladly and proudly talk an hour 
to him about golf if that is his hobby. 
There are no set times or schedules 
for discussing what is closest to a man’s 
heart. Many an agent has been told 
that his prospect has no time to talk 
life insurance whereupon the agent has 
seen something on the wall—a picture, 
a diploma, a_ testimonial tribute—and 
called attention to it. Immediately the 
prospect’s mind not only dwells on what 
is behind that thought, but he grows 
so reminiscent that the agent finds some 
difficulty in veering the conversation in 
the direction he wants it to trend.” 

Continuing, Mr. Beers told The East- 
ern Underwriter how he arrived at the 
forty-five minutes’ figure: 

“We took a lot of men in Detroit and 
in Western New York, and averaged 
over six months’ of their time. It isn’t 
a hard and fast rule, but it takes the 


average man about forty-five minutes 
to make up his mind.” 


Too Much Language Is A Boomerang 


Mr. Beers was asked how personally 
he would plan an interview to cover 
these forty-five minutes. First he tries 
to get the point of view on important 
things, such as family, property, etc. 
Getting that he adapts his program. 
He takes fifteen minutes to explain it. 
That gives to each their points of view. 
This meeting of minds starts the sale 
on a scientific basis. 

“There is one thing about life in- 
surance which some agents, mentally 
exceedingly agile, do not always under- 
stand, and that is that it takes a cer- 
tain length of time for a prospect to 
understand him,” he continued. “Just 
how an agent should express himself is 
a poser. If you use too much language 
he thinks of the language rather than 
the idea. I have come to the conclusion 
that a great deal of our selling is done 
not because the man understands our 
proposition, but because he believes that 
we think it is a good thing for him. 
That is what makes him buy.” 

Mr. Beers is a strong advocate of first 
interview closing. He found by analyz- 
ing work of his agents over a long pe- 
riod that about 70% came as the re- 
sult of first interview, and 20% of second 


interview. Why, therefore, see a man 
a third time? The agents in the survey 
stood three times as good a chance on 
the first interview as on the second. 
He would not make this or anything 
else an inviolable rule. In larger cases 
you can’t close all the details so quickly. 


Believes in Pre-Payments 


Mr. Beers believes in getting prepay- 
ments. His agents have been very suc- 
cessful in that. Along this line he said 
in part: 

“When I was an agent if I made what 
I considered a sure enough sale I would 
have the man examined and after ex- 
amination I prepaid the business, but if 
I was convinced he didn’t want the in- 
surance he would never see me again, 
at least not for three or six months. 
Conditions change and by that time it 
would be easy to sell him again. I don’t 
believe in dropping a man if there is a 
miscue in the sale. Let some time elapse 
and see him again. 

“When a man says come and see me 
next month my experience will keep me 


away from him at that time on the 
theory that if I can sell him today 
as well at the latter day. If I can’t 


sell him when he tries to procrastinate 
I will keep away from him for six 
months or a year. 


“IT am a great believer in program 


insurance and I like to find out what 
a man can save out of his ificome. If 
you can discover what a man is trying 
to do in the way of savings that is all 
there is to it.” 


Mr. Beers believes that the agent \ho 
does not analyze his work will keep on 
repeating mistakes and will stand still 
or retrograde. As an illustration in an- 
alyzing his work for 1910 he found ‘hat 
one person out of every 4.9 was sold 
by him; that his average interview was 
worth $2.35 every time he talked to a 
man on insurance. In 1916 his efficiency 
increased to one out of 3.5 and his ay- 
erage interview was worth $31.25. In 
1918 he found every interview was worth 
$60. In 1919 his interviews were worth 
$100 apiece and since then have increased 
to a higher figure. Since 1918 Mr. Beers 
has sold one out of every three persons 
he interviewed. 

“The harder you work the more your 
interviews increase and the more money 
to you they are worth,” he said. 


Mr. De Long’s Career 


Charles E. De Long, who received his 
first contract with the Mutual Benefit 
in 1911 through the Buffalo general 
agency, had work in the educational field 
prior to that time. His largest year was 
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Sales Promotion Men 
Advanced By Phoenix 


GIFFIN ASS’T AGENCY MANAGER 





Soper Heads New Sales Planning Di- 
vision; Skiff Manager of Sales 
Promotion; Their Careers 





The Phoenix Mutual Life has _ pro- 
moted James A. Giffin to be assistant 
agency manager; Leon A. Soper to be 
manager of a new sales planning divi- 
sion, and Herbert C. Skiff to be mana- 
ger of sales promotion. 

\lr. Giffin has been manager of the 








JAMES A. GIFFIN 


company’s sales training school in Hart- 
ford since 1925. Fifteen classes have 
been graduated from the school. He will 
continue to direct the company’s educa- 
tional activities and will assist Agency 
Manager James A. Whitmore. 





LEON A. SOPER 


“or several years Mr. Soper has been 
sales manager. He came to the com- 
pany in 1912 and made a notable record 
in charge of direct mail, sales service 
and promotion. At one time he was 
president of the Insurance Advertising 
Conference. He also headed the Hart- 
lord Advertising Club, 

Mr. Skiff has been associated with 
Mr. Soper for five years. A graduate of 
Wesleyan he was at one time manager 
of the National Map Co. 


TO COVER GUARDS BY GROUP 





Bill Before N. Y. Legislature Permitting 
That Form of Coverage on 
Prison Employes 

Herbert A. Bartholomew, Republican, 
representing Washington County, last 
week introduced a bill in the Assembly 
amending subdivision two of section 
101-a of the Insurance Law so as to per- 
mit group life insurance covering guards 
of any state prison or other institution 
in the department of correction. The 
amendment is carried in the following 
language added at the end of the subdi- 
vision: “and (d) life insurance cover- 
ing the guards of any state prison or 
other institution in the department of 
correction, written under a policy issued 
to the warden or superintendent of the 
institution, who shall be deemed to be 
the employer for the purposes of this 
chapter, the premium for which is to be 
paid by such guards for the benefit of 
persons other than the employer; pro- 
vided, however, that when the benefits 
of the policy are offered to all eligible 
guards of any such institution, not less 
than seventy-five per centum of the 
guards of such institution may be so 
insured.” 


HART HOST TO BANKER 





President of Park National Bank Meets 
Senator Pepper and Other Prominent 
Philadelphians at a Luncheon 

Hugh D. Hart, vice-president of the 
Penn Mutual Life, was host to his life- 
long friend, Charles S. McCain, presi- 
dent of the Park National Bank, New 
York, at a luncheon in Philadelphia a 
few days ago attended by Senator 
George Wharton Pepper, Livingston W. 
Jones, president of the First National 
of Philadelphia; C. S. W. Packard, 
president of the Pennsylvania Co. for 
the Insurance on Lives and Annuities, 
and others, 

While in Philadelphia Mr. McCain 
gave an interview about insurance in 
which he said that it should be more 
generally employed by business men in 
protecting corporation, partnership and 
sole ownership needs. He is optimistic 
about 1928 business conditions. 





Mrs. H. H. Armstrong, wife of the 
vice-president of the Travelers, was one 
of the principals of “Fashion and We 
Moderns,” produced by the Hartford 
Junior League this week. Mrs. Arm- 


strong appeared as a “modern” of 1728. 


GOLDBERG SECOND TO QUALIFY 
Crack Agent of Branch, Travelers, 
Qualifies for Club, Following 
Keon 

S. H. Goldberg, of the Brooklyn 
branch office of the Travelers, is the sec- 
ond agent to qualify as a Life Producer 
in the 1928 Club. Mr. Goldberg ha’s fol- 
lowed closely behind J. J. Keon, crack 
New York agent, who was the first lead- 
er and producer to qualify. Mr. Gold- 
berg recently wrote a business life in- 
surance policy on two partners whom 
he had known for only a short time; he 
also wrote personal life policies on both 
these men who are brothers. These poli- 
cies totalled $90,000, an additional policy 
for $10,000 completing his qualification. 





SALARY DEDUCTION WRITINGS 
Among the outstanding cases written 
on the salary deduction plan by the John 
Hancock Mutual Life during 1927 were 
two of the largest eastern units of the 
Bell Telephone System, the United 
States Fidelity and Guaranty Co., and 
the faculty of the Massachusetts Insti- 
tute of Technology, comprising in all 
about 30,000 employes. 
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Judea Life’s Progress 
In Its Initial Year 


PAID-FOR CLOSE TO — $6,000,000 





Has Started 1928 With Several New 
Policies; Also Planning Big Cele- 
bration This Month 





Eight months ago the Judea Life of 
New York started out quietly to do busi- 
ness. This company, owned by the 
Judea Insurance Co., Ltd., of Palestine, 
a subsidiary of the Judea Industrial Cor- 
poration, had a unique appeal in that 
one of its aims was to help in the re- 
habilitation of Palestine under the Brit- 
ish mandate. ; 

That the Judea Life has made a good 
start is indicated by the fact that its 
paid-for business up to December 31, 
1927, was close to $6,000,000, distributed 
among more than 2,000 policyholders. 
About 75% of this volume was produced 
in New York City where the company 
has fourteen general agencies. Begin- 
ning with a combined capital and sur- 
plus of $200,000, it has since added $100,- 
000 to that amount. It is entered to do 
business in New York, New Jersey, 
Maryland, District of Columbia, Maine 
and Illinois with applications pending in 
several other states. 

Further figures made known by the 
Judea Life this week shows a total of 
3,011 applications received last year for 
$11,090,604; 2,435 policies were issued for 
a total of $7,474,624. 


Planning Big Celebration 


To celebrate the good record made in 
its first seven months, the officials of 
the Judea Industriai Corporation are 
now planning for a gigantic meeting this 
month. This affair will be unusual be- 
cause it is planned to invite the two 
thousand policyholders of the Judea 
Life, as well as the stockholders of the 
parent organization. The president of 
the company—Judge Jacob S. Strahl— 
will review the accomplishments of the 
company since last May and Colonel 
Francis R. Stoddard will deliver one of 
his inspirational addresses. 

President Strahl, who has been a jus- 
tice of the Municipal Court of Brook- 
lyn for the past eighteen years and is 
a prominent Zionist, has just made his 
report to the stockholders of the Judea. 
A feature of it is his comment on the 
Eretz Israel Endowment Fund, Inc., an 
affiliated organization of the Judea In- 
dustrial Corporation. 


Purpose of the Endowment Fund 


He says: “The specific purpose of this 
Fund is to promote the sale of life in- 
surance to persons who are in sympathy 
with the ideal of aiding in the rebuilding 
of the Jewish National Homeland in 
Palestine. It has already been instru- 
mental in interpreting to the public the 
Zionist aims of the Judea Life, and, 
through its influence, thousands of dol- 
lars of life insurance have already been 
written by the Judea Life directly for 
the benefit of the Eretz Israel Endow- 
ment Fund, Inc.; which will benefit the 
five leading institutions in Palestine. 

“The Fund has also been instrumental 
in bringing about the purchase of life 
insurance policies from the Judea Life, 
in which certain philanthropic, educa- 
tional and religious institutions in Pales- 
tine and elsewhere are named either as 
the sole beneficiary or co-beneficiary. 
The activities of this Fund have not 
yet been started on the scale contem- 
plated by its organizers. But we have 
reason to believe that as soon as the 
organization will have launched its pro- 
gram, its activities will become more and 
more impressive.” 


New Policies Popular 


A number of new policies having a 
wide appeal among Zionists have been 
put out since the first of this year by 


the Judea Life. They were prepared 
under the direction of Morris Pike, 
manager and actuary of the company 
who was previously connected with the 
New York Insurance Department for 


eight years. Mr. Pike is a member of 
the Actuarial Society of America and of 
the Casualty Actuarial Society. One of 
these policies, called the “Geoolah” (re- 
demption) or retirement policy, provides 
a life income to the policyholder in ad- 


dition to life insurance for the benefit ' 


of his family. This policy is winning 
favor with those who wish to settle in 
Palestine and to be assured of a life 
income. 

Furthermore, the New York Insurance 
Department has approved of a special 
provision in this policy under which all 
benefits paid in Palestine will be in 
American dollars instead of foreign cur- 
rency as is the usual custom. In this 
way the usual losses incidental to the 
exchange and conversion of American 
dollars into foreign currency may be 
avoided. The company is also writing 
double indemnity. 

Another new policy is the deferred 
annuity which gives the policyholder a 
chance to provide an income for him- 
self regardless of his age and the state 
of his health by a small saving set aside 
quarterly, semi-annually or annually. His 


income under this policy will start at an 
attained age when he will need it the 
most. In the event of death the contract 
calls for the repayment to the estate of 
the excess of premiums paid less the 


annuity payments made. No medical ex- 
amination is necessary. 

The man chiefly responsible for the 
development of the Judea Life since its 
organization is Samuel Mason, its first 
vice-president. . Mr. Mason has given 
willingly of his time and energy. He 
has had a broad experience in the in- 
surance and banking fields. Best of all, 
he has surrounded himself with a ca- 
pable producing force. 


GENERAL BROKERS’ MEETING 

The next regular meeting of the Gen- 
eral Brokers’ Association of the Metro- 
politan District, Inc., will be held at the 
Pennsylvania Hotel on Wednesday eve- 
ning, February 8 Andrew J. Coakley 
of the United States Mortgage & Trust 
Company will deliver an address on “The 
Cumulative Estate Plan.” There has 
been a lot of interest shown by brokers 
and life agents in this new combination 
of banking and life insurance which is 
being pushed by several of the large 
banking institutions, and the indications 
are that it is meeting with favor on the 
part of the public. 





_ NEW BUSINESS POLICY 





Bankers Life of Iowa Announces Con. 
tract Providing for Not Less Tha; 
$10,000; Disability Included 
The Bankers Life of Des Moines, I: wa, 
has issued a new contract called Pisj- 
ness Protection Policy, which is de- 
signed for business and not pers nal 
protection. The policy is described as 
giving a maximum permanent amount 
of protection at the lowest rates during 
the period of business expansion, {hus 
enabling the businessman to build jor 

himself more profits in the future 

The policy will not be issued for an 
amount less than $10,000. Disability and 
double indemnity may be included, if de- 
sired, at’ a slight additional cost. Such 
a policy would provide for $10,000 pro- 
tection during the first twenty ycars 
after issue and would automatically con- 
tinue for $5,000 protection after the 
twentieth policy year, the rate remain- 
ing same throughout the lifetime of the 
policy. If the owner desires to continue 
the original amount of $10,000 beyond 
the twentieth year, he may elect to do 
so any time before the nineteenth policy 
year without examination. 

The contract is participating and con- 
tains cash, paid-up, and extended in- 
surance features. The paid-up values 
are paid-up life values. 











ADMITTED ASSETS 


INSURANCE IN FORCE 


DIVIDENDS TO POLICYHOLDERS 


The Midland Mutual Life Insurance Co. 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises” 
SUMMARY OF FINANCIAL CONDITION AS OF 


DEC. 31, 1927 
An Increase of 12.59% 


An Increase of 10.98% 


TOTAL PAYMENTS TO POLICYHOLDERS, 


An Increase of 57.6% 


An Increase of 19.13% 


-$14,678,395.38 


-$93,721,490.00 


_.--$476,293.91 


$1,393,861.14 





HAS: 


$6,819,877.44. 


death claim. 


policyholders. 


and fair dealing. 


$12,522,989.12. 





Paid policyholders and _ beneficiaries 
Never contested or compromised a 
Furnished low net cost insurance to 
Furnished free periodic medical exam- 
inations to policyholders. 

Established a reputation for integrity 
Recognized the conduct of its business 


as the performance of a trust. 
Set aside as policy 


ana, 
reserves 








Agents who are personal producers 
with organization ability to investigate 
our Ideal General Agency Contract | 
which furnishes financial assistance 
while building a business owned and 
operated by the general agent. Terri- 
tory open in California, Illinois, Indi- 
Michigan, 


Jersey, Virginia and West Virginia. 


WANTS: 





Pennsylvania, New 
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Woman Agent Daughter 
Of Civil War General 


HE WARNED LINCOLN OF DEATH 





Mrs. Amelie Ripley Pumpelly, Who 
Placed $2,000,000 Group, Has Also Had 
Success With Educational Policies 





‘Irs. Amelie Ripley Pumpelly of the 
Prosser & Homans Agency of the 
Ecuitable Life Society is the daughter of 
the late General Edward Hastings Rip- 
ley who is said to have warned Presi- 
dent Lincoln, that he would be assassi- 
naied while the latter was visiting the 
city of Richmond where General Ripley 
was in command of the troops there at 


the close of the Civil War. 
is told in a little book which was pub- 
lished by Putnam’s a few years ago. Lin- 
colin, according to Mrs. Pumpelly her- 
self, was killed three days after his meet- 
ing with her father. 

Mrs. Pumpelly, who looks more like 
a teacher or a writer than a business 
woman, discussed the story of how her 
father informed Lincoln of the plot to 
kill him to a reporter for The Eastern 
Underwriter one day last week during 
an interview. General Ripley, she said, 
obtained the information about the con- 
templated assassination from a Confed- 
erate boy who had been taken prisoner. 
President Lincoln visited Richmond soon 
after it had fallen, and was immediately 
told of the plot to do away with him. 
Lincoln is said to have remarked that 
he could not believe anyone would at- 
tempt to kill him and apparently took 
no heed of the warning. Although there 
have been rumors from time to time that 
Lincoln was warned of impending dan- 
ger, it was none the less interesting to 
hear what is probably the authentic 
story from the lips of the daughter of 
General Ripley. 


Wrote $2,000,000 Group 


Mrs. Pumpelly recently came into 
prominence as an insurance agent by 
writing a $2,000,000 group insurance on 
the lives of 850 employes of the Cunard 
Steamship Co. and Anchor Line. The 
plan covers life and total disability and 
the contract was not signed until al- 
most a year after the initial work. She 
wrote this business in association with 
Anne Russell, one of the oldest women 
agents in America. 

Asked if she contemplated writing any 
more group cases, Mrs. Pumpelly said 
she has hopes of writing a lot more of 
group insurance. She believes devoutly 
in group insurance and says it tends to 
make employes happy and better satis- 
fied with their work. She was of the 
opinion that most workers prefer to be 
insured under the contributory group 
plan for the reason that Americans have 
an independent spirit and like to feel 
that they have some part in the arrange- 
ments. 


Chose Insurance for Livelihood 


Asked what brought her into the in- 
surance business Mrs. Pumpelly said she 
wanted to enter the business world and 
Insurance seemed to offer the best pos- 
sibilities. She has a daughter Amelie, 17, 
who is studying art in Florence, Italy, 
having studied previously under George 
de Forest Brush; also two boys, Ra- 
phael and Ripley, one of whom is at 
St. George’s preparatory school at New- 
rt, and the other at the Lenox School 
Massachusetts. 
_ Having lovely children of her own 
‘Irs. Pumpelly feels deeply about the 
ibject of adequate insurance protection 
ior children. It is probably for this rea- 
son that she finds that educational en- 

wments have so much appeal to her. 
_ “Every time I sell an educational pol- 

‘y,” she remarked, “I feel that I am 
“ving protection to a child. 

_-L think insurance is a marvelous 
thing,” continued Mrs. Pumpelly. “It 
helps us to arrange our financial affairs 


- 


The story- 


so that we can do more worth while 
things.” 

After her marriage, Mrs. Pumpelly and 
her husband moved to North Carolina 
where they bought a plantation consist- 
ing of 10,000 acres on which they de- 
veloped cotton and peaches. They 
thought it would be interesting and ro- 
mantic to lead such a life with their 
children out-of-doors. The venture 
proved a failure from the financial stand- 
point and there was nothing to do but 
return to New York. It was a few years 
later that Mrs. Pumpelly went into the 


insurance business in New York City. 
Has No Selling Technique 

Asked to tell something of her selling 
methods, Mrs. Pumpelly made it quite 
clear that she does not favor high pres- 
sure salesmanship. She believes that a 
person, to be successful in any field of 
endeavor, must possess imagination, lots 
of common sense and some originality. 
She says business men almost always 
are able to detect the stereotyped in 
one’s thought or expression. 

“T think things have to be spontaneous 
and original if one is to make any sort 
of an impression,” said Mrs. Pumpelly. 
“The ability to say one or two original 
things will go farther in the long run 
than all the rules of selling that one 
might know.” ; 

She says she would just as leave write 
a small policy on the life of some girl 
who is struggling in the world as to 
write a large amount on the life of some 
business man or woman at the same 
time, group insurance appeals to her. 


Enthusiastic About Group 


Mrs. Pumpelly, speaking more in detail 
about group insurance, said she has an 
“ardent enthusiasm” for it and referred 
to the designation of it by the London 
“Times” as “an American method of giv- 
ing the family of the worker a year’s 
notice of the demise of the pay en- 
velope.” 

“That workers and their families place 
a valuation on group insurance is no 
longer open to argument,” she said. “Tt 
brings relief to the employe, relieving his 
mind of care for the future of his de- 
pendents, and creates a strong bond of 
sympathy between him and his employer. 
Tt goes further and reaches the home. It 
removes dread of the future in the life 
of the wife and mother, and arouses her 
interest in the employer. It provides 
for her and her children to an extent 
often undreamed of. With a group in- 
surance policy in effect the worker stays 
on the job and he and his family have 
a direct and personal interest in the em- 
ployer that they never had before, and 
group insurance has accomplished its 
purpose. 

“Such a result could not be brought 
about by the direct expenditure in any 
other way of the same trifling amount 
of money that is expended upon each 
individual under the group plan. An in- 
crease of $1 a month could hardly be 
depended upon to produce much in the 
way of appreciation if added to the 
weekly pay checks. It would be more 
likely to arouse resentment. The same 
amount cannot be used to any other 
real benefit to the worker, but it will 
purchase a substantial amount of life in- 
surance, and used in this way is an in- 
vestment in good will which I have seen 
produce results out of all proportion to 
its cost.” 


A Family of Scholars 


Mrs. Pumpelly comes from a family of 
distinguished scholars and soldiers. Her 
father-in-law, Raphael Pumpelly, was a 
well known archaeologist who started 
the Geodetic Survey in Washington a 
few years ago. Some years ago he was 
sent by the Carnegie Institute to Central 
Asia where he is said to have discov- 
ered the ancient city of Anau. His 
“Reminiscences” have been published by 
the Henry Holt Co. publishing house. 


President W. J. Williams and Vice- 
President C. F. Williams of the West- 
ern & Southern Life returned January 3 
from Florida. 


HARD PRESSED FOR NAMES 





New Life Insurance Companies Some- 
times Take Names Of Those Already 
Established; Confusion Results 
There is too much similarity of names 
among the newly organized life compa- 
mies, says Alfred M. Best of New York. 

Continuing he says: 

“It is probably not an easy matter for 
the organizers of new life insurance com- 
panies to select a name for their com- 
pany which has not already been used 
by some company somewhere else. For 
those who doubt the difficulty, we sug- 
gest that they amuse themselves by se- 
lecting a list of appropriate names for 
new companies. The task of finding a 
new name has led various companies to 
select the name of some institution al- 
ready doing business. The similarity of 
names can only lead to confusion, Or- 
ganizers should first make a check to 
determine that the name of their com- 


eee 


pany is not too much like some other 
one. When a license is applied for the 
Insurance Department should notify the 
applicant if there is a possibility of con- 
fusion. 

“The situation was brought to otir at- 
tention recently by the licensing of two 
new companies of identically the samé 
name. The companies were the Cosmo- 
politan Life Insurance Co., Chicago, and 
the Cosmopolitan Life Insurance Co., 
Topeka, Kan. There is already a Cos- 
mopolitan Life Insurance Co., Memphis, 
Tenn. The Memphis company was or- 
ganized in 1924 and consequently, if a 
dispute arises in the future, the name 
would probably be considered to belong 
to it. Trouble is likely to arise if two 
of these companies apply for admittance 
in the same state in which event the 
local Insurance Department would prob- 
ably have to refuse one or the other and 
exclude a company which in every other 
respect would be desirable to admit.” 
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$766,000,000. 
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HITS THREE-QUARTER 
BILLION MARK 


The Bankers Life Company total of legal reserve 
life insurance in force on June 30, 1927, was 


This is a gain of $50,000,000 for the first six months 


of the year. 


The total as of June 30, 1927, is nearly four times 
as great as the total at the end of 1918. 
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BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Des Moines, lowa 


Established 1879 
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need the full range of the keys. 


physical impairments. 


A SONATA NEEDS ALL THE PIANO KEYS 


Of course you can get some music from the piano if half of the 
keyboard is blocked off, but to get complete harmony and volume you 


You can make a living selling one form of policy to a limited class 
of people, but you have no chance to gain the reward that might have 
been yours if you covered an age range from one day to 70 years and 
including persons engaged in hazardous occupations or with slight 


Lincoln National Life salesmen can write them all. 

















(CINK UP (wr THe (LINCOLN) 


The Lincoln National Life Insurance Co. || 


“Its Name Indicates Its Character” 
Lincoln Life Building 
More Than 500 Millions in Force 





Fort, Wayne, Indiana 














dends of the mutual. 


company. 





ACACIA MUTUAL LIFE ASSOCIATION 


idadadacweaescaates $260,000,000 
PCLT TE ETE LOPE TEC $ 23,000,000 
THE IDEAL POLICY 


The low initial premiums of the stock company, combined with the divi- 
A privilege a Master Mason cannot find elsewhere. 


Insurance in Force Over.... 
pe SC)” eee ee eee 


ACACIA agents place more insurance per capita than agents of any other 


RENEWALS BASED ON VOLUME OF BUSINESS— 
NOT ON PREMIUMS COLLECTED 


If you care to better your position, write to 
WM. MONTGOMERY, President, Washington, D. C. 
Homer Building, 601 13th Street, N. W. 
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Haley Fiske Speech 


(Continued from page 9) 


stopped to pay tribute to John H. 
Crankshaw who had been manager in 
Philadelphia for years and to Dr. Ogden 
of the home office. 

It was rather interesting and in keep- 
ing with the tenor of some of his re- 
Fiske should 
leave almost to the last his quoting of 


marks elsewhere that Mr. 


the purely financial figures and _ state- 
ments such as the income and surplus 
items. The percentage of surplus of the 
Metropolitan to reserves follows: indus- 
trial, 6.22%; ordinary, 744%; interme- 
diate 614%. The total percentage of 
surplus to reserve of the Metropolitan 
was 6.78%. 

In welfare work last year the Met- 
ropolitan spent $9,000,000. Its total for 
the years 1909-1927 inclusive is $74,314,- 
OOO. Mr. Fiske said nurses last year 
paid 3,407,000 visits and there are now 
4,358 cities and towns where there is a 
nursing service. He told what the Met- 
ropolitan did in the Mississippi flood re- 
gions in co-operation with the Red Cross. 

Lowest Expense Ratio 

The Metropolitan Life’s expense ratio 
last year was the lowest in its history. 
Excluding welfare it was 28.49% in In- 
dustrial and 18.61% in Ordinary. The 
total expense including welfare work was 
2.31% less than 1926. 

The company paid $8,000,000 more in 
death claims last year than in 1926. The 
company paid $11,145,000 on policies in 
force less than one year, or 35,640 poli- 
cies in all. 

The company at the end of the year 
had 21,915 agents who averaged $53 a 
week income. The company has 42,800 
employes. The Metropolitan had a 
great mortality year, being 33% less than 


the year 191i in the Industrial and 5% 
less than in 1926. 

In discussing the work of the Life Ex- 
tension Institute and its periodical ex- 
aminations for the Ordinary policyhold- 
ers of the company who want such ex- 
amination, he also said that the Metro- 
politan Life has established a lectureship 
for the Gorgas memorial to promote gen- 
eral physical examinations of people 
throughout the country. Mr. Fiske said 
he took physical examinations himself 
four times a year. He warmly praised 
the abilities and administration at Mt. 
McGregor Sanatorium of Dr. William 
H. Ordway who, he said, combined the 
best qualities, including good fellowship, 
of his predecessor, Dr. Howk. 





NEW YORK INVESTMENT BILL 

The much-heralded investment bill for 
life insurance companies sponsored by 
the New York Insurance Department 
made its appearance in the New York 
Senate on January 3lst, introduced by 
Chairman Wales of the Senate Commit- 
tee. Under Section 100 it provides that 
life companies may invest in preferred 
stocks which during the preceding five 
years earned not less than 4% dividends. 
An old age pension bill has also been 
introduced. 


MUELLER SUCCEEDS DUFFIN 

James R. Duffin, former president of 
the Inter-Southern, who has been car- 
ried on the board of that company since 
the Caldwell interests of Nashville pur- 
chased control, has been succeeded by 
Arthur FE. Mueller, Louisville real estate 
man, as director of the company. Cary 
G. Arnett was re-elected president at 
the meeting on January 25, as were all 
other officers. 





T. W. Blackburn Dies 


(Continued from page 3) 


turn life to the great institution of life 
insurance. He was one of the first to 
catch the vision of its future greatness. 
He was one of the staunchest champions 
of proper practice within the business. 
To a large extent he personified the 
highest ideals of the fraternity. The in- 
stitution will forever bear the impress 
of his personality and his labors. 

“His loss will be felt keenly by the 
American Life Convention as an organi- 
zation and by life insurance as an insti- 
tution, but most of all we mourn the 
passing of a friend.” 

Born in Georgeville, Pa., March 5, 
1855, Mr. Blackburn was educated in the 
public schools, the Nebraska State Nor- 
mal School and the National Law School 
at Washington, D. C. He entered law 
practice in Omaha and in 1886-87 was a 
member of the Board of Education of 
that city. He was chief of education in 
the Indian Office at Washington 1889- 
90. For six years, 1896-1902, he was 
chairman of the Republic Congression- 
al Committee for the Omaha district. In 
1906 he became secretary and counsel of 
the American Life Convention and dur- 
ing the next twenty years was largely 
responsible for the growth of that or- 
ganization and for the cordial relations 
which grew up between the younger life 
insurance companies of the West and 
South and the older ones of the East. 

During the early stages of Mr. Black- 
burn’s career he was a travelling cor- 
respondent of the Omaha “Bee,” later 
becoming city editor of the Omaha “Re- 
publican.” He then went to the Coast 
and was managing editor of the Los 
Angeles “Tribune,” after which he went 
with the Republic Life. On the night 
before Mr. Blackburn died he attended 
a concert at the Technical High School 
in Omaha. 
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EQUITABLE TRUST SPEAKERS 





Albright, Gray, Hyde, Knight, McNa. 
mara, Morrow, Keffer, Priddy, Wei!s, 
Simon, Bloom, Taylor 


The remaining lectures in the curse 
at the Equitable Trust of New York 
which are being held in the Federal Re. 
serve Building, 33 Liberty street, follow 
with the names of the presiding off cers 
and topics: 


Feb. 2: Dr. C. E. Albright, “When t Sug- 
gest a Life Insurance Trust and Why.” 

Feb. 16: Louis ‘B. Bloom, “Settling an Es. 
tate—A Business Problem.” 

Mar. 15: Harry F. Gray, “Funded an’ Un. 
funded Life Insurance Trusts and Who Can 
Use Them to Advantage.” 

Mar. 22: Ben Hyde, “The Investmen: In. 
surance Trust—A Preferred Investment.’’ 

_ Mar. 29: R. H. Keffer, “Insurance Trusts 
in Business—Partnership and — Corporation 
Cases.” 

Apr. 5: Charles B. Knight, “The Modern 
Trust Company a Great Public Service Organi- 
zation. How Managed and Supervised.” 

_ Apr. 12: John C. McNamara, Jr., “The 
Equitable Trust Company of New York; Trust 
and Insurance Trust Service.” 

Apr. 19: Harry E. Morrow, “Bringing To. 
gether the Prospect, the Prospect’s Attorney, 
and the Trust Company.” 

Apr. 26: Lawrence Priddy, “How Modern 
Trust Company Service Helps the Life Under. 
writer.” 

May 3: Leon Gilbert Simon, “Sales Methods 
That Have Proved Practical.” 

May 10: Harold L. Taylor, “Adapting Sales 
Method to Prospect.’ 

May 17: Graham C. Wells, “Cases That 
Have Been Closed by the Insurance Trust 
Method.” 





A. P. WARNER DIES 


Arthur P. Warner, general agent of a 
life insurance company in Richmond, 
died of internal complications this week 
developed after a fall on the ice when 
he broke his hip. 





RE-ELECT L. G. SYKES 


Dr. Lawrence G. Sykes, medical di- 
rector of the Connecticut General Life, 
was re-elected chairman of the Hartford 
Association of Medical Directors and 
their Associates at the January meeting. 








Admitted Resources 


Perrerrrrrrrirriirrr 


Less Credits Thereon 


Prrrrreririrrrrrrri iri) 


J. B. REYNOLDS, President 


A Picture In Figures 
of the 


Kansas City Life Insurance Company 


Condensed Statement—December 31, 1927 


RESOURCES 
First Mortgage Real Estate Loans........$29,294,453.42 
Real Estate Owned (Including Home 
Office) ......... ee 


3,262,908.78 


Loans to Policyholders.................ccccsssssssss 10,645,785.83 
Bonds $1,834,600.91; Stocks $5,770 1,840,370.91 
Loans Secured by Collateral....................... 10,000.00 
Cash & Certificates of Deposit................. 1,280,742.33 
Accrued Interest on Investments........... 985,934.04 


Market Value of Bonds and Stocks in 
Excess of Book Value.........0.0000.....00.. 


Net Premiums in Course of Collection 


and Deferred ............ 


52,863.17 
1,528,160.37 





$48,901,218.85 
121,176.57 





ieibnlseceeelvetineiaiiaalll $48,780,042.28 


LIABILITIES 


Legal Reserve 


$40,436,642.54 








Reported Death Claims 


Present Value of Annuities and In- 


stallments 


211,404.00 





Interest, Rents, & Premiums Paid in 


Advance 


652,804.62 
255,276.06 





Unpaid Current Bills 


140,214.67 





Set Aside for 1928 Taxes 


276,520.00 





Paid-Up Capital ..............$1,000,000.00 


Assigned Surplus to 


Policyholders Account 2,278,572.59 
Unassigned Surpluas........ 3,528,607.80 





Total Surplus Funds to Protect Pol- 


icyholders 





Total 


6,807,180.39 





$48,780,042.28 





Insurance In Force 


$369,602,966.00 


Authorized and Operating in 39 States and the District of Columbia 
Home Office—3520 Broadway 


C. N. SEARS, Secretary 
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Practical Suggestions to Helpthe Man With the Rate 
Book Increase His Income and General Efficiency 





M. H. MclIntosh, 


“I Haven’t agency manager of 
The Money the Bankers Life of 
Now!” Iowa, discusses pro- 


crastinators in “On- 
ward,” house organ of the agency. He 
Savs: 

“[ presume that the objection most 
often encountered by a life underwriter 
is, ‘I haven’t the money now,’ or ‘I can’t 
afford it,’ or some other expression in- 
volving the premium necessary to make 
the proposed insurance a reality. F. H. 
Celventra is a new man in the business 
of life underwriting, but he has already 
acquired an experience which the mere 
telling of it knocks such flimsy ‘excuses’ 
into a cocked hat. It strips your pros- 
pect bare of every excuse for further 
delay and leaves him without a thing 
between him and the chilling blame of 
the ice cold wind of possible circum- 
stances, and forces action now. And this 
is what happened. 

“On Saturday, as I remember, of last 
week, Mr. Celventra called on one of 
his prospects and made an earnest sin- 
cere appeal to get the policy which he 
should have. The appeal was so sincere 
and so genuine that the application was 
all filled out and the arrangements 
made for the completion of the contract, 
but just here the prospect ‘balked.’ He 
just couldn’t see his way clear to sign 
now. He needed the money for so many 
other things and then too, he was in 
perfect health and could see no reason 
for action now. But—and here is where 
the prospect failed—two days later he 
suffered an injury which resulted in his 
death. Oh, yes, just one case in a thou- 
sand, to be sure, but the Bee Hive has 
had only five of just such cases this 
yeat. They can’t wait—they must not be 
allowed to wait. Watching and waiting 
is a dangerous practice.” 

- |e 


The Manhattan Life 

Hints Bulletin for Novem- 

on ber, in a column de- 

Conservation voted to conservation 

talks, contains some 

good suggestions for agents. They fol- 
low: 

“Did you ever consider what the re- 
newal of the business you write indicates ? 
Is it not the gauge by which you can 
measure the quality of your work? Does 
it not indicate to you how well you rep- 
resent your company? Does it not to 

great extent classify you among the 
‘ther agents of the company as to your 
‘cal worth to your community as well as 

the company? Does it not reflect the 
‘inount of confidence your community 

ices in you? I think we must answer 
| these questions in the affirmative. 

“In view of this, we should all strive 
r quality of production as well as quan- 
y, so that we may be justly proud of 

t work, and that it will be second to 

ne. 

“Lapse prevention should begin with 
he sale. If the sale is properly made 
e big step has been taken toward a 
ich persistency of business. At the 
ne of delivery of the policy it is a 
od practice to show and explain the 
rOvisions. 

“Whenever possible the policyholder 
should be called upon during the grace 


oeaeato pw 
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period. If he is waivering as to whether 
or not to pay the premium your touch 
will do more to hold the business than 
twenty notices. If the insured is taking 
advantage of the full grace, you should 
know it; your time is not lost, he may 
need more insurance or perhaps refer 
you to his friends. 

“The company measures its success 
for the year from the insurance stand- 
point by the net and gain of insurance 
in force. Therefore let it be quality as 
well as quantity.” 





60TH YEAR WITH TRAVELERS 





J. S. Scott, Assistant Secretary, Life 
Dep’t., Has Had Long, 
Useful Career 

J. Stanley Scott, assistant secretary of 
the life department, the Travelers, whose 
name has appeared on life insurance 
policies totaling billions of _dollars, 
started his sixtieth year of service with 
that company on January 9. a 

Mr. Scott first joined the organization 
on January 9, 1869, when it was much 
smaller than it is today. The home of- 
fice then consisted of the first floor and 
basement of a small building at the cor- 
ner of Asylum street and Union place, 
Hartford. Secretary Scott witnessed the 
expansion which necessitated removal to 
larger quarters on Grove street in 1872, 
as well as the building of many addi- 
tions from 1886 to 1902. When the tower 
was completed in 1919, Secretary Scott 
kad completed fifty years of service. 





L. G. SIMON AT BUFFALO 


Leon Gilbert Simon, author of “In- 
surance Taxation,” was the speaker at 
the January luncheon of the Buffalo 
Underwriters’ Association in the Buf- 
falo Statler hotel. He discussed the 
credit value of life insurance to a busi- 
ness man. The creation of business 1n- 
surance, which becomes an asset upon 
the death of an executive, also was rec- 
ommended by the speaker. H. L. Am- 
ber, president of the association, pre- 
sided at the luncheon, which was well 
attended. 


TWO MEN 


We have two new 











territories for two 
good men under 
real general agents’ 
contracts. 

Address 


The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 











proposition. 
Address, 











PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent ccnnection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, 
Care of The Eastern Underwriter, 110 Fulton Street, New York City 














M. & H. AGENCY ASSOCIATION 





A Contributing Factor in the Growth of 
a New York City Production Office; 
Has an Educational Committee 

Within the McWilliam & Hyde agency 
of the Penn Mutual at 285 Madison ave- 
nue, New York, there is an association 
of agents known as the “M. & H. Agen- 
cy Association” which is a real construc- 
tive force in the development of that 
agency. 

To be eligible for membership an agent 
must have been connected with the 
agency at least three months and must 
have paid for at least $50,000 of insur- 
ance. The association is governed en- 
tirely by officers elected by the member- 
ship, the general agents being merely 
members upon the same basis as any 
other agent. The officers for 1928 are 
Willis J. Blackwell, president; Jerome H. 
Martus, vice-president; and Paul R. 
Fischel, secretary and treasurer. 

Meetings of the association are held 
on alternate Monday mornings for one 
hour and are of an educational char- 
acter, the discussions being led by a 
different member at each meeting. The 
members also contribute experiences to 
the regular agency meetings which are 
held on the other Monday mornings. 

Max Schonberg is chairman of the 
educational committee, and with the ad- 
vice of the members of that committee 
he has laid out an educational program 
covering topics for discussion at the as- 
sociation meetings for the entire year. 
Beginning with “Planning Your Work” 
and the fundamentals of the life insur- 
ance business, these topics include all of 
the practical aspects of selling, together 
with many advanced subjects. Books 
for collateral reading in connection with 
the various topics are also suggested. 

The work of the educational commit- 


tee is supplemented by that of the li- 
brary committee of which Benjamin Alk 
is chairman. The agency has donated 
books for the library which they add to 
as new books upon life insurance sub- 
jects are published, and these books are 
loaned to the members under rules pre- 
scribed by the library committee. 

The spirit of helpfulness which the 
M. & H. Agency Association fosters is 
especially appreciated by new members 
of the agency. 





GOOD PRODUCTION RECORD 

The Fulton & Funk Agency of the 
Missouri State Life in St. Louis, known 
as the “F-F Million Dollar Agency,” 
probably will be forced to change its 
slogan. Production records of the Mis- 
souri State Life show this agency pro- 
duced $1,759,750 up to November 30th. 








“TRY THIS!” 


Ask Herbert W. Jones, Manager, 
Canada Life, for a copy of “Try 
This!”—a novel idea which you 


can use. Do it now! By mail, 
please. 
Canada Life Assurance 


Company, 


110 William Street 
New York City 
Beekman 5058—6691 



































satisfaction in so doing. 


limits 10 to 70. 





34 Naseau Street 





You Who Seek Opportunity 


Opportunity exists always for those who seek 
success and satisfaction in life insurance field work. 


During 84 years the first American legal reserve 
mutual life insurance company has been served and 
built to greatness by men who found both success and 


This company writes all standard forms of insur- 
ance and annuities on both men and women. Age 


Those who contemplate life insurance 
field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 
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Siegel Case Goes To 
Appellate Division 


AGENT TO FIGHT ‘THE CHARGES 


Claims That If Superintendent Beha’s 
Decision Is Not Annulled He May 
Lose Livelihood 


Siegel, New York Life agent 
who was recently censured by the New 
York Insurance Department in connec- 


Harry 


tion with the writing of a case on the 
life of Philip Trabulsi, which the De- 
partment branded as in violation of Sec- 
tion 89, has obtained from Justice Levy 
of the Supreme Court of New York an 
order for the papers which were pre- 
sented to the Insurance Department in 
the case, and will have the decision of 
the insurance superintendent reviewed 
by the Appellate Division in an attempt 
to have the action of the superintendent 
annulled. The case was taken to the 
New York Department by the Good 
Practice Committee of the Life Under- 
writers’ Association of New York. 

In a paper before the Supreme Court 
Siegel says that on January 28, 1928 
the New York Life threatened to ter- 
minate his contract and believes it will 
do so unless the action of the Superin- 
tendent is annulled. Furthermore, he 
feels that if the New York Life took 
this action, other companies with which 
he has contracts might follow suit. He 
gives the amount of the money loss 
which he would suffer if the contracts 
were terminated. Such action, he adds, 
would deprive him of his means of live- 
lihood and would cause him irreparable 
damage. 

Agent’s Allegations 

He goes on to say: “Your 
is advised by his counsel, John Godfrey 
Saxe, and himself believes that the 
charges made against him are not sus- 
tained by the evidence adduced at the 
said hearings and that the respondent 
should have dismissed same; that the 
respondent dominated the deputy’s pro- 
ceedings against the petitioner; that he 
preconceived your petitioner’s guilt; that 
the proceeding was not conducted as a 
judicial proceeding; that there was al- 
lowed in evidence almost exclusively in- 
competent and highly discriminating tes- 
timony; and that the respondent’s de- 
cision was arbitrary, illegal and wholly 
erroneous.” 

In a letter 
John Godfrey 


petitioner 


to Superintendent Beha, 

Saxe, Siegel’s lawyer, 
said in part: “There is another phase 
of the matter. Mr. Siegel was recently 
elected president of the $400,000 Club 
of the New York Life. He tells me that 
Lawrence Priddy, a fellow agent of his 
with the New York Life has said to 
several people that he would see to it 
that Mr. Siegel would not get the presi- 
dency and that he would use every 
means at his disposal to prevent it. Mr. 
Priddy was runner-up in the contest for 
the presidency. He has called upon the 
policyholders who have given Mr. Siegel 
their business.” 

At this point in the letter Mr. Saxe 
mentions the name of a client of Mr. 
Siegel’s for whom $1,500,000 was placed 
with the New York Life. 

“T learned that the department was 
investigating this client,’ Saxe contin- 
ued. “If your Department were plan- 
ning a thorough investigation of policy- 
holders in the city in the hope of un- 
earthing practices of rebating and 
stamping it out if such rebating exists 
I would make no objection. This in- 
vestigation, however, appears to be in- 
spired by Mr. Priddy and to be a fish- 
ing excursion in his benefit in the hope 
of discovering evidence which might be 
used to help Mr. Priddy in carrying out 
his threats. 

“Let me say positively that I know 
that you personally would not counte- 
nance that practice and I, therefore, re- 
quest that in view of the facts that. 

















The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 














SECURITY — 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance 
Companies in the United States. Through 
the Wars, Panics and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 











Organized 1845 
= ae SI 
the two agents in question are both A. L. C. CONVENTION 


agents of the New York Life that the 
matter is one which should be handled 
by the New York Life in the first in- 
stance and that for the present you re- 
fer the matter back to the New York 
Life. Mr. Siegel’s lifework is involved 
in this matter and his brilliancy as an 
agent has been established by his elec- 
tion to the above presidency. You will 
therefore understand why I desire to 
represent him personally.” 


Priddy Declines To Be Interviewed 


Asked by The Eastern Underwriter if 
he desired to comment on the paper 
filed by Mr. Siegel before Justice Levy 
or upon the letter to the Superintendent 
of Siegel’s lawyer Lawrence Priddy said 
on Tuesday: 

“I am not saying a word. 
intend to try 
papers.” 

Counsel for the Good Practice Com- 
mittee in this case is the Samuel Un- 
termyer firm. 

Letters and Phone Calls Reach 

Committee 

Lane, chairman of the 
Business Practice Committee, said this 
week that he has received many letters 
and telephone calls relative to Superin- 
tendent Beha’s letter in the Harry Siegel 
case. Some of these letters and tele- 
phone calls criticized the superintendent 
for what they regarded as leniency ih 
the case, Mr. Lane said. 


I do not 
this case in the news- 


Mervin L. 





MORE CERTIFICATES ISSUED 
Second Group of Accredited Life Un- 
derwriter Applications Passed by 
Board of Admissions, Nat’l Ass’n 
The second group of applications for 
the Certificate of Accredited National 
Association Life Underwriter has just 
been passed upon by Board of Admis- 
sions of the American College of Life 


Underwriters. Announcement has fol- 
lowed to the effect that twelve well 
known Association men _ have been 


awarded the certificate in addition to 
those constituting the first group. 

The second group includes the follow- 
ing underwriters: Paul Foster Clark, 
Boston, Mass.; George L. Dyer, St. 
Louis, Mo.; Franklin W. Ganse, Boston, 
Mass.; August Cornelius Larson, Madi- 
son, Wis.; Ralph Elliott Larson, Mil- 
waukee, Wis.; Joseph M. Minton, Hous- 
ton, Tex.; J. Arthur Pino, Lansing, 
Mich.; Harold Locke Quigley, Seattle, 
Wash.; John T. Shirley, Pittsburgh, Pa.; 
Jesse Burns Staggers, Steubenville, O.; 
Theo. P. Williams, Corry, Pa.; Edward 
Wallis Woods, Pittsburgh, Pa. 





To Hold Its Annual Meeting in St. Louis 
on October 8-12; Six Divisions 
Also to Meet 


The annual meeting of the American 


Life Cenvention will be held at Hotel 
Statler, St. Louis, Mo., from October 8 
to 12, inclusive, O. J. Arnold, president of 
the Convention has announced. 

The Medical, Legal, Junior, Agency, 
Office Management and Investment Sec- 
tions will alsc meet with the main body 
of the Convention. 

It is anticipated that more than 400 
company officials will attend the meeting, 
making it the biggest in the history of 
the Convention. 

President Arnold and Secretary and 
General Counsel Claris Adams contem- 
plate a program that will be of much 
general interest. Many prominent men 
of insurance and other lines of industry 
will be included on the program, but a 
distinct feature of this year’s meeting 
will be the round table discussions. In 
the section gatherings especially consid- 
erable time will be devoted to purely in- 
formal talks on mutual problems. 


PRAISES SCHOOL 








Copy of Resolutions Adopted Here After 
Managers Were in Sessions at 
Pennsylvania Hotel 


The Life Insurance Sales Research 
Bureau’s Managers School, attended 
here last week by about fortv men in 


this and nearby territory, made such a 
hit that the following resolution was 
adopted after being submitted by God- 
frey B. Moore and seconded by John H. 
Scott: 

Whereas, there can be no question but that 
every man enrolled in this course has profited 
as a result of having had this opportunity to 
attend these sessions of the Managers’ School 
of the Life Insurance Sales Research Bureau, 
and 

Whereas, the information furnished and ideas 
exchanged in such generous spirit of whole- 
hearted co-operation are seeds which should and 
indubitably will reap a progressive harvest, rich 
in results, not only to ourselves but. indirectly 
and of incalculable benefit to the field forces 
of the future: 

Resolved, That the sincere thanks and earnest 
appreciation of this audience be and hereby is 
eccorded to the Life Insurance Sales Research 
Bureau, to Mr. Marshall Holcombe, to Messrs 
Carnegie and Teriberry. as well as to each and 
all of those other gentlemen who so generously 
contributed of their knowledge on the various 
subjects discussed, and be it further 

Resolved, That a similar expression of thanks 
be tendered to Mr. Peter M. Fraser as Presi- 
dent of the Life Underwriters’ Association of 


New York through whose instrumentality the 
Managers’ School has been brought to New 
York City. and be it further 


Resolved, That this resolution be spread on 
the minutes of these proceedings and that a 
copy hereof be transmitted to Mr. Peter M. 
Fraser through the secretary of the Life Under- 
writers’ Association of New York. 


Careers Men Advanced 
By Massachusetts Mut’. 
Henry Loeb And Joseph C. Behan We.< 


Once Stenographers For Company 
Perry Was Actuarial Clerk 








The careers of the men in the Mas;.- 
chusetts Mutual Life’s home office w 5 
were advanced last week with the exc 
tion of President Sargeant whose cari 
was printed by The Eastern Underwri 
in announcing the appointments follo.: 

Vice-President Henry Loeb joined ‘sc 
home office staff on October 1, 1895, «is 
a stenographer. In due time he becai ic 
chief clerk in the policy department. ()n 
January 27, 1909, he was elected assis- 
tant secretary and in 1914 a director aid 
second vice-president. 

Vice-President Bertrand J. Perry be- 
gan his career with the Massachuscits 
Mutual on June 7, 1897, as a clerk in 
the actuarial department. He. was made 
chief clerk and office manager in 1911. 
From 1915 until 1926 he held the office 
of assistant secretary, becoming secre- 
tary just two years ago. Last week he 
was elected a director of the company. 

Alexander T. Maclean, second vice- 
president and actuary, entered the em- 
ploy of the company on the first of Sep- 
tember, 1916. He was made assistant ac- 
tuary a month later. In 1922 he was ad- 
vanced to the position of associate actu- 
ary, and on January 26, 1927, was elected 
actuary. 

Behzn Started As Stenographer 

Second Vice-President Joseph C. 
Behan started with the Massachusetts 
Mutual as a stenographer on January 2, 
1896. Later he became chief clerk in 
the policy department. In 1909 he was 
made assistant superintendent of agen- 
cies and on January 24, 1912, was elected 
superintendent of agencies. 

Second Vice-President Osgood E. 
Fifield’s first connection with the com- 
pany was in March, 1898, as inspector of 
loans in Michigan. In the fall of that 
year he was transferred to Indianapo- 
lis and took up duties as manager of 
the mortgage loan department in that 
city. From Indianapolis he went to 
Minneapolis and then to Chicago, serv- 
ing in a similar capacity in those cities. 
He came to the home office on Janu- 
ary 27, 1909, to fill the position of super- 
intendent of loans. 

Secretary Samuel J. Johnson entered 
the home office on January 1, 1903, and 
worked for about a year in the policy 
department. He was then made secre- 
tary to the vice-president, serving in 
that capacity until January 1, 1920, at 
which time he was appointed manager 
of the supply department. On January 
29, 1925, he was elected an assistant sc 
retary. 

Financial Secretary Albert D. Shaw 
commenced his duties with the company 
in 1904 in the bookkeeping department. 
In 1906 he became license clerk and in 
1917 was made manager of the policy 
loan department. He was elected an as- 
sistant secretary on January 23, 1918. 





REVISES R. R. CLASSIFICATION 





Phoenix Mutual Life Finds That Safety 
Campaign of Roads Entitle Work- 
men to Better Rating 


Direct cash savings to certain ra 
road employes who are buyers of life in- 
surance, as well as a vast reduction 
the hazards to life and limb, are no. 
resulting from the successful “Safet 
campaigns of American railroads, a 
cording to Howard Goodwin, assista 
secretary in charge of underwriting { 
the Phoenix Mutual Life. These ca 
savings are brought about through a r 
vised schedule, just issued, which p1 
vides for a decrease in “Extra Premiu 
charges to railroad employes insuring 
the Phoenix Mutual. The Phoenix M 


tual’s reclassification was made after. 
careful study of railroad accident stati 
tics. 
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Missouri State Life’s 
Heme Office Promotions 


TO DEVELOP EFFICIENCY 





Part Of President Taylor’s Plan For 
The Co-operation With The 
Field Force 





As a part of President Hillsman Tay- 
lor’'s plan of developing efficient home 
office co-operation with the field force 
of the Missouri State Life, the follow- 
ing promotions have been made: Miles 
W. lieitzberg, formerly assistant to the 
vice-president, has been appointed as- 
sistai't to the president. 

k. H. Wibbing, formerly bond anal- 
yst, 's now assistant to the vice-presi- 
dent of the financial department, and 
W. \. Tolleson, formerly field repre- 
sentative of the mortgage loan depart- 
ment. has been promoted to assistant 
secretary of the financial department. 

Another promotion made is that of 
P. J. O'Connor, formerly of the claim 
lepartment, to assistant secretary in 
charge of the same department, while 
Herbert Samel is now assistant secre- 
tary of the salary savings department. 
He was formerly associated with the 
St. Louis branch office of the company. 
Assistant comptroller is the new title 
which W. H. Brown has. He was for- 


merly manager of the accounts divi- 
sion. 


vA 


Careers of Those Promoted 


Miles Heitzberg joined the company 
April 16, 1926, as an assistant to the 
vice-president. Previous to his entering 
the life insurance business he was sales 
manager for a large lumber company in 
St. Louis. Ray Wibbing has been con- 
nected with the company since June 15, 
1927, coming to the company from one 
of the large bond investment houses in 
St. Louis: 

W. H. Tolleson, in addition to his 
new duties, will continue as field repre- 
sentative in the mortgage loan depart- 
ment, assisting Vice-President Moore in 
charge of that work. P. J. O’Connor is 
a veteran in the service of the company. 
He came to the Missouri State Life in 
1912 at the time of the consolidation of 
the Hartford Life with the company. 
He was for some time manager of the 
conservation division and in October, 
1923, was made manager of the claim 
department. He will continue in charge 
of that work. Herbert Samel has had 
a wide experience in life insurance. Pre- 
vious to his entering the employ of the 
Missouri State Life, which was on Oc- 
tober 1, 1926, he was district manager 
for the Metropolitan Life in the Cedar 
Rapids, Iowa, territory. Previous to his 
promotion he was an agency special for 
several years and then ‘made assistant 
manager of the St. Louis branch of the 
company. 

Alter graduating from the public 
schools in 1912, Woodward H. Brown 
joined the actuarial department where 
he remained until 1919 when he re- 
signed. He reentered the employ of the 
company in 1923 as a clerk in the ac- 
counting department. He was made 
manager of the accounts division in 1926. 





105-107 Fifth Avenue 





ORGANIZED 1850 


THE UNITED STATES LIFE INSURANCE COMPANY 


in the City of New York 


Non-Participating Policies Only 
Over 76 Years of Service to Policyholders 


Good territory for personal producers, under direct 
contract 


HOME OFFICE 


New York City 








MRS. HIRSCHBERG DEAD 


Mrs. Mary Frost Hirschberg, 73 years 
old, widow of Francis D. Hirschberg, 
founder and president until his death ten 
years ago of the F. D. Hirschberg & 
Co., general insurance agency, died at 
her home, the Villa Marguerite at Te- 
ritet, Switzerland, early on January 23. 
Death was the result of a_ paralytic 
stroke suffered last September. Mrs. 
Hirschberg was a daughter of Gen. Dan- 
iel M. Frost of the Union Army during 
the Civil War. Seven years ago she 
moved from St. Louis to Switzerland. 


NEW STATE SUPERVISOR 
Roy C. Toombs, president of the In- 
ternational Life, has announced the ap- 
pointment of Fred R. Sturm of Gor- 
don, Neb.,*as state supervisor in Min- 
nesota. His headquarters will be in the 
Plymouth building, Minneapolis. 





HELPING ANOTHER “DRIVE” 


J. Stanley Edwards, general agent of © 


the Aetna Life, Denver, has accepted the 
call to help put over a $100,000 expan- 
sion program for Loretto Heights Col- 
lege, Denver. 




















“Joe Jenks oughtn’t to splurge so much.” 


“Why not? He can afford to do it now. 
Protection for the Reliance Life.” 


He’s selling Perfect 


— 


PENN MUTUAL FIGURES 





Outstanding Insurance Is Now $1,690,- 
584,711; Premium Income In 1927 
Was $58,000,000 
The Penn Mutual has issued its eigh- 
teenth annua! statement. New business 
was a little larger than in 1926, and out- 
standing insurance is now $1,690,584,711. 
In all the items of the statement are 
the natural increases of a growing and 
healthy institution. The assets have 
reached the large total of $367,994,584. 
Surplus reserves are $28,712,104. Of the 
assets $178,127,406 is in mortgages, and 
$106,705,693 in bonds. Death claims in 
1927 were $15,542,971. Surrender values 
$8,108,842, and dividends to policyholders 
$13,042,616. For dividends in 1928 $14,- 
200,000 has been set aside, and the com- 
pany now has $14,149,142 of dividends ac- 
cumulating at interest subject to the 
owners of policies. The premium income 
was $57,908,227, a gain of $5,615,885 over 
1926. While the gain in total income 

was $8,012,181. 

Interesting figures of payments and re- 
ceipts since 1847 are published. Benefi- 
ciaries have received $234,091,295, and to 
living members $322,461,115 has been 
paid, of which $143,879,079 was for divi- 
dends. Total payments to policyholders 
and beneficiaries have been $556,552,410, 
and the total thus paid, together with 
present assets, reaches the huge sum of 
$924,546,994, as against a total of $823,- 
508,121 of premium deposits. 





DAVID BROWN LUNCHEON 


About fifty members of the Brooklyn 
branch office of the Travelers wave a 
luncheon Wednesday to David Brown, 
Jr., formerly in charge of the life de- 
partment there, who has recently been 
transferred to the office at 55 John 
street, New York, to fill a position newly 
created for him. The affair was held at 
the St. George Hotel, Brooklyn. 

Mr. Brown had been manager of the 
Travelers’ branch office in Brooklyn 
since March 14, 1921. He has had an 
excellent record and has had long ex- 
perience with the company. He leaves 
with the best wishes of his business as- 
sociates. 





NOW SUPERVISOR OF SALES 

Robert Randolph Dodson, formerly 
special field representative of the group 
department of the Missouri State Life, 
has been appointed supervisor of sales 
for the group department with head- 
quarters at the home office of the com- 
pany. After his graduation from the 
University of Tennessee in June, 1925, 
he joined the group department of the 
Aetna where he remained until Octo- 
ber, 1926, when he joined the Missouri 
State Life. 





MADE AGENCY SPECIAL 


W. S. Smith, formerly representative 
at Washington, Ind., for the Missouri 
State Life, has been appointed agency 
special in the Indianapolis branch of the 
company. Mr. Smith joined the com- 
pany on May 2, 1927, after twelve years’ 
experience with The Prudential. His 
son, Clovis, who has been associated 
with him for the past year, will con- 
tinue the Washington agency. 











AN INVES TMEN T IN HAPPINESS 


a connection with the 


Philadelphia Life Insurance Company 
Joy comes from: 


1. Having the Thing That Will Sell—we have a great variety of policy 
contracts with very liberal features. 


- Home Office Co-operation. You'll get it. Every help to _ you sell. 
8. A Lifetime Connection. Agents have been with us 10, 15 an 


111 No. Broad Street, Philadelphia, Pa. 


A. M. HOPKINS, Manager of Agencies 


20 years. 











character and ability. 








The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 
Policies backed by one of the very strongest companies in the country, having ample 
capital, surplus and highest standard of reserves. 


Exceptional opportunity is offered to salesmen of 
sls Communicate at once with 
Agency Department, 77 Franklin Street, Boston. 
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Ba Equitable Life Assurance Society 
of the United States has a well equipped 
Financial Department, or, to be exact, 
two departments—one in charge of a 
Treasurer with a staff of expert assistants 
and advisers, and the other in charge of a 
Manager of Mortgage Loans and Real 
Estate with a staff of experts experienced 
in handling real estate and selecting first 
mortgage loans. These advantages, to- 
gether with long experience and valuable 
records, make the Society an expert in the 
investment of capital. More time and 
attention is given, moreover, to the care 
of investments than is spent in making 
them. No individual or small corpora- 
tion can afford to offer such advantages to 
those who seek protection for their sav- 
ings. All this being so, those who leave 
their money with the Equitable for safe- 
keeping during their lifetime will act 
wisely, if after they have passed away the 
Equitable continues to be the financial 
agent of their beneficiaries. 

It is the policy of the Equitable to im- 
press the fact upon its agents that their 
most important clients are not the men 
whose lives are insured, but those to whom 
the money is to be paid when their policies 











mature. This being so, it is obvious that 
when a policy is taken by a well-to-do 
applicant the wisest course is for him to 
take a small policy payable in cash, to 
clear away the obligations which accumu- 
late when a man dies, and to take the rest 
of the insurance payable in the form of a 
monthly income during the lifetime of the 
beneficiary. There is a variety of insur- 
ance contracts of this character, two of 
which are very attractive. One of these, 
the Life Income Policy, is most appropri- 
ate in a case where one beneficiary is to be 
provided for, such as a wife or daughter. 
For a man who wishes to provide for his 
wife and his children, the Guaranteed 
Investment Policy is the most appropriate 
contract. This policy gives the wife an 
exceptionally liberal income as long as 
she lives, after which the full face of the 
policy is paid to the children, to be in- 
vested for their future support. 

The Equitable has openings for young 
men who have had some business experi- 
ence but who have not been identified 
with life insurance. Such men can earn 
a good living while they are being trained 
by the company in accordance with its 
methods and ideals. 


"THE EQUITABLE LIFE ASSURANCE SOCIETY 
of the UNITED STATES 


393 Seventh Ave. 


W. A. DAY, Chairman of the Board 


New York 


THOMAS I. PARKINSON, President 
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B. R. Notter Promoted 
To Be Superintendent 


HAS GOOD PRODUCTION RECORD 





Heads The Prudential Chicago No. 13 
District; Other Promotions 
And Changes 





Byron R. Notter, assistant superinten- 
dent of the Chicago No. 5 district, has 
beer’ promoted to the superintendency 
of the Chicago No. 13 district. Mr. Not- 
ter has been connected with The Pru- 
dential since June 12, 1916, when he be- 
can agency work in the Chicago No. 5 
district. He was elevated to the assist- 
ancy ranks on October 3, 1921, in the 
same district. 

The record of Superintendent Notter 
as an agent and assistant superintendent 
is one of which he: may well be proud. 
From a standpoint of productio n, quality 
of business written, and conservation, it 
ranks with the company’s best. Agents 
William Fresonke and Michael G. Gillen, 
of the Minneapolis No. 2 district, have 
been promoted to be assistant superin- 
tendents of the same district. 

Assistant Superintendent Gerold R. 
Schwerke, of Oshkosh, and Agent Roy 
). Hensley, of Davenport, were recent- 
ly admitted to Class “B” of The Pruden- 
tial Old Guard, and Assistant Stperin- 
tendent Arthur C. Sharnborg, of Daven- 
port, and Assistant Superintendent Al- 
bert Hurschmidt, of Milwaukee No. 4, 
were admitted to Classes “C” and “G,” 
respectively. 

With the beginning of the new year, 
three Division “E” agents have received 
appointments as assistant superinten- 
dents as a reward for their personal de- 
velopment in the field of production, con- 
servation and organization. Hugh P. 
Kane succeeds Charles E, Mears, pro- 
moted to superintendent at McKeesport, 
as assistant at Greensburg; John M. 
Donovan has been appointed at Pitts- 
burgh No. 1, and David Wood is to su- 
pervise an assistancy at Altoona No. 1. 
A new assistancy has been created at 
\ltoona No. 1, Hollidaysburg, and Ber- 
tran B. Stevens has been transferred 
from Altoona No. 1 to that point. 

M. P. Cheche, of the Auburn, N. Y., 
(istrict, has been promoted to the po- 
sitign of assistant superintendent in the 
district in which he worked as an agent. 
\gent C. A. Ellis, of the Buffalo No. 3 
(istrict, has completed twenty years of 
continuous service with the company and 
isnow a member of Class “D,” The Pru- 
dential Old Guard. 

Superintendent N. W. Regan of the 
Rochester No. 2 district, has a good in- 
dustrial record. Agent J. M. Stefans of 
the Rochester No. 1 district, is leading 
the division in industrial net increase 
for 1928, 





MUST BE PHYSICALLY FIT 
The Northwestern National has pro- 
vided standards of physical fitness as 
well as those of ability and integrity for 
new general agents and managers, ac- 

cording to an announcement made. by 
President Arnold this week. 





MICHIGAN LIFE TO START 
The new Michigan Life org*nized bv 
former Commissicner Hands and a group 
tM lichigan capitalists, will begin writ- 
ing husiness within a month. 


$100,000 Policy Taken 
On Man 80 Years Old 


PLACED BY “% R. J J. EBERHARDT 
Kansas Sestienun ‘Simaeetien Attracts 
Wide Attention of Newspaper and 
Moving Picture Concerns 





No insurance policy written in some 
time has received more publicity in daily 
papers than the $100,000 Immediate An- 
nuity sold to an eighty-year-old capital- 
ist of Salina, Kan., W. W. Watson. The 
policy was written by John J. Eberhardt 
of the Massachusetts Mutual, Salina, 
Ikan. When news of the policy was 
published a flock of movie men descend- 
ed upon Salina to photograph Watson. 
A news despatch sent out from Wichita 
by the Associated Press tells the story 
as follows: 

“Although he is nearly 80 years old, 
W. W. Watson, Salina capitalist, has 
wagered $100,000 ‘that he will live at least 
five years longer, he revealed here to- 
day. 

“Taking up an insurance company 
proposition, Mr. Watson paid the com- 
pany $100,000 cash, for which the com- 
pany agreed to pay him $1,500 a month 
as long as he lives. In five years, if he 
is still alive, he will have received his 
$100,000 and from that time until his 
death will take approximately $50 a day 
clear profit. 

“Mr. Watson, apparently in good 
health, declared today he has arranged 
to live at least ten years longer.” 





GARDINER AGENCY GAINS 

The Harry Gardiner Agency of the 
John Hancock Mutual Life did a gcod 
business during the month of January, 
paying for $1,560,000 which represents a 
gain of $269,000 over the same period in 
1927. The average policy during that 
time was $11,800. 





HULL TO SPEAK HERE 


Roger Hull, managing director of the 
National Association of Life Underwrit- 
ers, is to be one of the speakers at the 
February 15 meeting of the Life Under- 
writers’ Association of New York. 


JOHN HANCOCK APPOINTMENTS 
The John Hancock has recently ap- 
pointed two new superintendents. They 
are Paul T. Stoddard, assistant at New 
London, who has been promoted to su- 
perintendent of the agency at Newport- 
Covington, and Harold C. Petersen, for- 
merly assistant at Portchester, who will 
head the agency at Dayton, Ohio. 

Mr. Stoddard began his career with 
the company in 1921 as an agent at 
Pittsfield, Mass., and a year later won 
his assistancy promotion at New Lon- 
don. Mr. Petersen started in 1926 at 
the South Norwalk Agency. He was 
made an assistant superintendent in 


1920. 





OLD GUARD MEMBERSHIP 

The total membership of the old guard 
organization of The Prudential at the 
end of 1927 totaled 12,597, showing an 
increase of 853 over that of 1926 accord- 
ing to a report of the organization is- 
sued last week. The total number of 
members admitted since the inception of 
the organization is 26,551. Of this num- 
ber 13,954 have terminated their connec- 
tion with the company. 





_. BOSTON SALES PROGRAM 

The program of the Boston Life Un- 
derwriters Association include addresses 
by Dr. John A. Stevenson of the 
table Society; Ralph Engelsman of the 
Penn Mutual ; ee Hubbard of the 
Actna Life; C. C. Gilman of Boston; and 
Rabbi Levi of the Temple Israel, 30ston. 


Equi- 


ATTORNEY TO TEACH 
J. F. Pierce, attorney for the Capitol 
Life, Denver, will teach a course of 
“Public Speaking” at the Denver Junior 
College, during its second semester, be- 
ginning the week of January 30. 





CAN’T LEVY MUNICIPAL TAX 

The Attorney General of New Mexico 
has ruled that municipalities in that 
State are without power to levy munici- 
pal taxes upon life insurance companies. 





S. O. BUCKNER RETIRES 
Samuel O. Buckner. of Milwaukee. in- 
spector of agencies for the N. Y. Life, 
has resigned and will retire from busi- 
ness. 











THE EUREKA-MARYLAND ASSURANCE CORPORATION 
BALTIMORE, MARYLAND 
Incorporated 1882 
Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 
J. N. WARFIELD, President 























back of every door bell. 


Independence Square 








THE HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 
Home Life Agents have a whole family of potential policyholders 
Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 
“THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 


Interested in Replies from Pennsylvania and Delaware. 


Philadelphia, Penna. 
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L. A. Mershon Joins U. S, 
Mortgage & Trust, N. Y. 


HE WILL BE A VICE-PRESIDENT 





Starts With Local Bank February 20; 
In Financial World for Over Two 
Decades; Ins. Trust Authority 





A., Mershon, of the trust . diyi- 
sion of the American Bankers Associa- 
tion, was elected. a vice-president of,,the 
United States Mortgage & Trust Co.,of 
New York last week. The appointment 
is effective February 20. He is. widely 
and favorably known to life underwrit- 
ers all over the country because of his 
oyinpathetic interest in furthering the 
relations between trust and insurance 
companies. He joined the A. B. A. eleven 
years ago and has built up its trust de- 


Leroy 


partment from a mere nothing to an 
important field of activity embracing 
every state in the Union. 


To Be Active in Insurance Trust Field 


In his new capacity with ‘the ‘United 
States Mortgage & Trust “Co., it is un- 
derstood that Mr. Mershon will be vite- 
president in charge of development, al- 
though the details of his position ‘will 
be worked out later. 

The idea of the trust company division 
of the A. B. A. crystalized from a res- 
taurant conversation that Mr. Mershon 
had eleven years ago with the late John 
Reinhard of Sisley & Brinckerhoff. The 
idea was favorably received ‘by the ex- 
ecutive committee of the A. B. A. 

Mr. Mershon said to The Eastern 
Underwriter that neither the trust offi- 
cer nor the life insurance man knows 
yet how to co-operate with each other 
properly. Then he added: “But that is 
explained by a consideration of the in- 
tricacies of each line of business. You 
cannot expect the trust officer to know 
all about life insurance; similarly the 
life insurance man should not be ex- 
pected to know every detail of the trust 
business. I think that neither man wants 
to perfect himself in the job of the 
other but he does need to know enough 
about the other fellow’s job to create 
an interest in the mind of the layman.” 

Mershon’s Career 

Mr. Mershon has been in the 
ing business for more than 
vears, starting in the First National 

3onk, Princeton. He had managerial 
posiiictes in two banks in Philadelphia 
which plaved an important part in giv- 
ing him the proper background. Before 
joining the A. B. A., Mr. Mershon was 
with the United States Mortgage & 
Trust. Co. for four years so that he is 
in reality returning to its fold. 


bank- 
twenty 





G. K. BIRDSEYE TRANSFERRED 

Garner K. manager of the 
Trovelers’ branch office at Camden, N. 
J.. since January 1, 1925, has been pro- 
mo‘ed to an assistant membe rship of the 
company’s branch office in Phialdelphia. 


Birdseve, 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha Denver Des Moines 
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THE LIFE INSURANCE COMPANY OF VIRGINIA 


ICHMOND, VIRGINIA 
INCORPORATED 1871 


Admitted Assets, Over 51 million 
Insurance in Force, Over 300 million 
Payments to Policyholders in 1926, Over 314 million 
Total Payments to Policyholders Since Organization, 
Over 43 million 


JOHN G. WALKER, Chairman of the Board 


BRADFORD H. WALKER, Presideat 














Industrial Life Insurance— 


Ordinary Life Policies— 


The Colonial Life Insurance Company of America 


Especially Attractive and Favorable to the Insured. 


All forms of Life, Limited Payments and Endowments, containing attractive 
and novel features, with High Values at Low Cost. 





Give Agents Unusual Money Nees Opportunities 








Geo. T. Smith, Vice-President E. J. Pe President s C. Wise, Treasurer 


Chas. F. Nettleship, 2nd Vice-President 
Home 


rown, Secretary 
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This newspaper is owned and is pub- 
shed every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business 110 
Fulton Street, The Eastern Underwriter 
Building, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; Wal- 
lace L. Clapp, Associate Editor. The 
address of the officers is the office of this 
newspaper. Telephone number: Beek- 
man 2076. 


Subscription Price $3.00 a year. Single 
copies 25 cents. .Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 





INSURANCE HOLDINGS OF BONDS 
OF FOREIGN COUNTRIES 

The annual publication of the National 
Convention of Insurance Commissioners, 
giving the complete list of securities held 
by insurance companies with their valu- 
ations has been sent to the public. It 
takes more than 800 pages just to list 
these securities with their valuations as 
no names of companies owning the se- 
curities are With the book 
comes the warning cautioning the gen- 
eral public against the use of the book 
as a guide for investors, or for the pur- 
pose of assisting in the sale or disposal 
of securities. Its use by any brokerage 
firm or security salesman in a prospec- 
tus or otherwise to assist in such sale 
of securities is unauthorized and im- 
proper, its sole purpose being to facili- 
tate the valuation of stocks and bonds 
held by companies on a fair and uniform 
basis. 

Not the least interesting list in the 
book is that containing the foreign gov- 
ernment bonds held by insurance com- 
panies of the United States. Here are 
some of the nations whose bonds are in 
vaults . throughout 


printed. 


insurance 
this country: 

Porto Rico, Columbia, Holland, Ger- 
many, Belgium, Argentine, Australia, 
Austria, Switzerland, Belgium, 
Brazil, France, England, Peru, Canada, 
Chile, China, Norway, Denmark, Costa 
Rica, Cuba, Dutch East Indies, Salvador, 
Finland, Haiti, India, Italy, 
Japan, Mexico, New Zealand, Panama, 
Philippines, Czechoslovakia, Santo Do- 
mingo, Sweden, Uruguay. 


company 


3oliva, 


Greece, 





SUDDEN DEATH OF T. W. 
BLACKBURN 

The late Thomas W. Blackburn, who 
did so much to make a success of the 
American Life Convention, an organiza- 
tion of more than 140 life insurance com- 
panies, and of which association he was 
counsel and secretary for years, knew 
the history and the personnel of the 
life companies of the West and South 
as did few insurance men, if any. For 


fices of those companies. Always a wel- 
come visitor his advice and sympathy 
were often sought and freely given. He 
was a born organization man who loved 
his profession and his work; who 
thoroughly understood the value of co- 
operation, and who will remain in mem- 
ory of executives as a persistent and 
consistent builder of good will. His 
death a few days ago was so unexpected 
that he was in his office the day before 
the end as cheerful as ever, apparently 
with many more years before him. 





STOCK COMPANY INSURANCE 


At intervals the old subject of stock 
company insurance vs. reciprocal or non- 
agency mutual coverage is threshed out 
and probably always will be. A rather 
novel size-up of the situation is thus 
given by the Equitable Fire & Marine 
of Providence, R. L: 


_ Stock fire insurance, like civilization, 
is the result of the evolution of time, 
plus thought and effort: sometimes in- 
dividually misdirected, but in the main, 
throughout the years, tending toward 
that fair balance which gives worthwhile 
service and guaranty of future perform- 
ance in fair exchange for cost plus op- 
portunity for reasonable profit. If it 
were not for the expectation of fair re- 
turns, capital would withdraw from the 
business of insurance, and credit and 
commercial activities would be brought 
to a halt. 

Fundamentally these laws of civiliza- 
tion, of barter and trade, strike a bal- 
ance. If they are not in balance, the 
side that is out of kilter must give way. 
Schemes crop up to convince you other- 
wise. Plans are proposed which, on their 
face, seem to offer returns out of pro- 
portion to the general average. You can’t 
get something for nothing. If a commod- 
ity or a service is cheap in price, the 
chances are it is dear in some other 
respect. 

It is a reasonable assumption that 
those engaged in the business of insur- 
ance are giving their best thoughts to- 
ward the advancement of the business, 
moderated in their ambitions by compe- 
tition and the desire to further future 
dealings with present customers—and to 
invite new ones. There are schemes of- 
fered whereby you are to lift yourself 
by your own boot-straps and pay some- 
one dearly for the privilege of the ex- 
periment, or you may patronize free- 
booters and take your chances with a 
liberal measure of “let the buyer be- 
ware.” The thrill is yours if you relish 
the risk, but if you have a reasonable 
measure of conservatism and really wish 
to procure what its name implies, you 
will find it better, when in the market 
for insurance, to patronize the “old line” 
stock companies.” 





BEERS NEXT SPEAKER 





Newly Appointed New York General 
Agent to Address Life Underwriters; 
J. E. Bragg Talks 

William H. Beers, who was recently 
appointed with Charles E. De Long as 
general agent for the Mutual Benefit in 
New York, will be the speaker at the 
next educational meeting of the New 
York Association of Life Underwriters. 
Mr. Beers is one of the best known 
men in the business and an overwhelm- 
ing crowd is expected at the Commu- 
nity Church on February 9, when the 
meeting will take place. 

_ James Elton Bragg, general agent at 
Philadelphia for the Union Central, lec- 
tured to the association last week. Mr. 
Bragg gave one of his numerous special 
sales talks, hinging it upon the compara- 
tive amounts spent for luxuries and for 
protection. 

















WALTER H. BENNETT 


Walter H. Bennett, genial and hard- 
working secretary-counsel of the Na- 
tional Association of Insurance Agents, 
was snapped by a photographer this 
week while sitting in his library. The 
picture is reproduced herewith. 

i we 


Charles Weller, Jr., head of the brok- 
erage and service department in the 
New York office of the North British 
& Mercantile group, a hustler and a very 
popular fellow among New York insur- 
ance men, is celebrating his twenty-fifth 
anniversary in the business this week. 
On February 1, 1903, he stepped into 
the offices of the North British as an 
office boy in the file department and 
started up the ladder. He became a pol- 
icywriter, examiner, special agent and 
finally head of the department he now 
supervises. His aggressiveness has won 
for him the well deserved title of “Pep” 
Weller. 

+ CY tow 

Alfred L. Aiken, second vice president 
of the New York Life, made a special 
trip to Richmond last week to present to 
the Senate of Virginia a gavel which was 
carried off from the Senate chamber the 
day Richmond was evacuated in 1865 and 
had been in possession of his family 
more than sixty years. The historic relic 
was carried away by Lieutenant J. Lewis 
Spaulding, who gave it to William A. 
Buckingham, Mr. Aiken’s grandfather, 
then governor of Connecticut, afterward 
United States senator. The gavel was 
presented at special ceremonies in the 
Senate chamber and was accepted by 
Lieutenant Governor Junius E. West, 
who operates a general insurance agency 
in Suffolk. While in Richmond Mr. 
Aiken was the guest of Thad C. Bell, 
inspector of agencies for the New York 
Life with headastarters eere. 

* 


J. Pierpont Morgan and Myron C. 
Taylor, who were made chairman of the 
board and chairman of the finance com- 
mittee respectively of the United States 
Steel Corporation, succeeding the late 
Elbert H. Gary, both have insurance af- 
filiations. Mr. Morgan is a director of 
the Aetna (Fire) and Mr. Taylor is a 


trustee of the Mutual Life. 
* * * 


Bradford H. Walker, president of the. 


Life Insurance Company of Virginia, has 
been elected vice-president of the Com- 
monwealth Club of Richmond. 

* * * 


Frank J. Bock, postmaster of Newark, 
is now president of three insurance com- 
panies, the Essex, Ajax and the Fidelity 
& Plate Glass of Newark. 














Photo by Bachrach 
W. CALLIHAN 


TRESSLER 


Tressler W. Callihan, manager of the 
Department of Sales Research, John 
Hancock, has written two volumes of 
life insurance educational material, 
which are now available to the general 
public after having been restricted to use 
by agents of the John Hancock for 
nearly a year. 

The author does not theorize, he views 
the selling of life insurance from a prac- 
tical standpoint. The volumes are an in- 
tensely practical and complete manual. 
Mr. Callihan knows how to. explain 
methods and principles underlying suc- 
cessful efforts. Based upon actual experi- 
ences in the field he shows exactly how 
to write new business and how to con- 
serve the old. 

% x 

J. C. Bristow, general agent for the 
Home Life of New York, at Richmond, 
Va., bagged a huge white-tailed eagle 
with a wing spread of nearly eight feet 
while duck hunting the other day. The 
bird is of a very rare species, according 
to ornithologists who have viewed in a 
store window in Richmond where Mr. 
Bristow placed it on a display. It is also 
declared to be the largest eagle ever seen 
in Virginia. Mr. Bristow will have it 
stuffed and will then present-it to the 
Virginia museum. 

* * 

Henry Moir, president of the United 
States Life and a director of the Mor- 
ris Plan Insurance Society; William R. 
Bayes, president of the Brooklyn Na- 
tional Life; Sanford W. Wilson, a (i- 
rector of the United States Life, and 
Ben S. Graham, assistant secretary 0! 
the Brooklyn National Life, are mem- 
bers of the board of directors of the 
Anglo-American Holding Corporation. 

“se € 


Hillsman Taylor, president o/ _ the 
Missouri State Life Insurance Conipany, 
in an address at the weekly luncheon of 
the Sales Managers’ Bureau of the St 
Louis Chamber of Commerce at noon 
January 20 on “A Point or Two Your 
Salesmen May Have Overlooked i: His 
Talk,” declared that every  salcsman 
traveling out of St. Louis should stress 
the ideal distribution facilities and other 
distinct advantages of the Missi:sip?! 
Valley metropolis everywhere they £0 





TO ADDRESS PENN MUTUAL MEN 

Vice-President Hart of the Penn Mt- 
tual has arranged for members «i the 
home office agency a series of Monday 
morning talks by prominent life under 
writers. The first was given on \om 


day of this week by Joseph John |eo!, 
a Travelers leader in New York City. 
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Jesse S. Phillips As a Forensic 
Entrepeneur 


| don’t want to start jingling unneces- 
sarily the telephone bell of Jesse S. 
Phillips, president of the Great Amer- 
ican Indemnity, but it strikes me that 
heads of insurance organizations in the 
business would greatly improve speaking 
talent at their dinners if they would call 
hin up once in a while and get some 
advice about their speakers. Mr. Phil- 
lips was former head of the speakers’ 
bureau of the Republican Party in this 
state; and is now chairman of those ex- 
traordinary Saturday lunch affairs at the 
Republican Club which break into the 
papers every Sunday morning for a col- 
umn or so. The talks are on pertinent 
subjects and the speakers know their 
onions. They don’t ask Red Grange to 
dissertate on orchids; or Adolph Ochs to 
discuss electricity; or Lindbergh to hold 
forth on companionate marriage. In- 
stead the experts do their stuff. And 
frequently experts on opposite sides of 
a fence face each other. This makes 
that controversy or debate which when 
ably handled the most interesting for- 
ensic affair. 

The biggest success of all the Repub- 
lican Club lunches in some time was the 
cne where Admiral Plunkett of the 
Brooklyn Navy Yard told why this coun- 
try needed a big navy. They are still 
talking about that speech. Army and 
Navy officers are not supposed to speak 
er write in public about controversial 
subjects without consent of the War or 
Navy Departments. Army men rarely 
disobey that injunction. Navy men 
break the disciplinarian chains. There 
were Admiral Sims and Magruder say- 
ing what they thought; and now it is 
Plunkett. General Mitchell who criti- 
cized in the interim between Sims and 
\lagruder was an air service man. 

* * * 


A Chaplain-Monk 

At that same dinner where Houston 
made such a wonderful speech I had the 
opportunity to see for the first time that 
world famous cleric, Paul B. Hull of the 
Community of the Resurrection, who ar- 
rived here from Great Britain a few days 
ago. 

Jolly and fat, attired in a black monk- 
h robe, he has seen life at its grimest. 
'ragedies have ennobled his soul and 
highly spiritualized and sensitized his 
idiant personality. He went through 
‘he Boer, World War and doubtless nu- 
merous others and was the chaplain of 
ur successive men who headed the mili- 
‘ary establishment of Great Britain, in- 
luding Lord Roberts and Marshals 
‘faig and French. 

He had the Metropolitan managers in 

gale of laughter as he playfully took 
ff foibles of the four British peoples 
ina sentence devoted to each. Here are 
is thumb nail sketches: . 

The Irishman doesn’t know what he 
vants and will not be happy until he gets 








The Scot is a man who keeps the Sab- 
bath and everything else he can lay his 
hands on. 

The Welshman prays on his knees on 
the Sabbath and on everything else dur- 
ing the balance of the week. 

The Englishman is a man who wor- 
ships his mother country almost as much 
as he does himself. 7 

* £ * 

A Great Speaker is D. F. Houston 

At last the business of insurance has 
a speaker who can pass 100 on every 
count: almost unbelievable knowledge, 
simplicity but force of expression, logic- 
al sequence, impressive appearance, abil- 
ity to convince auditors, authority and 
manner. In brief, David F. Houston, 
president of the Mutual Life. He first 
interested; then held spellbound and 
wound up in a blaze of glory at the big 
banquet of the Metropolitan Life on Sat- 
urday night in the Astor. He didn’t 
change his style once during delivery 
and didn’t have to. 

I heard Houston once before—when 
he was a director of and a member of 
the finance committee of The Prudential. 
In between he has talked to Mutual Life 
people in public. That gives him a good 
start as a man who eventually is going 
to become widely known to the agency 
force of the country in life insurance as 
he has made a good start by addressing 
field managers of three of the world’s 
great companies. His talk on Saturday 
night was a defense of democracy and 
a prediction that great as we are in ma- 
terial things the business of the future 
will make the present look like a pygmy. 

By all means go and hear David F. 
Houston talk if you get the chance! 

x * x 
The Man Who Bought the Hartford 
“Times” 


Hartford insurance men were decid- 


‘edly interested in reading that Frank 


EK. Gannett, proprietor of a long string 
of newspapers, had purchased the Hart- 
ford “Times,” a paper which devotes a 
lot of space to insurance news. And 
they were also highly amused at the 
column editorial in the Hartford “Cour- 
ant” discussing the change in a patron- 
izing manner. The “Courant” regards 
the “Times” as almost in swaddling 
clothes because while the “Courant” is 
162 years old the “Times” has had only 
111 years of existence. 

The “Courant” says: “We cannot help 
feeling a sense of real loss even though 
the “Times” still remains with us to 
serve its readers. It seems as if some- 
thing had gone out of the community 
even though the newsboys will continue 
to shout ‘the Times’ in the streets. We 
suppose this feeling has its roots in an- 
tiquity, but it is a pardonable feeling 
nevertheless.” 

The older paper thinks that the chain 
ownership will make the other publica- 
tion lose its individuality. “We cannot 
but feel that though it will still be our 
neighbor, its relationship to Hartford 
cannot be quite the same,” says the 


“Courant.” It concludes by expressing 
the wish that Mr. Gannett will occasion- 
ally visit Hartford. He will. 
ie 
Significance Of A London Insurance 
Merger 
The recent merger of two of the most 
prominent production offices in London 
—C. E. Heath & Co., Ltd., and A. W. 
Bain & Sons—is regarded there as of 
such importance that the British insur- 
ance newspapers are devoting consider- 
able space to it. Here’s how is looks 
to “The Review”: 


A very special interest attaches to this 
announcement, by reason of the profes- 
sional eminence of the firms in their 
respective spheres, their wide business 
connections both at home and abroad, and 
particularly by reason of the special in- 
surance associations of the individual 
firms and the quite remarkable way in 
which they supplement one another. C. 
E. Heath & Co. is identified as the lead- 
ing firm of Lloyd’s underwriters, a firm 
that leads—manages—a number of the 
largest and most important, and shall we 
say most enterprising, underwriting syn- 
dicates at Lloyd's. 

A. W. Bain & Sons, of London and 
Leeds, is one of the largest firms of 
insurance brokers in this country; the 
firm, we believe, handles the insurances 
of some of the largest commercial and 
industrial firms and financial interests in 
the country. The firm has always, in 
the ordinary course of its business, had 
direct relations with Lloyd’s, and there 
is also an established connection with 
the firm of C. E. Heath & Co., in the 
fact that individual partners are mem- 
bers of some of that firm’s underwrit- 
ing syndicates—but that, we believe, is 
merely an incidental phase of a com- 
prehensive insurance interest. The firm 
as insurance brokers has always had 
very special and most intimate relation 
with the great insurance companies—it 
has, we believe, enjoyed the distinction 
of being known or described, or tagged, 
as “the companies’ brokers.” 

It is this fact on the one hand and 
the apparent development of an intimate 
connection with a leading firm of Lloyd’s 
underwriters that gives a very special in- 
terest to the announcement made this 
week. Obviously it is a development 
capable of a variety of interpretations as 
to its significance. The two firms are 
retaining their individuality to the full— 
the respective businesses will be under 
the same management as before, and 
conducted as heretofore entirely inde- 
pendently, but there will be closer and 
definite co-ordination in policy through 
the “high control,” by a holding com- 
pany, which will constitute in effect a 
“Cabinet administration.” 

The fact that the firms thus retain 
complete and full individuality seems to 
modify the private significance of the 
development, and to concentrate interest 
on its general—its insurance—signifi- 
cance. That is the phase which has 
been the subject of interested and curi- 
ous speculation in insurance circles this 
week. Bains are par excellence “brok- 
ers’—brokers among brokers; in that 
connection we may recall the valiant yeo- 
man work done by Sir A. Ernest Bain 
as president of the Corporation of In- 
surance Brokers—also it is a firm which 
has always been identified with a high 
conception of its function and duty in 
relation to its business: to insurance. 
And being associated very largely with 
ordinary insurances, i. €., non-marine, it 
has always had particularly close rela- 
tions with the companies—as we have 
said, it has been identified particularly 
as a firm of “company brokers.” Thus 
we state all interests: insurance—brok- 
ers—Lloyd’s companies, and over all, 
concerned for sound insurance condi- 
tions and practice. This, of course, is 
not the special prerogative or distin- 
guishing feature of any one firm of 
brokers, other eminent firms of brokers 
can be equally identified with a high 
conception of their functions and in their 
regard for sound insurance, but it is a 


phase with which the firm of Bain can 
positively be identified. It is from this 
aspect that the new fusion—or co-ordi- 
nation—arrangement strikes the imagi- 
nation. 

What reaction will it have in the re- 
lation of Lloyd’s and the companies; is 
it designed to have reaction on the re- 
lation of Lloyd’s and the companies? 
The internal arrangement appears to be 
of the freest possible description; the in- 
dividual firms are retaining complete 
identity and individuality; it is only—or 
primary—in administration policy that 
their combined influence will be felt. 

There is a disposition to read into the 
arrangement a move towards strength- 
ening the links between Lloyd’s and the 
companies, with a view to improving the 
conditions and practice of insurance in 
this country. There has for some time 
been a growing reconciliation between 
Lloyd’s and the companies. Of this 
there has been a signal public expression 
recently in the opening of the member- 
ship of the London Insurance Institute 
to Lloyd’s members and their staffs, and 
to brokers. On the other hand Lloyd’s 
has been coming into closer competition 
with the companies. Always pre-emi- 
nent in marine insurance, it has in the 
last twenty years developed as an impor- 
tant factor in non-marine insurances; 
and there is an anticipation that that 
development may go on with increasing 
force when it gets into its new home— 
which many regard as a symbol and a 
portent. Certainly a building which will 
be one of the most notable and con- 
spicuous in the city will bring Lloyd’s as 
an institution more definitely into the 
public eye. In insurance circles that 
move expresses a phase of reorganiza- 
tion—it is remarkable what actual reor- 
ganization is centering on the movement 
of the headquarters of Lloyd’s. And be- 
hind all there is the feeling that the con- 
ditions of insurance are not satisfactory. 
The canker of the marine market and its 
reactions are profound; there is general 
recognition that there is vital need for 
an improvement in the conditions of the 
market—marine and non-marine—in the 
interests of all concerned. Today the dis- 
tinction between tariff and non-tariff of- 
fices is merely nominal—except perhaps 
in actual ready association, and the 
growing friendly relationship of the com- 
panies with Lloyd’s only expresses an- 
other phase of this movement. The 
limitation, the control within proper 
bounds, of competition which is threat- 
ening to undermine the sound practice 
of insurance—or more comprehensively 
the proper co-ordination of the insur- 
ance affairs of the country—is the crux 
of the problem which besets the British 
insurance world at the present time. And 
there is the anticipation that this con- 
centration movement of the firms of C. 
E. Heath and A. W. Bain is an expres~ 
sion of that need and of a desire to meet 
it. Both are firms of a pioneer order, 
imbued with a desire to advance the 
cause of good insurance: and of British 
insurance. Mr. C. E. Heath personifies 
enterprise—and foresight—in insurance 
combined with a reputation for the high- 
est integrity: an enterprise which has 
often “taken the breath away” of other 
underwriters, but which by and large, 
has always been justified by success, and 
by the demonstration of a sound basis 
for the development. And even now, 
when he might be resting on his laurels, 
he is working as keenly as ever for the 
development of British insurance, and its 
organization on a wide, sound progres- 
sive basis. In its sphere the firm of 
Bain has also followed a broad progres- 
sive line of policy, and although its in- 
fluence has a different incident it may 
be equally important and profound in 
relation to the improvement of the con- 
dition of insurance affairs by reason of 
the wide and intimate connection the 
firm has with the insuring public. : 

These considerations are entirely 
journalistic and unauthorized, but they 
do express some of the points that have 
been canvassed in insurance circles this 
week. 
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N. J. Agents Ask 259% Commissions; 
Demand Uniformity in Whole State 


Over 300 Local Agents Attend Trenton Meeting; 
Vast Majority Denounces E. U. A. and Calls 
For Legislative Action; Hudson and 

Essex Counties Oppose Bill 


At the conclusion of what undoubtedly 
was the best attended and most spirited 
meeting held in many years, the New 
Jersey Association of Underwriters on 
Wednesday afternoon in Trenton went 
on record by a vote of 193 to 44 in favor 
of a 25% uniform commission scale for 
the entire state and likewise whole-heart- 
edly endorsed the proposed amendment 
to the Ramsey Act which would make 
commission uniformity compulsory. The 
only opponents to these steps were the 
Hudson and Essex County agents, who 
are now receiving more than 25% com- 
missions in these “excepted city” areas. 

To appease the Hudson and Essex 
County agents the meeting, immediately 
prior to adjournment, went on record 
as favoring a limitation of agents, with 
a maximum of two agents for each com- 
pany in cities of the first class and one 
agent apiece in all other cities and com- 
munities. This motion was offered by 
“Jim” Ransom of Jersey City and is in- 
tended to pave the way for cutting out 
hundreds of so-called unnecessary non- 
policy writing agents. 

More Than 300 Present 

When President Harry Godshall of At- 
lantic City opened the meeting in the 
Stacy-Trent Hotel at two o'clock he 
faced more than 300 agents from all parts 
of New Jersey who had come to argue 
the fire insurance commission situation. 
He immediately asked for discussion 
after saying that the association had 
never heretofore been otherwise than 
neutral on the question of uniform com- 
missions. Former Senator Edward L. 
Sturgess of Glassboro, Gloucester Coun- 
ty, in the southern part of the state, 
a local agent, rose and offered the fol- 
lowing resolution, later adopted without 
change, for consideration: 


Text of Resolution 

“Whereas, the fire insurance compan- 
ies, members of the Eastern Underwrit- 
ers’ Association, have attempted to put 
into effect in the State of New Jersey 
a scale of commissions which discrimi- 
nates between agents and unjustifiably 
reduces their earnings; and 

“Whereas, there kas been a general in- 
crease in the agents’ cost of doing busi- 
ness during recent years, without any 
increase in rate of commission; and 

“Whereas, a commission of at least 
25% is necessary for policy writing 
agents to pay the costs of rendering 
proper service to assured and company; 
and 

“Whereas, the average fire insurance 
rate of the State of New Jersey (while 
one of the lowest in the United States) 
has been such as to produce a fair un- 
derwriting profit to the insurance com- 
panies for many years past, and is suf- 
ficient to pay a commission of at least 
25%, as evidenced by a loss ratio in this 
state of 50% for the twenty-seven years, 
1900 to 1926 both inclusive, and an ap- 
proximate expense ratio in the United 
States of 45%, which includes an average 
commission to agents of approximately 
25%; therefore be it 

“Resolved, That this Association is op- 
posed to the commission agreements now 
suggested by the Eastern. Underwriters’ 
Association, or any other commission 
agreements that discriminate between 


agents in this state, and is further op- 
posed to non-policy writing agents re- 
ceiving other than brokers’ commissions, 
but this Association is in favor of a 
uniform commission rate of at least 25% 
for all policy writing agents; and be it 
further 

“Resolved, That the proper officers and 
committees of this Association be and 
they are authorized to take such action 
as may be found necessary to carry out 
this resolution.” 

Mr. Sturgess was. greeted with vigor- 
ous and prolonged applause from the 
vast majority when he finished reading 
the resolution. He then went on at 
length to explain its purpose, saying that 
the services of agents were alike through- 
out the state and should be compensated 
alike. He said agents in the adjoining 
county were receiving 10 to 15% more, 
which fact constituted gross discrimina- 
tion. 

A year ago the New Jersey agents had 
withdrawn a bill in the state legislature 
to force equal commissions everywhere 
because the Eastern Underwriters’ As- 
sociation had promised commission equal- 
ity and elimination of many other evils 
in the business, said Mr. Sturgess. The 
promises had not been kept, and now 
the agents feel compelled to seek legis- 
lative aid to remove alleged discrimina- 
tions. 

Anticipating opposition from Hudson 
County agents, Mr. Sturgess said that 
the large volume of business written in 
the excepted counties should compensate 
for any cuts in commissions. He de- 
clared that 18 out of 21 counties in the 
state feel that a 25% commission is al- 
together defensible. He called for wide 
support for the Ramsey Act amendment 
already introduced in Trenton, stating he 
had lined up so far five of the neces- 
sary eleven votes in the Senate and that 
the bill should pass both houses without 
any difficulty. 


Two Amendments Killed 


Mr. Ransom of Jersey City, leader of 
the small minority, jumped up to pro- 
pose a general cut.in commissions with 
the differences being returned to policy- 
holders. This was laughed out of order. 

William G. Hurtzig of Morristown said 
the north Jersey agents were being. dis- 
criminated .against frightfully by the E. 
U A. companies. The delay in the date 
of enforcement of the commission scales 





JOHN HANCOCK SERIES 





Life Insurance Trusts 


yours to take this route? 
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he characterized as no help, saying the 
only remedy left for the agents was leg- 
islation. 

Douglas S. Schenck of Jersey City 
made a strong defense of the present 
excepted city commissions, saying the 
Hudson County agents had demanded 
reasonably high commissions from the 
companies last year and had_ secured 
them. He admitted the services of all 
good agents is equal, but claimed a high- 
er expense ratio for agents operating 
close to New York City. Overhead writ- 
ing is a big problem for Hudson and 
Essex County agents, he declared. 


“We get a smaller commission on each 
risk now than the ordinary agent,” said 
Mr. Schenck, “because our insurance 
rates are lower. I believe it will be un- 
fortunate if this association takes action 
on a proposition upon which the agents 
are not agreed themselves. Any conclu- 
sive action will be detrimental to agents 
in some section of the state.” 

Jacob Strass of Hoboken likewise was 
very demonstrative in his opposition to 
Mr. Sturgess’ resolution. He saw in leg- 
islation the openine wedge to state fire 
insurance. He offered an amendment to 
the resolution to the effect that the 
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Is it a good thing for the proceeds of Life 
Insurance Policies to be handled Jn Trust? 
Life insurance companies and their agents are inter- 
ested in the welfare of the Beneficiary, as well as the 
Insured during his life. Where arrangements have 
been made for the insurance to be paid in a lump 
sum, it is manifestly a good thing for the Beneficiary 

to have the money cared for In Trust. 

Almost every lawyer, banker and business man 
knows of cases where insurance money left for wife 
and children has been dissipated. Do you want 


One method is to have payments made by Annuities 
or Monthly Installments. 
arrangement is to have the money go into Trust, 
administered through a reliable trust company or 


Another | satisfactory 


This subject is fully treated in the John Hancock 
book, entitled “Estate Conservation and Life Insur- 
ance Trusts,” which will be sent on request. 


Cubtyar 7 
Lire INSURANCE COMPANY 
oF BOSTON. MASSACHUSETTS ; 
Insurance in force $2,750,000,000 on over 6,000,000 policies, 
If your policy bears the name 
John Hancock it is safe and secure in every way. 


SIXTY-FIVE YEARS IN BUSINESS —--———— 





FE. U. A. pay all ordinary territory agents 
a 25% commission. 

At this point Philip H. Bruskin of 
New Brunswick read a letter received 
last week from President Bissell of the 
E. U. A. replying to the recent com- 
plaints offered by a large group of New 
Jersey agents. The letter follows: 


Letter From R. M. Bissell 


“While I have not had intimate touch 
with the various meetings, negotiations 
and discussions which have been had 
concerning business in the northern por- 
tion of New Jersey, I am advised on 
very good authority that the first para- 
graph of the reasons ‘why the agents of 
the eighteen counties in New Jersey were 
opposing the new commission agree- 
ments’ contains a statement which though 
undoubtedly sincere can nevertheless 
hardly be substantiated. 

“As we understand it, the committee 
has tried to work out a defensible com- 
mission plan for the entire State of New 
Jersey. No promise was made that all 
conditions should be remedied at once or 
that any condition would be set up prece- 
dent to the issuance of an agency agree- 
ment. As a matter of fact, agency 
agreements were not discussed. 

“It is true that the committee was told 
that information with respect to affairs 
in New Jersey would be published in the 
Journal of Commerce. This is the only 
way in which it would have been poss'- 
ble to reach a very large number «f 
agents. The article referred to in your 
second paragraph touches upon a res 
lution passed by the executive committe’, 
simply as a recommendation to the a: 
sociation. The executive committee has 
no authority whatever to regulate ratcs 
of commission but may only recommen | 
such rates to the association for its ac- 
tion. The association itself is the onl 


body that can validate or determine rate: 


of commission. 
“I may add that New Jersey matte: 
are having and will have during the nea 
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Hugh Lewis Reviews 
Developments Of 1927 


FINDS U. S. BUSINESS BETTER 





L. & L. & G. Manager Takes Up Credit, 
Marine, American and Conti- 
nental Insurance 





Liugh Lewis, general manager of the 
Liverpool & London & Globe at the home 
ofice in England, and a brilliant student 
of Lie business, has written a review of 
1927 events and conditions insurancewise 
for a spectal edition of the “Yorkshire 
Pos: of Yorkshire, England. In this re- 
view he discusses interestingly the im- 
provements in American fire insurance, 





HUGH LEWIS 


marine insurance problems, the growing 
number of restrictions imposed upon for- 
eign insurance companies in the European 
Continental countries, British colonial 
conditions, credit insurance and other 
subjects of importance. 

At the outset of his review he launches 
into comment upon the Mississippi and 
the New England floods, saying: 

As far as these islands are concerned, 
the year has not been marked by any 
spectacular development in the insurance 
world. Although problems of manage- 
ment and underwriting have by no means 
been absent it has been a year of steady 
progress from which the majority of 
companies emerge in a stronger financial 
position, with increased business and 
with brighter prospects for the forthcom- 
ing year. 

As in 1926, the United States contrib- 
uted the most sensational catastrophe of 
the year—once again in the familiar 
shape of a windstorm—perhaps more 
correctly termed a tornado—which in the 
space of a few minutes did £2,000,000 
damage to property and caused death 
or injury to over 1,200 citizens of St. 
Louis. The devastating floods in the 
Mississippi Valley during the late spring, 
and in the New England States in Oc- 
tober, happily did not affect British in- 
terests to any serious extent, although 
they left underwriters pondering what 
mi:ht have happened if the menace to 
the threatened City of New Orleans had 

en realized. For in that event public 
services of all sorts would have been 
seriously disorganized, if not entirely 
discupted—a danger happily averted by 
th. skill of American engineers. By dy- 
Naniting the many miles confining the 
course of the mighty river above the 
level of the surrounding land—and by 
sacrificing vast areas of agricultural and 
forest land, a vent was provided for those 
gr at waters which were threatening the 
metropolis of the South. 

Amalgamations in 1927 
‘wo projected purchases of some con- 


sequence were announced towards the. 
close of the year. The first of these 
was the “Royal Exchange’s” offer to 
purchase the shares of the “Motor 
Union.” This agreement, following as 
it does their ownership of the “Car & 
General” which they have turned to 
such good purpose will give the Royal 
Exchange an outstanding position in 
motor insurance. The second amalgama- 
tion is that of the “London Life” and 
“Metropolitan Life’—two mutual socie- 
ties whose combined assets exceed £18,- 
000,000. There can be no doubt that 
the policyholders of both associations 
will benefit from the union. 

The year must be counted as a sat- 
isfactory one for fire business at home, 
for the wastage from fire has happily 
proved less than that experienced for 
some years. 

At a time when any reduction in the 
economic loss from fire damage is of spe- 
cial importance to the community, it is 
perhaps not inappropriate to emphasize 
that the insurance companies, while “dis- 
tributing” loss in the ordinary course of 
their business on the principle of sharing 
one another’s burdens, are at the same 
time most actively engaged in prevent- 
ing it. The companies’ method of dis- 
crimination in assessing rates for fire 
insurance encourages better construction 
and equipment of buildings and the seg- 
regation of hazardous processes; but it 
is not so generally known that the of- 
fices maintain a number of organizations 
for direct salvaging operations. 

Damage by storms and floods has been 
caused throughout the country on an un- 
usually severe scale, and has occasioned 
a growing demand for insurance cover 
against these perils. 

Aviation insurance, which at the con- 
clusion of the war, appeared to show 
promise of assuming some importance, 
has not developed to the extent anti- 
cipated, except in respect of personal ac- 
cident cover for passengers on the rec- 
ognized air routes. 





Marine Insurance Results 

Although there has been no great im- 
provement in rates, it is generally anti- 
cipated that underwriting results of 
1927 should be slightly better than those 
of the previous year. In many reports, 
however, the 1926 account is that which 
will be closed December 31, 1927, the re- 
sults of which in all probability will be 
disappointing. 

The number of serious casualties from 
sea perils has probably been rather 
heavier in 1927 than in the preceding 
twelve months. Inquiries have been in- 
stituted as to the causes of the out- 
breaks of fire on board ship which, it is 
hoped, may be instrumental in bringing 
about a greater immunity from this se- 
rious risk. 

Hull business, which for the three 
years ending in 1926, had generally 
shown a loss, should now begin to bene- 
fit by the recent agreement among un- 
derwriters, which has been well sup- 
ported, but cargo business continues to 
give poor results; indeed, it appears that 
results have become worse during the 
year. The position had, in fact, become 
so serious that in June last a confer- 
ence was held in London of company 
chairmen and underwriters to consider 
corporate action for improvement. Un- 
less some scheme can be evolved to re- 
strict the wide cover given today and 
to check indiscriminate rate-cutting, it 
is hopeless to expect satisfactory re- 
sults from marine underwriting. 

Credit Insurance 


In credit insurance the outstanding 
event of the year was the inauguration 
by the Government of the new Export 
Credit Guarantee Department scheme, 
which guarantees the payment at matur- 
ity of sterling Bills of Exchange drawn 
on buyers overseas in connection with 
the export from this country of goods, 
wholly or partly produced in the United 
Kingdom. Credit insurance has received 
much attention on the Continent of 
Europe, where, during 1927, a number 
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WORLD 
VISIONS 


In 1624 an amazing oar- 


lled vessel crept be- 
saci the surface bs the 
Thames River. James I, 
King of England, and 


CORNELIUS von DREGEL 


inventor, were passenger and 
navigator of this first success- 
ful submarine. A ridiculed 


dream realized gave substance 
for the epochal improvements 
of John Holland and Simon 
Lake in our time. To be realiz- 
ed, athing must First be vis- 
ualized-a thought to dwell 


on. It isthe desire and effort of 


THE WORLD FIRE AND MARINE 
INSURANCE COMPANY 


to assist its agents in every 
way to develop possibilities 
in theit field, sothatthey - 


can give aswell as ~ 


“Get the Best in THE WORLD’ 
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Nat'l. Liberty To Write SECURITY FIRE GAINS 
Aircraft P. D. Covers That Company and East & West Soth 
Had Good Years in 1927; Securiy 


HAZARD CONSTANTLY GROWING 


President Tompers Shows Need for 
Insurance Due to Big Increase 
in Commercial Flying 


The National Liberty is the latest 
company to write aircraft property dam- 
It will insure property 
owners against direct loss and damage 
caused by the falling of aircraft or its 
parts. The tremendous expansion of 
commercial their routes 
increased the 
danger from aircraft and the new pol- 
icy has been developed to 
hazard. 

According to President George U. 
Tompers, more than 12,000,000 miles were 
flown by mail and commercial pilots in 
the first six months of 1927 and esti- 
mates show an air mileage in excess of 
25,000,000 for that year. If mileage cov- 
ered by Army and Navy planes is added 
to this figure the total is appreciably 
larger. Already there are more than 800 
airports in existence and 1,000 will be in 
operation by the close of 1928 if plans 
now under way are carried out. While 
experience shows fatalities to be rela- 
tively few, accidents and forced landings 
are quite common and the damage 
caused is a mounting loss against which 
property owners hitherto have been un- 
able to insure. 

“As examples of property damage oc- 
curring within the past three months,” 
says Mr. Tompers, “we cite the destruc- 
tion of a dwelling house and garage in 
Pensacola, Fla., caused by the falling of 
two airplanes following a collision in 
air; the demolition of a bungalow near 
an Ohio airport as the result of a forced 
landing, and more unique, damage from 
the dropping of a wrench through the 
roof of a residence down into the base- 
ment. An outstanding example of de- 
struction is recalled in the loss of life 
and heavy damage sustained by the Na- 
tional Bank of the Republic, Chicago, 
several years ago, when an accident pre- 
cipitated the engine and mechanism of 
an aircraft through the bank's skylight 
and started a fire. 

“The standard fire insurance policy 
provides that when any part of an in- 
sured building or its walls falls, the pol- 
icy is automatically cancelled. Damage 
from fire following damage by aircraft 
is therefore not covered by the stand- 
ard policy. The new policy thus pro- 
vides protection not obtainable in any 
other manner and gives a form of in- 
surance needed especially by owners of 
property adjacent to airports. It does 
not insure owners of aircraft against 
damage their machines may cause.” 
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A High Degree 
of SAFETY 


i INSURANSHARES MANAGEMENT COMPANY in its an- 
alysis of the stocks of leading Insurance Companies 
against which INSURANSHARES TRUST CERTIFICATES 























| are issued gives special attention to the factor of 
‘A financial strength. 
| The approved companies have enormous surplus and 
Ke reserves carefully and expertly invested. Some idea 
of their financial strength may be gained from the 
in fact that the invested capital of the corporations 
ny whose stock issues underlie and secure INSURAN- 
4 SHARES TRuST CERTIFICATES aggregate over EIGHT 
HUNDRED MILLION DOLLARS as follows: 
Capital... Serapiare rea tore 66 $261,500,000 (100% ) 
Y Surplus and Reserve... . .$558,300,000 (213 % ) 
7 
r, A surplus factor of cide of over 213%! 
y The purchaser of INnsuRANSHARES TRUST CERTIFI- 
y, CATES buys a pro rata interest in a business that his 
shown a continuous record of growth and prosperity 4 
‘ in bad times as well as good times. The safety is 
unquestioned. The expectation of a fair and increas- 3 
j ing yield, together with gain in the capital invested, 
is based upon what has happened in insurance stocks 9 
for the past twenty years. j 
& 
r INSURANSHARES TrusT CERTIFICATES are issued in ) 
small denominations to bring them within the reach 
é of everybody. _ 
‘ Send for circular explaining the advantages 
of this sound and profitable investment. 
o 
g T - 
INSURANSHARES CORPORATION 
¢ 67 Wall Street, New York :: Tel. Whitehall 9082 
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FLEMING IN OKLAHOMA 

A series of fire prevention talks are 
being made throughout Oklahoma by T. 
Alfred Fleming 
National Board of Fire Underwriters, 
under the auspices of the state fire mar- 
shal’s office. Mr. Fleming addressed the 
Blue Goose at the Huckins Hotel and 
the Oklahoma State Teachers College at 
Edmond. On Tuesday he spoke to the 
Rotary Club of Shawnee, Okla., and 
Wednesday he addressed the students of 
Southeastern State College at Durant, 
Okal. : 

CONCENTRATE 

Put it all in—your initiative, your en- 
thusiasm, your whole ability to see far, 
to think clearly, to develop old ideas and 
create new, every ounce of your personal 
efficiency, every pound of your power to 
plan and build. Give to the work you 
choose, your best brain product—Ex- 
change. 


of New York, of the 


Discussing the agent’s point of view 
as determining factor in the size of poli- 
cies written, the “Hartford Agent” makes 
this significant comment: “In the last 
analysis, the amount of business we do 
depend upon our own state of mind— 
upon our own belief in the value of the 
many forms of protection that we have 
for sale.” 

The use of window displays for agents 
is given a novel aspect in an article in 
a recent issue of the “Hartford Agent.” 
Among other suggestions the article pro- 
poses that the agent offer his window to 
display works of art from the local art 
museum or library, accompanied by a 
neatly lettered card explaining the pur- 
pose of the display. “Such an exhibit,” 
says the writer, “will remind people of 
the exhibit at the museum or library and 
will serve as excellent advertising for the 
agent.” 


Assets $11,700,000 


The Security of New Haven, an | its 
subsidiary, the East & West, hay - fa. 
vorable annual statements, the fi -mer 
showing a gain of $910,813 from wu: der 
writing and investments and the younger 
company showing $29,982. The ea: ings 
of the Security were $9.41 a share on 
the $25 par value stock and in adc tion 
it showed appreciation on investrients 
amounting to $503,063. The earnines of 
the East & West amounted to $2.5» per 
share, par $10 stock and $68,500 market 
appreciation on securities. 

The Security statement to the Cornec- 
ticut insurance department showed aq 
surplus over liabilities amountine to 
$3,269,276, compared with $2,644,473 as of 
Lecember 31, 1926, a gain of 19.8%. The 
company’s unearned premium reserve, 
reported as $5,850,454, showed an. in- 
crease of 3.1%. In common with insur- 
ance companies with substantial invest- 
ments, the statement reveals a large in- 
crease through market appreciation of 
the securities. The market value of 
holdings over book value increased from 
$702,027 to $1,205,691, or 72%. ‘Total ad- 
mitted assets showed an increase of 
8.9% and were reported as amounting to 


$11,701,610. 





NEW $500,000 COMPANY 


American Standard of Oklahoma City to 
Write Fire and Allied Lines; 
R. M. Eacock President 


The American Standard Insurance Co, 
with capital of $500,000, has been incor- 
porated by R. M. Eacock, George M. 
Nicholson and George J. Eacock, all of 
Oklahoma City. The company plans to 
write fire, marine, sprinkler leakage, hail, 
parcel post, water damage, explosion, and 
automobile fire, theft, collision and prop- 
erty damage. R. M. Eacock is president 
and Hubert L. Bolen, secretary. Mr. Ea- 
cock said that the company will begin 
to write for stock fire and marine in- 
surance within the next three months. 
The company expects to raise its capi- 
talized stock to a million dollars with 
a like increase in surplus, he added. Mr. 
Eacock is president-manager of the k. 
M. Eacock insurance agency of Okla- 
homa City. 





ON EUROPEAN CRUISE 


Several American insurance men and 
women are now approaching the Straits 
of Gibraltar on a cruise of the Medi- 
terranean Sea aboard the “Transylvania.” 
They include C. R. Perkins, retired as- 
sistant manager of the North British 
& Mercantile, and Mrs. Perkins; J. 
Grover Galloway, of Bowling Green, kKy., 
state agent of the North British, and 
Mrs. Galloway, and Mrs. Edna Carey, 
of San Francisco, connected with the 
“Adjustor.” 
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Yo LARES 
and 


PENATES 


The household gods of Roman 
mythology. The protectors of the 


home and its prosperity. 


Today the insurance companies 
have replaced those ancient gods and 
the protection they give to the mod- 
ern family is far more reliable than 


the uncertain patronage of tin gods. 


Insurance companies of today 





insurance companies with records 
like The Continental which for sev- 
enty-five years has protected the 
prosperity of American property 
owners, deserve the respect which 


the ancient Romans paid to their 





f Lares and Penates. 
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Automobile Shows 
Splendid Statement 


1927 EARNINGS $31 A SHARE 
Underwriting Profit and Other Gains 
Made on Reduced Volume of Busi- 
ness; Standard Fire Gains 
The Automobile of Hartford is con- 
tinuing its remarkable comeback from 
the collapse it experienced a few years 
ago under the strain of a too great bur- 
den of unprofitable automobile and ma- 
rine insurance business. The 1927 finan- 
cial statement of the company shows 
that it earned nearly $31 a share upon 
the 50,000 shares of capital stock of a par 
value of $100 each. The company showed 
an underwriting profit of $636,995 which 
is a splendid accomplishment considering 
the great difficulty all the fire insurance 
companies have been experiencing in se- 
curing any profit upon underwriting op- 
erations. The total net profit of the 

Automobile last year was $1,539,000. 

The company’s surplus of $1,616,273 at 
the end of 1926 was reported as $8,812,116 
as of December 31, 1927, a surprising in- 
crease of 46%. Total liabilities of the 
Automobile shown as $18,598,175 as of 
December 31, 1926, were reported as $11,- 
054,000 as of December 31, 1927, a de- 
crease of 37.3%. 

The volume of business written by the 
company was materially reduced by de- 
sign and this reduction automatically re- 
leased a large amount from reserves to 
surplus. The net premium income for 
1927 was $7,931,471, compared with $16,- 
299,630. This purposely made decrease 
amounted to 51.3%. 

Income from the profits on sale of se- 
curities was $172,005. The company’s to- 
tal income was $8,906,480, as compared 
with $28,124,292 in 1926, but the 1926 in- 
come was an abnormal amount due to 
the stockholders payment of $11,000,000 
into surplus. 

The net amount paid for losses in the 
year just ended was $10,443,974, or a de- 
crease of 44.6% from the payment of 
$18,823,243 in 1926. Total disbursements 
were $14,186,689 in 1927, compared with 
$27,827,051 in 1926, or a decrease of 
49.1%. 

The book value of bond and _ stocks 
was shown as $14,001,557, compared with 
$24,448,643 in 1927, or a decrease of 
42.7%. It would appear that this was 
largely due to liquidation of bonds. 
Stocks were reported as having book 
value of $3,294,250 as of December 31, 
1926, and $4,277,308 as of December 31, 
1927, an increase of 29.8%. That the en- 
hancement in values through the stock 
market was a contributing factor in the 
success of the company was indicated. 
The market value of securities over the 
book value was reported as $586,084 in 
1926 and $1.266,178 as of December 31, 
or a gain of 116%. 

Total admitted assets were reported as 
$20,406,064, compared with $25,214,448 in 
1926. The decrease was 18%. 

The total unearned premium reserves 
were shown as $6,144,608 as of December 
31, 1927, compared with $9,440,521 the 
year before. 


Standard Fire Gains 


The Standard Fire, affiliated with the 
Automobile, continues also to show 
progress. Although the net premium in- 
come showed only a minor increase the 
total income showed an increase of near- 
ly 4%, amounting to $1,245,100. The in- 
vestment gain was $174,412. The com- 
pany’s surplus was reported as $985,213, 
compared with $734,782 as of December 
31, 1926, or an increase of 34.1% and in 
addition a new reserve item of $400,000 
was set up for contingencies. The total 
unearned premiums showed an increase 
of 5.1%. The amount shown was $1,288,- 
350, compared with $1,224,996 as of De- 
cember 31, 1926. Total admitted assets 
showed an increase of 12.2%. The 





amount as of December 31, 1927, was 
$3,537,590, compared with $3,149,917 a 
year ago. 

The net premium income was $1,094,- 
772, compared with $1,077,632. The total 
interest and rents income for the year 
was $130,651, compared with $128,898 in 
1920. 

The Standard Fire showed a decrease 
of 19.6% in the net amount paid for 
losses, the total of which was $514,379, 
compared with $639,175 in 1926. Results 
showed a decrease of 11.3% in the com- 
pany’s disbursements, the total of which 
was $1,027,655. 

The book value of stocks and bonds 
was reported as $2,728,526, compared with 
$2,542,032 in 1926. This item of the com- 
pany’s statement showed a decrease in 
the amount for bonds and a substantial 
gain in the amount for stocks. The book 
value of stocks was reported as $680,742, 
compared with $349,591 as of December 
31, 1926. 

The Standard had an underwriting loss 
of $22,249, compared with $90,741 the 
year before. The gain from investments 
was $317,681 and the net gain was $174,- 
412, compared with $165,444 in 1926. The 
net appreciation in investments was 
$174,412 in 1927, compared with $57,865 
the year before. 





Missouri Rate Case 
(Continued from page 1) 


the justness of the present fire rating 
formula is not expected to be raised. The 
public is able to obtain excellent insur- 
ance protection at a lower average of 
rates than in previous years and little 
fault is found with the cost of insur- 
ance in this section of the country. The 
situation here is far more healthy and 
secure both for the companies and the 
public than in Missouri, for example, 
where if the rate reduction stands, the 
companies will be forced to refuse insur- 
ance to property owners in parts of the 
state where the experience is obviously 
unprofitable. 
Virginia Program Modified 


The Virginia situation begins to show 
a few rays of sunlight. The drastic rec- 
ommendations of the legislative investi- 
gating committee are likely to be curbed 
in part, according to late information 
from Kichmond. Some changes in ex- 
isting conditions may be made but the 
administration of Governor Byrd appar- 
cntly realizes the futility of attempting 
to push the Chandler program through 
the legislature unamended. 

An appeal on the Kansas rate changes 
will probably come up in Washington 
before the United States Supreme Court 
within three or four weeks. This case 
contains many essential features of the 
Missouri litigation and may serve as a 
substitute for getting the highest court 
of the land to express an opinion upon 
the validity of the type of rating for- 
mula initiated by Hyde of Missouri and 
now supported by Kansas and Yirginia. 

New Jersey appears to be creating the 
least interest of all. The problem in 
that state is, of course, radically dif- 
ferent from those previously mentioned, 
the companies there opposing a bill in- 
troduced in the state legislature at Tren- 
ton by local agents to secure uniform- 
ity of fire insurance commissions 
throughout the state on similar classes 
of risks. While this measure will un- 
questionably be opposed by company 
counsel when public hearings are held, 
fire executives in New York are paying 
practically no attention to the measure. 
They regard it as a foregone conclu- 
sion that the bill will be defeated ulti- 
mately for reasons of public policy. 

The injunction suit of the fire insur- 
ance companies against the Louisiana 
Insurance Commission was heard on 
Tuesday of this week at New Orleans. 
Another hearing will be held today at 
Jackson, Miss., on the resolution of a 
state senator calling for an investigation 
of fire insurance rates in that state. So 
added to the states already mentioned 
are these two Southern commonwealths. 














HE business man who carries fire 


insurance alone is only getting 50% 
of the protection he should have. Profits, 
rent, high salaries and many other items 
should be safeguarded against the time 
when fire might bring his whole business 


to a standstill. 


And an agent gets only 50% of the 
profits he should have when he sells fire 
policies and does not stress Use & Occu- 


pancy Insurance. 


Agents of this company are one hundred 
per centers. They believe in complete 
protection. Use & Occupancy insurance is | 
no mystery to them. They know every | 
phase of it, have studied its every advan- | 
tage. Whenever they sell or renew a fire 
policy they tell the complete, convincing 
story of Use & Occupancy. No alert busi- 
ness man neglects to take this important 
policy when it is properly explained to 


him. 


After all our agents’ unusual success 
with Use & Occupancy Insurance simply | 
lies in knowing how to Tell Them in | 

| 


order to Sell Them. 


“IVERPOOL, 
~ a0 LONDON 
GLOBE 


Insurance Co up 


Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St., New York, N. Y. 

















Western Dept. Pacific Coast Dept. 
CHICAGO SAN FRANCISCO | 
THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND | 
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Hugh Lewis On 1927 both of these countries, the former by meeting with increasing competition insurance companies through demands 
; reason of its having nationalized insur- from the native companies, which as for increased deposits, through excessive 
(Continued from page 25) ance into a Government Department time goes on, are in some instances bureaucratic supervision, and attempts 

; credit insurance companies have been known as the “Gosstrach,” and the lat- gaining greater financial strength and on the part of some foreign governments 
ter on account of unduly restrictive legis- appealing to the national spirit. These to secure protective conditions for. the 


While the primary object of credit in- 
surance is to facilitate the granting of 
credit by merchants and manufacturers, 
me Continental companies are extend- 
ine the scheme to cover outstanding in- 
sialments on goods bought on the hire 
purchase system, principally motor cars 
d many articles of luxury. This forms 
a class requiring the utmost underwrit- 
ine skill, and it may be questioned 
\hether the hazard in some instances 
insurable at all. 
it is difficult to foresee the future of 
credit insurances. The demand for it 
nay substantially increase, but, on the 
other hand, when the economic situation 
become normal, it is possible that 
need for such insurance will, to a 
ereat extent, cease. 

Review of U. S. Business 

Signs are not wanting that fire busi- 
ness in the United States, which has 
produced generally unfavorable results 
for some years past, will, in 1927, after 
making provision for reserves, show a 
ioderate underwriting profit. 

Fire losses have been lighter than for 
sme years past, and there has been an 
absence of serious conflagrations. There 
are also indications that underwriters 
are selecting their risks with somewhat 
ereater caution than has been the cus- 
tom in more recent years, and the ten- 
deney to write exclusively for volume, 
relying upon investment gains to over- 
take underwriting losses, is no longer 
so prominent. 

On the accident side it will probably be 
found that the increase in income by 
the leading British insurance companies 
in the United States will be less than 
in some immediately preceding years. 
Workmen’s compensation business has 
shown rather more favorable results than 
for many years past, giving rise to a 
hope that at last income and outgo may 
balance, or possibly a small profit may 
be secured. In motor insurance, the in- 
come has again grown substantially, but 
the losses have continued high, and have 
uecessitated an increase in rates aver- 
aging about 16%. In this section, the 
year saw the introduction: in Massachu- 
setts of a measure enacting that motor 
vehicle licenses should not be issued ex- 
cept to owners furnishing evidence of 
financial responsibility to meet claims for 
accidents caused by their vehicles. The 
effect of this measure was to cause 
motor owners to insure against common 
law risks, the rates for which were fixed 
by state authorities, and the working out 
of this departure has been watched with 
keen interest. In the limited time for 
which statistics are available, it appears 
that the claims cost has proved much 
higher than anticipated, and that sub- 
stantial increases in rates will be neces- 
sary. 


s 
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U. S. An Insuring Nation 

The United States is an insuring na- 
tion. Americans seck to protect them- 
selves against any contingency by insur- 
ance, a condition which is stimulated by 
the activities and ability of insurance 
avents and underwriters throughout the 
country. We find this prominent, for ex- 
ample, in surety business. Included in 
he term “surety” are various important 
classes of financial and other guarantees 
which surety and insurance companies in 
the U. S. A. conduct: ona scale alto- 
eether unknown in Great Britain. All 
these classes of surety business have one 
main element in common, namely, a fi- 
nincial basis. To a considerable extent, 
therefore, they demand — supervision, 
kiowledge and experience of a different 
order from that required in the general 
conduct of casualty or accident insur- 
ance, 

Insurance affairs on the 

irope have 


Continent of 
I not been marked by any 
e.ent of prominent importance. Brit- 
isi companies which formerly drew large 
incomes from Russia and Turkey, con- 
tinue to be almost entirely excluded from 





lation and other reasons. Other exten- 
sive parts of Europe are also closed to 
the direct operations of British compa- 
nies. In France, Belgium, and Ger- 
many, rates for industrial risks have 
reached a low level, due to keen com- 
petition for business. 

In Canada, the generally favorable fire 
results experienced during 1926 appear 
not only to have been continued, but 
improved upon during 1927. Some un- 
easiness has been caused by the action 
of the Governments of the Provinces of 
Quebec and Ontario in licensing a group 
of New England mutuals, without re- 
quiring them to make the deposits gen- 
erally asked from stock companies, 
which is at variance with the proced- 
ure of the Dominion Insurance Depart- 
ment. In the Canadian casualty field, 
competition continues exceptionally keen, 
and the results* for 1927 are likely to 
show but meagre profits. 

In Australia, South Africa, India and 
South America nothing of outstanding 
moment has occurred in 1927 in the in- 
surance world. British companies are 


companies are commanding increasing 
support from their insuring public. 

Japan, while still struggling with prob- 
lems arising out of the ee of 
the calamitous earthquake of 1923, suf- 
fered another serious visitation. True, 
in its effect, the earthquake which oc- 
curred in the Tango Province in March 
cannot be compared with the havoc 
caused in 1923, but nevertheless, the loss 
of life and property was considerable. 
As in the case of the Tajima earthquake 
of 1923, the Japanese companies, who 
were involved in the affected areas, have 
again stood firmly on their policy condi- 
tions, but are making, to such of their 
insured as are involved, a pro rata re- 
turn of premium for unexpired time. The 
equitable precedent set up as a result of 
the 1923 earthquake is now well-estab- 
lished. 


Foreign Legislation Restrictive 


There is today, in Government and 
legislative circles of certain countries 
abroad, a great and growing tendency 
towards restriction of the operation of 
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= Cold Fires Are Hot 





May not sound plausible, but its true. 


* * 


* K 


February is the month of cold fires, but they 
are just as hot as in July. 


* * 


* * 


Winter fires are cold work and because of 
the cold, freezing water, slippery ice, are more 
difficult than in summer. 


XK ok 
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Agents in all parts of the country find the 
month of February especially suited to solicit- 
ing Fire Insurance, Use and Occupancy Insur- 
ance and Sprinkler Leakage Insurance. 


* * 


Representatives of The Carolina Insurance 
Company, in soliciting this business, have the 
satisfaction of knowing that their company 
can and will handle the business to their 


satisfaction. 
x Ox 


* * 


If there is no representative of this Com- 
pany in your locality remember that depend- 


are 


able agents 
representation. 


The C 
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NEW YORK OFFICE 
59 MAIDEN LANE 


particule ir advantage of their own na- 
tionals. There is no doubt that. this 
policy of protection has introduced im- 
pediments in international dealings, and 
that the operations of insurance compa- 
nies are becoming increasingly difficult. 

It is of course strictly within the pre- 
rogative of a country to limit or ex- 
clude from within its borders the opera- 
tions of foreign insurance companies, yet 
there can be no question that it is in 
the interests of trade generally that fet- 
tering restrictions should be kept down 
to a minimum. 





PUT MESSAGES ON POLICIES 





America Fore Companies Initiate Sticker 
System to Explain’ Insurance 
Fundamentals to Public 
The 


surance 


America Fore Group of fire in- 
companies is trying to advance 
ihe relationship between the companies 
and the buyers of protection through the 
attachment on all policies by agents of 
stickers explaining the fundamental 
principles and aims of insurance. It is 
the belief of the companies that the 
message contained on the sticker will 
foster a clearer understanding of insur- 
ance by the policyholder and will in 
addition help to give the insurance busi- 
ness the dignified position in the com- 
munity to which it is thoroughly en- 
titled. Following is the’ message con- 
tained in the first sticker used: 
“Insurance is acknowledged to be the 
basis of credit as well as the backbone 
of commerce. A policy of insurance’ re- 
lieves the policyholder of a -responsibil- 
ity in whatever direction the insurance 
covers, be that fire, life or casualty. And 
by that relief is the policvholder able 
to add just that much to his energy in 
other directions. 


“No business in the’ United States 
functions more smoothly nor more fair- 
ly than insurance. No business that is 


on a safe and stable basis can possibly 
operate at less profit than the insurance 
business is operating on at the present 
time. And should insurance be unfairly 
attacked in the future. it is a matter of 
concern to you as well as to the insur- 


ance business. That your insurance 
company is successful is as vital to you 
as it is to the company itself, 


“Tnsurance has nothing to conceal. 
surance 


In- 
is performing a real benefit to 


your community and insurance is doing 
its share towards making the United 
States alien tll 


INDIANA PREVENTION CONTEST 


Cash prizes amounting to $1100 will 
a awarded pupils of Indiana elementary 
schools, who write the winning essays 
on fire prevention and fire protection in 
a contest which opened February 1 and 
closes February 21, according to Alfred 
Hogsten, state fire marshal. Any child 
in the seventh or eighth grade of a 
public, parochial or private school is eli- 
ecible to enter the contest. There are 28 
prizes, the lowest being $25 and the 
highest $100. “How to Prevent Fires in 
the Community” is the subject on which 
the contestants must write in order to 
have their essays given consideration. In 
each Congressional district, two prizes, 
$50 and $25, are being offered for the 


two best essavs. The winners of the 
two state prizes will be announced 
March 2 The first state prize is $100. 





MOFFATT TO DISCUSS SPECIALS 

Thomas C. Moffatt. of T. C.. Mof- 
fatt & Co., Newark, N. J., and. former 
president of the National Association of 
Insurance Agents, will be one of the 
speakers’ at the convention of the Fire 
Underwriters’ Association of the North- 
west which will be held in Chicago on 
February 28-29. Mr. Moffatt will dis- 
cuss the value of the field men’s work 
to the local agent. 
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Dart And Longnecker 
“American” Articles 


FORMER DEFENDS THE BROKERS 





Hartford Advertising Manager Shows 
How Business Has Gained Through 
Education of the Public 


Edward W. Dart, president of the 
well-known New York insurance broker- 
age firm of White & Dart, Inc., and J. 
W. Longnecker, advertising manager of 
the Hartford Fire, have written two of 
the leading articles in the first insurance 
section to be published by the New York 
“American,” which appeared on Tues- 
day of this week. Mr. 
defends the insurance broker, calling him 
a very necessary element in the insur- 
ance business over the whole country. 

Explaining how the insurance broker 
is of aid to business firms of national 
scope, Mr. Dart says: 

“A situation which is very difficult for 
the insurance agent to understand is the 
fact that so much of the large industrial, 
retail and wholesale insurance business 
of the country is placed with insurance 
brokers located in the large centres, and 
particularly in New York. 

“When one considers the tremendous 
spread of some of our large corporations 
it is easy to understand why it is almost 
impossible for the corporations to place 
insurance on their various properties lo- 
cally with the insurance agents, when it 
is so much simpler to place all of their 
business through one large insurance 
brokerage office, for example, in New 
York, which brokerags office will in turn 
place the insurance most conveniently, 
either directly with the offices of the in- 
surance companies here in New York, or 
with local agents if that is more de- 
sirable.” 





Dart strongly 


Longnecker on Education 

Mr. Longnecker’s article shows how 
the correct education of the public 
boosts the value of fire insurance and of 
securities of the various companies. The 
recent gains in stock market prices is 
evidence of the increasing confidence of 
the public in the stability and fundamen- 
tal honesty of fire insurance. 

“So it is a better understanding of 
what fire insurance is, in the light of its 
legal definition, that is changing the 
situation so rapidly,” writes Mr. Long- 
necker. “Owners of property, in read- 
ing about fire insurance, discover first 
of all that instead of buying anything, 
as buying is commonly understood, they 
actually took up somebody to go into 
a contract with them. Instead of simply 
buving a piece of paper they look for 
the representative of a big, strong com- 
pany, one that will undertake to pay, 
and will sign an agreement to pay the 
actual value of whatever that property 
owner possesses if that value is de- 
stroved by fire. 

“The definition says to ‘indemnify’— 
a word that, while not hard to under- 
stand, is a bit unusual. The short word 
‘pay’ is more familiar, and everybody 
knows exactly what takes place when 
they pay somebody else or when they 
are paid for anything. 

“Another important point and_ inter- 
esting fact that property owners are dis- 
covering for themselves is that an in- 
surance policy is a personal contract. It 
does not follow the property, nor, prop- 
erly speaking, insure the property at all 
though the language of the day gives the 
impression that it does.” 








J. Campbell Haywood 
ADJUSTER 


for STATE of CONNECTICUT 
Wide Experience Prompt Service 


Moderate Charges 
Tel, 221-4 Washington 
Cornwall Bridge P. O. 


Warren, Conn. 




















INSURANCE” 


cash money is invaluable 


when fire or wind or explosion 
ousts anybody from home 
or place of business. 








[Our Agents are aided very 
practically to supply this complete protection 





which is the Siamese Twin of Fire Insurance.] 





BUSINESS 


After Repairs Are Completed 
IN ABOUT 3 MONTHS 





NOTE: 


If there had been - - - 
* “Keep a Roof Over Your Head Insurance”, 
there would have been cash money with which 
to rent temporary quarters and all the FIRE 
insurance indemnity could have been used for 
repairs on this factory. 
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What Braniff Has to 
Say Upon Collections 


BURDEN OF UNPAID ACCOUN’S 





Phil Braniff Says Agents Who Don’t 
Collect Their Premiums Within Two 
Months Are Out All Profits 





Phil Braniff, member of the success- 
ful Oklahoma City insurance agency of 
the T. E. Braniff Co., has written to thie 
local agents that report to that general 
agency a fine letter on collections. This 
is one of the biggest and most constant 
problems fire and casualty agents have 
to face and any new ideas on the sub- 
ject are read with much interest. Here 
is what he has to say in part: 

“Outside of a cold fried egg, there is 
nothing in the world so depressing to 
put your hand on as a bunch of past-due, 
unpaid insurance accounts. There is this 
about a cold fried egg, you can throw it 
away but when you toss a bunch of pasi- 
due accounts in the old trash gobbler 
you’re just poor-farmin’. But past-due 
accounts and cold fried eggs have this 
in common, that it’s our fault when they 
get that way. But, getting out of the 
frying pan into the fire, we’ll now leave 
the chilly hen apple to the efficiency ex- 
perts and turn to page 1928 and take up 
the lesson where we left off. 

“Gentlemen, it is a proven fact that 
money can be made in the insurance 
business. A quiet investigation of the 
facts is now being carried on and the 
committee that is investigating the ru- 
mor will report this year, but in the 
meantime, I will explain how it is done. 
First, you get some prospects. Then 
you begin door-mattin’. After several 
applications of your feet upon their rugs, 
you connect for an application for in- 


surance. Then you deliver the policy 
and this is where the most important 
part of the whole transaction takes 
place. You say to the purchaser, 


‘WOULD YOU MIND GIVING ME A 
CHECK?’ He may do it. It is said 
to have happened once in Dubuque or 
Saskatchewan. If he does, you have 
made a profit. If he doesn’t you may 
NOT make a profit. If he doesn’t in two 
months you darn sure won’t make a 
profit. 

“Salesmanship is a test in commer- 
cial sportsmanship but COLLECTING 
is an art. The man who knows how 
to collect his accounts is the fellow with 
the heavy overcoat next winter. Per- 
— I can already feel next winter’s 
chill.” 





KNICKERBOCKER MERGER 


The Knickerbocker of New York, one 
of the Corroon & Reynolds group of 
fire companies, has completed its mer- 
ger arrangements with the Assurance 
Underwriters of America, Inc. The 
statement of the consolidated company 
shows a capital of $700,000, unearned 
premium and loss reserves in excess _ 
$2,060,000, net surplus of $1,250,000 and 
assets of over $4,000,000. The company 
will be continued to be known as the 
Knickerbocker. The company’s capital 
was increased to $1,000,000 last Decem- 
ber through the medium of a stock divi- 
dend of 150% on the common stock. 





AGENTS’ REGIONAL MEETING 


The first regional meeting of the Okla 
homa Association of Insurors for th 
year, has been announced by M. ! 
Williams. president, for March 9, at th 
Severs Hotel at Muskogee, Okla. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 





NEAL BASSETT, President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President and Secretary WELLS T. BASSETT, Vice-President and Secretary 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 





ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE CO., OF PHILADELPHIA, PA. 
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ORGANIZED 1854 


MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 





ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO., OF PITTSBURGH, PA. 





ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO., OF PITTSBURGH, PA. 





ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO., OF MILWAUKEE, WIS. 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE C0., OF CONCORD, N. H. 


HOME OFFICES 
NEWARK, NEW JERSEY 
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PHILADELPHIA, PA. CONCORD, N. H. MILWAUKEE, WIS. PITTSBURGH, PA. 
DEPARTMENT OFFICES 
WESTERN DEPARTMENT PACIFIC DEPARTMENT 
H. A. CLARK, Manager W. W. & E. G. POTTER, Managers 
844 Rush Street 60 Sansome Street 
CHICAGO, ILL. SAN FRANCISCO, CAL. 
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Promotions Made By 
Phoenix of Hartford 


VICE PRES. TEMPLE RETIRES 





Four Officers Advanced; Companies in 
Group Made Good Underwriting 
Profit During 1927 





Several important promotions were 
made by the Phoenix of Hartford at 
the annual meeting of the board of di- 
rectors of that company on Tuesday. 
Vice President Thomas G. Temple is re- 
tiring and is succeeded by George C. 
Long, Jr. Spencer T. Mitchell was elect- 
ced treasurer. Henry P. Whitman and 
Frank C. Hatfield, secretaries, were made 
vice-presidents, and Perrin C. Cothran 
was elected assistant secretary. 

During 1927 the Phoenix and its af- 
filiated companies, the Connecticut Fire 
and the Equitable Fire & Marine, made 
an underwriting profit of $1,421,919. 

Thomas G. Temple, vice-president since 
1898 and identified with the company 
since 1881, was elected a reserve officer, 
and in his brief remarks on this action 
President Milligan regretted the termina- 
tion of Mr. Temple’s active duty and 
appreciated the valuable services he had 
rendered. “I do not believe there is 
an executive in the business who has 
worked longer hours or worked more 
successfully,” was President Milligan’s 
tribute. 

The premiums written were 6% less 
than in 1926. The ratio for 1927 was 
47% and the expense ratio 45%. 

Company Financial Statements 

The net receipts from interest, divi- 
dends and rents amounted to $2,200,- 
000 and the market value of the assets 
of the three companies increased $5,947,- 
000. Profits taken on the sale of se- 
curities maturing in 1927 were slightly 
in excess of $800,000. 

Financial figures of the three compa- 
nies were as follows: 

Phoenix, Assets $40,711,000, an increase 
of $3,746,000; surplus $18,047,000, an in- 
crease of $2,580,000. 

Connecticut Fire: Assets $17,823,000, 
increase $1,677,000; surplus $6,161,000, in- 
crease transferred $1,000,000 to surplus 
late in 1927. 

Equitable Fire & Marine: Assets $5,- 
796,000, increase $524,000; surplus $2,733,- 
000, increase $276,000. 

In addition to the increases in sur- 
plus items, the three companies set up 
a special reserve of $1,750,000, and added 
$325,000 to reserves for taxes. 

The Phoenix owns a substantial inter- 
est in the Central States Fire Insurance 
Company of Witchita, Kan., and in a 
Canadian company, both of which are 
reported to be making — satisfactory 
progress. 

The directors of the Phoenix elected 
the following officers: President, Edward 
Milligan; vice-presidents, Thomas C. 
Temple, George C. Long, Jr., Henry P. 
Whitman and Frank C. Hatfield; secre- 
taries, John B. Knox, Edward V. Chap- 
lin, Fred C. Gustetter, F. Minot Blake; 
treasurer, Spencer T. Mitchell; assistant 


secretaries, Lee R. Ross, George W. 
Holton and Perrin C. Cothran. 
Thomas C. Temple has been connected 


with the Phoenix since 1886. He was 
born in Illinois in 1857, and began his 
insurance career in Chicago in 1881. He 
was for many years in charge of the 
company’s business in the middle depart- 
ment, with headquarters in Philadelphia. 
He was called to the home office as 
secretary in 1905, was elected a secre- 
tary in 1907, and a vice-president in 1923. 

Upon Mr. Temple devolved the diffi- 
cult task of supervising adjustment of 
the company’s losses by the San Fran- 
cisco conflagration. In recent years, in 
addition to his activities as an under- 
writer, he has devoted much of his time 
and attention to the financial affairs of 
the company, 

Henry P. Whitman was born in Louis- 
ville, Ky., in 1872. His education was 
obtained chiefly in the public schools 
of Fulton, N. Y., and his early insur- 


ance experience was gained largely in 
New York City, and later in Southern, 
Southwestern and Middle States. He 
represented the Phoenix in Louisiana 
and Mississippi as special agent from 
1906 until 1909, when he was transferred 
to Pennsylvania, where he served the 
company with marked ability until he 
went to the home office in 1914, becom- 
ing an assistant secretary in 1916 and 
secretary in 1923. Upon Mr. Whitman 
now devolves the supervision of the com- 
pany’s extensive business in the Southern 
States. 
Vice-President Hatfield 

Frank C. Hatfield was born in New 
York 45 years ago. After a brief period 
in the employ of the Sanborn Map Com- 
pany, he was engaged in office and field 
service in Oklahoma, Texas and Arkan- 
sas, in which capacity he gave an ex- 
cellent account of his stewardship until 
November, 1918, when he was transferred 
to take charge of the company’s business 
in middle department territory. He was 
elected an assistant secretary of the com- 
pany in 1923 and was promoted to a 
secretaryship in 1927. 

Spencer Trask Mitchell was born in 
Brooklyn in 1888, a son of Rev. Dr. and 
Mrs. Edwin Knox Mitchell, and was 
graduated from Princeton University in 
1910, entering the office of Spencer Trask 
& Co., investment bankers, shortly there- 
after. He served with his National Guard 
regiment on the Mexican Border in 1916 
and was mustered into federal service 
in 1917, from which in 1918, he was 
honorably discharged. In 1920 he formed 
a connection with a brokerage firm in 
Hartford and in 1923 he became mana- 
ger of the investment bureau maintained 
by this and another company. His knowl- 
edge of securities and his experience and 
duties in respect to investment matters 
have admirably equipped him for the of- 
fice of treasurer of an insurance com- 
pany. 

Assistant Secretary Cothran 

Colonel Perrin C. Cothran was born 
in South Carolina and obtained his edu- 
cation in the schools of Greenwood and 
Clemson College, from the engineering 
course of which he was graduated in 
1904. He spent the years from 1904 to 
1910 in engineering work in various lo- 
calities. His insurance career began in 
1910. He resigned from service as spe- 
cial agent of the Connecticut Fire in 
1917 to enlist in the World War. serving 
as a captain at Fort Meyer, Va., and 
later in France and Belgium, where in 
1918 he was promoted to.be a lieutenant- 
colonel of engineers for distinguished 
service at Ypres and other important 
points of conflict. Being mustered out 
in 1919, he returned to the United States, 
and joined the staff of the American 
Foreign Insurance Association, serving 
that organization in Brazil and the Ar- 
gentine until 1926. when he resigned, 
entering the employ of the Phoenix 
shortly thereafter for field work in the 
Middle States, with headquarters at 
at Philadelphia. His abilities and ex- 
periences have amply fitted him for an 
official position with the Phoenix. 


N. J. Meeting 


(Continued from page 24) 





future very careful consideration by 
company officials and we are greatly in 
hope that some reasonable understand- 
ing can be arrived at which will produce 
as great an amount of harmony and sat- 
isfaction as can be expected in a terri- 
tory where commissions have been so 
much unsettled and in many cases wide 
open for many years.” 


Dickinson Raps E. U. A. 


‘W. M. Dickinson of Trenton, a well- 
known agent, declared that he placed 
little stock in the promises of the fire 
companies. He said it was no longer 
possible to get the E. U. A. to carry out 
the reforms the agents needed. 

“We must do something to force the 
companies to do what they said they 
would do,” Mr. Dickinson stated. “It 
won’t get the agents anywhere to deal 
further with the E. U. A.” 


Dickinson’s statements were received 
with hand claps and cheers lasting near- 
ly two minutes. By this time seventy- 
five per cent of those present were 
clamoring for war with the companies. 

W. A. Founce, of Atlantic City, said 
it cost as much to do business down 
there as near New York in proportion 
to the amount of business written. He 
declared there are over 100 non-policy- 
writing agents in Atlantic City. He, too, 
urged all agents to get behind the Ram- 
sev Act amendment. 

Mr. Schenck was on his feet again 
asking that the agents treat with the 
companies by districts where conditions 
are alike. He believed this could be 
done successfully as the Hudson Coun- 
ty agents received. very few of the re- 
cent unfavorable contracts, many E. U. 
A. companies openly telling their agents 
not to sign them. Mr. Schenck is of 
the opinion legislative action is unnec- 
essary. 

Moffatt Opposes Resolution 


T. C. Moffatt of Newark, former presi- 
dent of the National Association of In- 
surance Agents, objected to the state 
association attempting to regulate com- 
missions in sections with which all agents 
are not familiar. He admitted Newark 
agents had had unsatisfactorv relations 
with the E. U. A., but he differed with 
the resolution advocates as to the best 
cure. 

“The resolution does not handle the 
competitive conditions in Newark,” said 
Mr. Moffatt, “and thev are in serious 
need of correction. The rest of the 
state is not competent, naturally, to reg- 
ulate conditions in Newark. These sub- 
jects have been avoided for years by 
this association because of a lack of com- 
mon ground. I would like to see the 
association pass a resolution that would 
express an opinion to which we can all 
agree relative to competitive conditions 
and leave each section to decide under 
what rates of commission it can operate. 
T think the Ramsey Act bill may lead 
ultimately, if passed, to the appointment 
of many more non-policy-writing agents. 
IT suggest the motion be tabled and the 
subject investigated.” 

Wild Excitement Prevails 

A vote on the amendment was de- 
manded and Mr. Ransom called for a 
roll call of the more than 550 names in 
the secretarv’s book. There was a chor- 
us of calls for a rising vote. President 
Godshall kept rapping for order, while 
Mr. Ransom and a few others sought 
the floor. The chair accused several 
members of attempting dilatory tactics. 
Finally the Strass amendment was killed 
by an overwhelming vote. 

Fred Cox, of Perth Amboy, made the 
final talk in favor of the resolution and 
he spared few words in his remarks on 
the E. U. A. He declared that “con- 
ference and co-operation are not wortha 
d——n in the State of New Jersey. I 
regret we have to resort to legislation. 
but we all should get like commissions.” 

The vote on the resolution was taken 
by roll call and consumed nearly half 
an hour, with 193 agencies voting for 
uniformity and 44 against it. 

President Godshall announced that the 
mid-year meeting of the association will 
be held on March 5 at the Stacey-Trent 
Hotel in Trenton, at which time more 
will come up on the commission problem. 








The appointment of Fowler & Kava- 
nagh as New York City agents for the 
fire insurance lines of the Queensland 
has been announced. The addition of 
the Queensland to the service of the firm 
of Fowler & Kavanagh will give that 
organization increased prestige in brok- 
erage circles. 





Mayper & Mayper, Inc, New York 
City, general insurance, has been char- 
tered at Albany with $10,000 capital. Be- 
renice B. Leeder, David Lazarus and 
Abram L. Epstein, 1440 Broadway, New 
York City, are directors and subscrib- 
ers. Alexander A. Mayper, 1840 Broad- 
way, New York City, is attorney for the 
corporation, 


— 


NAT’L. UNION ELECTIONS 





F. J. Breen Made Secretary of Com. 
pany; Several Other Advancements 
in Official Positions 


The National Union of Pittsbur: h, a 
the annual election of officers on ues. 
day of this week, elected Fred. J. | reen 
formerly assistant to President Cole 
secretary of the company, succe ding 
A. B. Doty. Mr. Breen was for nany 
years assistant to General Manager 
Mallalieu of the National Board of Fire 
Underwriters before going with th. Na- 
tional Union a couple of years ago, 
Other new officers of the National Union 
include L. A. Nunnick, second vice pres- 
ident, and W. H. Hetzel and Wm. Fin. 
gerhuth, assistant secretaries. 

_The following officers were re-elected: 
E. E. Cole, president; A. W. Mellon, 
vice-president; E. W. Hall, and J. F 
Guinness, vice-presidents; J. A. Dael- 
housen, assistant secretary; A. W. Me- 
Eldowney, treasurer, and W. A. Strouss, 
assistant ‘treasurer. 





RAZZ COMMISSIONER TAGGART 





Comedian Luke Barnet Takes The Role 
Of A Foreigner Demanding Right 
To Be Licensed 


Luke Barnet, the comedy waiter who 
has disrupted so many banquets when 
guests have thrown rolls at him after 
sufficient irritation, confronted Insurance 
Commissioner Taggart of Piennsylvania 
at a dinner of Pittsburgh insurance men 
a few nights ago. This time Barnet pre- 
tended he was a foreigner who was being 
deprived of his rights to be licensed an 
insurance agent. The more Barnet talked 
the more tangled became his plea and 
his dialect. 

The insurance men used the occasion 
to josh the commissioner in various ways. 
He took it good-naturedly and reiterated 
his stand on examinations for licensees. 
He said that there were lots of people 
who shouldn’t be licensed and he felt 
justified in keeping them out of the 
business. 





MADE A SPECIAL AGENT 


The appointment of W. M. Railey, Jr, 
as special agent of the Security, New 
Haven Underwriters, and the East and 
West for Louisiana, with headquarters 
at New Orleans, was announced _ this 
week. He succeeds H. B. Griffin who 
resigned to enter another line of busi- 
ness. Mayo Railey has been for several 
yars connected with the general agency 
of La Blanc & Railey in various under- 
writing capacities and as a special agent 
in the Louisiana and Mississippi fields. 
He will assume his new duties March 1. 





DIXON WITH GEO. LEISTE, INC. 

Frank H. Dixon, who was for many 
years connected with the McFalls Agen- 
cy and has recently been with the Stand- 
ard and the Tokio, assumed his new 
duties as special agent for the New 
York suburban territory for George 
Leiste, Inc., general agent of the Law 
Union & Rock and the Transcontinental 
Insurance companies. Mr. Dixon  suc- 
ceeds Alan Hudson, Jr., resigned, who 
recently became secretary of the [ong 
Island Fire now in the process of oryan- 
ization. He is well known both on the 
street and in the field. 





Valentine Brown, son of Charles R. 
Brown, insurance adjuster of Newark, 
who is located in The Prudential Build- 
ing, shot a 250 pound deer in the north- 
ern part of New Hampshire, on a recent 
hunting trip. Mr. Brown who resides 
in Woodbridge, N. J., made the trip to 
New England and back in an, auto n0- 
bile. 





Gaines & Silvey, Inc., New York | ity 
insurance business, has been chartered 
at Albany with $10,000 capital. Alex.n- 
der M., Gertrude P. Silvey and Thomas 
J. Gaines, New York, are directors nd 
subscribers. Almon C. Kellogg, Ncw 


York, is attorney for the company. 
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General Business in Fair Shape for 1928; 
Fire Insurance Competition Expected 
to Be Keener 





Fk TT. Cairns, vice-president of the 
Fir-man’s Fund, who was in charge of 
the Eastern department at Boston, Mass., 
tells why the fire insurance companies 
had a successful year in this section of 
the country during 1927 in an article he 
has written for the latest issue of the 
Fireman’s Fund “Record,” the company’s 
monthly home office publication. A com- 
bination of circumstances, running from 





EDWARD T. CAIRNS 


good weather through careful underwrit- 
ing and a number of other important fac- 
tors to pure good luck all contributed 
tc last year’s successful results. 
Speaking of business in New England 
and the East Mr. Cairns said: 
“Business in the northeastern section 
of the Untied States during 1927 has 
about fulfilled the general expectations 
as expressed by many commentators a 
year ago. The basic manufacturing in- 
dustries seem to have had a fairly active 


but not highly profitable experience; . 


manufactory of leather and shoes is re- 
ported as somewhat more prosperous 
than last year; cotton, woolen and silk 
industries have been only moderately 
active; the metal-working trades, includ- 
ing steel mills, have suffered somewhat 
from lack of demand for their products 
in the building ‘trade and automobile 
lines, but better demand for metals has 
been evidenced recently, and throughout 
the year one of the bright spots in this 
division has been demand for various 
lines of electrical machinery. 

“Fire insurance premiums have been 
on about the same level as last year, and 
many conditions of our business .have 
been improved by the operations of the 
Eastern Underwriters’ Association, now 
just a year old. 

“Companies as a whole have undoubt- 
ecly experienced a somewhat better loss 
ratio than for several years past. There 
can be no single condition responsible 
ivr this result but numerous factors have 
c ntributed, such as firmer rejection of 
poor business, unusually favorable 
weather conditions, constantly increasing 
tention to fire prevention work, re- 
iced moral hazard due to favorable 
edit conditions and a more active 
osecution of arson criminals and, final- 

the uncontrollable element of fortune, 
hich has been more favorable than 
ual, 

‘It seems fair to expect that the gen- 
al condition of business during 1928 


s.63ruo ap 


o 


industries. In the line of fire insurance 
there undoubtedly will be a greater de- 
gree of competition than has existed for 
many years; the need for conservative, 
careful underwriting will be as great as 
ever, but the opportunity for a good 
year’s result is open to those agents and 
companies who have the vision and am- 
bition to work cooperatively for it.” 


Christmas warmth, during the holiday 
season before last, in some instances 
rose to a pitch of flaming heat, says the 
National Board of Fire Underwriters. 
During one week of the Christmas cele- 
bration 245 known and recorded fires 
cost $50,357 in losses. These represent 
fires due exclusively to holiday celebra- 
tion, the cause of which are given be- 





low: 
Candles on Christmas trees.... 69 
LEMMA & O'CONNOR MOVE Short circuits and defective wir- 
Lemma & O’Connor, Brooklyn agents WIA soc te wedekcadaeetaceawess 62 
of the Commonwealth of New York, one Electric toys, carelessness and 
of the North British group of companies, defective wiring ............- 6 


have moved their offices to larger quar- 
ters at 16 Court street. 


FFRIE GIRL BURNED TO DEATH 
OLINE STOV 


|KEROSENE BURNS 
wiih Pan 


Christmas tree fires caused by 
carelessness, matches, smoking 


FATAL TO GIRL 


Farnungton N a. April 3.— 
Mamie Allen, 13-year old daughter of 
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The Menace 
of Flammable Liquids 


Hundreds of lives are lost and mil- 
lions of dollars worth of property 


Mm Over-heated off stove, 


destroyed every year by careless- 
ness or ignorance in handling gas- 
oline, kerosene and similar liquids. 


Petroleum and its products asa cause 
of fire is listed by the Actuarial Bu- 
reau of the National Board of Fire 
Underwriters as “strictly preventable,” 


It is the duty of agents, brokers and others 
engaged in the insurance business to co- 
operate with the authorities in reducing 
the loss of life and property caused by the 
careless use of flammable liquids. 


FIREMAN’S FUND 
HOME FIRE & MARINE 


Automobile Marine 
CHICAGO 


Fire 


SAN FRANCISCO NEWYORK BOSTON ATLANTA 


day motor tip plion 
rc w 


One of these fires cost $4,416. Four 
others varying in amounts below $2,000 
made a total of $5,698. Eleven fires of 
from $700 to $1,000 in losses cost a total 
of $9,595, and nine fires of from $500 
to $700 cost $5,366. The 215 remaining 
fires were all under $500 and amounted 
in full to $34,331. 





SAILS FOR SAN FRANCISCO 


Mrs. Helen Vilet, daughter of Frank 
Bock, president of the Ajax and Essex 
Fire, sailed last week on the Panama 
Pacific steamer “Venezuela,” bound for 
San Francisco. With her is her mother 
and her sister, June, seven years old. 
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Supt. Beha Issues New 
Mortgagee Clauses 


ARE EFFECTIVE FEBRUARY 1 





Old Standard Clauses Discontinued for 
Protection of First Mortgage Real 
Estate Interests 





Insurance Superintendent James A. 
3eha of New York this week ordered 
the discontinuance as of February 1 of 
two mortgage clauses which have been 
used in connection with fire insurance 
policies and substituted for them two 
others. The “New York Standard Mort- 
gage Clause” and the “New York Stand- 
ard Mortgagee Clause With Full Contri- 
bution” were put under the ban in order 


to prevent the use of any first mortgage 
clause for first mortgage interests un- 
der which the protection of the fire in- 
surance might be endangered. This is 
done because first mortgages on real es- 
tate are by statute designated as proper 
investments for savings banks and trust 
funds. 

Superintendent Beha’s ruling follows: 

“It being my judgment that there is 
no further necessity for requiring the 
use of the following named standard 
forms of clauses in the precise language 
heretofore required for the precise pur- 
pose indicated by the present captions, 
I hereby give notice that the use of such 
standard forms shall not be required on 
and after February 1, 1928, viz.: 


“‘New York Standard Mortgagee 
Clause.’ 
“‘New York Standard Mortgagee 


Clause with Full Contribution.’ 

“T also give notice that in lieu of the 
aforesaid standard clauses there shall be 
used on and after February 1, 1928, the 
following clauses, which have been ap- 
proved by me and will be filed by me 
as of February 1, 1928, in the office of 
the Superintendent of Insurance of the 
State of New York, which clauses, pur- 
suant to Subdivision 10 of Section 121 of 
the Insurance Law, will thereupon be- 
come the standard clauses for the pur- 
poses indicated by their respective cap- 
tions, viz.: 

Text of Clauses 
“‘NEW YORK STANDARD MORTGAGEE 

CLAUSE FOR USE IN CONNECTION 

WITH FIRST MORTGAGE INTEREST ON 

REAL ESTATE. 

“‘Toss or damage, if any, under this policy 
shall be payable t0......cccccccccccccccscsece 
BB cocccccccvcccccccssevceseccces mortgagee or 
trustee, as interest may appear, and this insur- 
ance, as to the interest of the mortgagee (or 
trustee) only therein, shall not be invalidated 
by any act or neglect of the mortgagor or owner 
of the within described property, nor by any 
foreclosure or other proceedings or notice of 
sale relating to the property, nor by any change 
in the title or ownership of the property, nor 
by the occupation of the premises for purposes 
more hazardous than are permitted by this pol- 
icy; provided, that in case the mortgagor or 
owner shall neglect to pay any premium due un- 
der this policy the mortgagee (or trustee) shall 
on demand pay the same. 

“Provided also, that the mortgagee (or trus- 
tee) shall notify this company of any change 
of ownership or occupancy or increase of hazard 
which shall come to the knowledge of said mort- 
gagee (or trustee), and, unless permitted by this 
policy, it shall be noted thereon and the mort- 
gagee (or trustee) shall, on demand, pay the 
premium for such increased hazard for the term 
of the use thereof; otherwise this policy shall 
be null and void. 

“‘This company reserves the right to cancel 
this policy at any time as provided by its terms, 
but in such case this policy shall continue in 
force for the benefit only of the mortgagee (or 
trustee) for ten days after notice to the mort- 
gagee (or trustee) of such cancellation and shall 
then cease, and this company shall have the 
right, on like notice, to gancel this agreement. 

“Whenever this company shall pay the mort- 
gagee (or trustee) and sum for loss or damage 
under this policy and shall claim that, as to 
the mortgagor or owner, no liability therefor ex- 
isted, this company shall, to the extent of such 
payment, be thereupon legally subrogated to all 
the rights of the party to whom such payment 
shall be made, under all securities held as col- 
lateral to the mortgage debt, or may, at its op- 
tion, pay to the mortgagee (or trustee) the 
whole principal due or to grow due on the mort- 
gage with interest, and shall thereupon receive 
a full assignment and transfer of the mortgage 
and of all such other securities; but no subro- 
gation shall impair the right of the mortgagee 
(or trustee) to recover the full amount of 
kates een eine pb hGse sen deinnanennaaaeenp an mee. 
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“ ‘*Attached to and forming part of 
“<*Policy No. 


“*(Signature for Company) 


Full Contribution Clause 


“‘NEW YORK STANDARD MORTGAGEE 
CLAUSE WITH FULL CONTRIBUTION 


FOR USE IN CONNECTION WITH 
FIRST MORTGAGE INTEREST ON 


REAL ESTATE. 


“Loss or damage, if any, under this policy, 
shall be payable to..........0- nk eenwuaema ae 
OG) 4525555 cksees saeeewe mortgagee (or trustee), 
as interest may appear, and this insurance, as 
to the interest of the mortgagee (or trustee) 
only therein, shall not be invalidated by any act 
or neglect of the mortgagor or owner of the 
within described property, nor by any foreclo- 
sure or other proceedings or notice of sale re- 
lating to the property, nor by any change in the 
title or ownership of the property, nor by the 
occupation of the premises for purposes more 
hazardous than are permitted by this policy; pro- 
vided, that in case the mortgagor or owner shall 
neglect to pay any premium due under this 
policy, the mortgagee (or trustee), shall, on de- 
mand, pay the same. 

“ *Provided also, that the mortgagee (or. trus- 
tee) shall notify this company of any change 
of ownership or occupancy or increase of hazard 
which shall come to the knowledge of said 
mortgagee (or trustee), and, unless permitted 
by this policy, it shall be noted thereon, and 
the mortgage (or trustee) shall, on demand, pay 
the premium for such increased hazard for the 
term of the use thereof; otherwise this policy 
shall be null and void. 

“‘This company reserves the right to cancel 
this policy at any time as provided by its terms, 
but in such case this policy shall continue in 
force for the benefit only of the mortgagee (or 
trustee) for ten days after notice to the .mort- 
gagee (or trustee) of such cancellation and shall 
then cease, and this company shall have the right, 
on like notice, to cancel this agreement. 

“In case of any other insurance upon the 
within described property this company shall not 
be liable under this policy for a greater pro- 
portion of any loss or damage sustained than the 
sum hereby insured bears to the whole amount 
of insurance on said property, issued to or held 
by any part yor parties having an insurable in- 








agents. 








NEWARK FIRE INSURANCE COMPANY 
Newark, N. J. 


Incorporated 1811 


A Company with a continuous 
and unblemished record of over 
a Century in protecting the 
interests of policyholders and 





terest therein, whether as owner, mortgagee or 
otherwise. 

““‘Whether this company shall pay the mort- 
gagee (or trustee) any sum for loss or damage 
under this policy, and shall claim that, as to the 
mortgagor or owner, no liability therefor existed, 
this company shall to the extent of such pay- 
ment, be thereupon legally subrogated to all the 
rights of the party to whom such payment shall 
be made, under all securities held as collateral to 
the mortgage debt, or may, at its option, pay to 
the mortgagee (or trustee) the whole principal 
due or to grow due on the mortgage with in- 
terest, and shall thereupon receive a full assign- 
ment and transfer of the mortgage and of all 
such other securities; but no subrogation shall 
impair the right of the mortgagee (or trustee) 


to recover the full amount of ........... eaiereete 
claim. 

EOP OT EET 

Attached to and 


“(Signature for Company).’ ” 


GORDON LEFT $336,000 
Colonel John W. Gordon, of Gordon & 
Brown, general agents at Richmond for 
the London Assurance and other compa- 
nies, who died recently, left an estate of 
$335,875. Major portion of his estate was 
left in trust to his widow. At her death 
it is to be divided equally among his 
three daughters. He left legacies to a 
number of friends and relatives and also 
bequests of substantial amounts to char- 

itable and benevolent institutions. 








E. J. McCULLOUGH AGENCY 

Edward J. McCullough, formerly su- 
perintendent of the brokerage depart- 
ment of the Travelers Fire, has estab- 
lished his own general insurance agency 
in Hartford. Mr. McCullough has been 
with the company since it began writ- 
ing business, and was previously with 
the National Fire. 
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DISCUSS FLAMMABLE LIQU: Ds 





Two Day Conference of Underwriters 
and Engineers at Wilmington, 
Del., Last Week 


William B. White, superintende: of 
the board of survey, New York | 5ard 
of Fire Underwriters, has returned ‘rom 
a two day conference held at Wilt ing- 
ton, Del., January 23-24, on flamn ble 
liquids. The committee was composi d of 
well known underwriters and oil i: lus- 
try engineers. Some of the things dis. 
cussed at the conference were coniain- 
ers, flammable liquids, specifications for 
gasoline tank trucks and amendmenis to 
the regulation of oil burning equip- 
ments. The use of safety solvents in 
dry cleaning establishments also was dis- 
cussed. 

The Committee on Flammable Liquids 
is as follows: H.L. Miner, H. E. New- 
ell, R. P. Anderson, Edwin L. Bardy 
E. A. Barrier, S. L. Burgher, Nathan 
G. Burgster, William B. White, R. M. 
Cadman, H. M. Carmichael, W_ E, 
Cooper, A. B. Cox, F. A. Epps, Charles 
H. Haupt, C. T. Ingalls, A. J. Kraemer 
C. B Langdon, I Osgon, W. C. Platt 
A. M. Schoen, E. J. Smith, R. P. 
Strong, J. S. Trump and Walter L., 
Wedger. 





ST. LOUIS TAX REHEARING 





Case Involving Insurance Companies; 
Exemption From Taxation Upon Un- 
paid Policy Claims and Legal Reserve 


The Missouri Supreme Court on Jan- 
uary 23 granted the city of St. Louis a 
rehearing in the seven insurance tax 
suits decided against the city on No- 
vember 18, last. 

In its decision last November the Su- 
preme Court issued an order quashing 
the record of assessments made by City 
Assessor Fred Gehner of St. Louis and 
approved by the City Board of Equali- 
zation against the American Automobile. 
The issues in the other six suits had 
been joined with the American Automo- 
bile case. 

The high court held that the insur- 
ance companies were entitled to exemp- 
tion from taxation on unpaid policy 
claims and legal reserves. 

_ The seven cases will probably be re- 
instated on the docket of the court in 
banc for resubmission at the April term. 





MADE NORTH BRITISH SPECIAL 


The North British & Mercantile group 
of companies has appointed another spe- 
cial agent for and divided the Virginia 
and North Carolina territory, TT. H. 
DeGraffenried, special agent in Virginia, 
is giving up the western part of the 
state and George G. Mosely, special 
agent in North Carolina, is being relieved 
of the western part of that state. C. C. 
Carson, who has been an engineer in the 
improved risks department of the com- 
panies, has become special agent of the 
western sections of both states, with 
headquarters at Greensboro, N. C. 





KENTUCKY COMMISSION BILL 


_ The Kentucky general Assembly now 
in session has several insurance bills. be- 
fore. it. One of these bills would pro- 
hibit fire insurance companies entering 
contracts or agreefhents to establish 
rates for the regulation of compen:a- 
tion paid to agents. This bill is spon- 
sored by agents of the Covington-New- 
port section, Kenton county distr ct, 
which have enjoyed higher commissi 1s 
as excepted cities, account of comp ti- 
tion from Cincinnati. 





LOCAL AGENCY CHANGE 
At Paducah, Ky., Bradshaw & Wil, 
Inc., one of the largest insurance ag: \I- 
cies in West Kentucky, has recer ly 
taken over the T. A. L. Miller agency, 
and Mr. Miller has gone with the Br:d- 
shaw casualty department. Miller |iad 


the Continental, Transcontinental, Roc|1- 
ester Department and Scottish Union. 
The Continental has made the. transicr. 
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Rate Case Will Not 
Injure Fire Insurance 


OPINION OF JOHN M. THOMAS 





Fire Association Vice-President Says 
All Rates May Be Changed; Favor- 
able Factors in the Lead 





Although he believes that the effects 
of the Missouri rate decision by the 
United States Supreme Court may lead 
to more turmoil, trouble and readjust- 
menis in the fire insurance business than 
any other single incident in the last 
twenty years, Vice-President John M. 
Thomas of the Fire Association of Phila- 
delphia nevertheless is convinced that 
the business is stronger today than ever 
before and will successfully rise above 
all the crises that it apparently now has 
to face. Mr, Thomas analyzed the cur- 
rent problems in fire insurance in a talk 
he delivered last week in Indianapolis in 
connection with the annual observance of 
Indiana Insurance Day and concluded his 
review by declaring that optimistic fac- 
tors far outweigh those of a darker hue. 

Summing up Mr. Thomas said the 
Eastern Underwriters’ Association af- 
fords a remarkable opportunity for bet- 
terment and constructive development; 
the insurance business is better under- 
stood by lawmakers and therefore less 
liable to destructive attacks of an unjust 
nature; insurance company securities are 
being purchased widely by the general 
public, reflecting confidence in the busi- 
ness, and fire underwriting itself is being 
conducted by men who have a better 
knowledge of the business than those 
who have gone before. 

Touching upon the possible outcome of 
the adverse decision in the Missouri rate 
case, Mr. Thomas said: 


Missouri Case Probabilities 


“The Missouri rate case reveals, if the 
decision shall stand as the law of the 
land, that in Missouri alone the business 
will be compelled to return to policyhold- 
ers some eight or ten millions of dol- 
lars. To part with such a considerable sum 
in cash is not a trivial incident in any 
circumstance, but when it is recalled that 
during all of the test period covered by 
the litigation, and since, the fire com- 
panies have collectively incurred losses 
and expenses, and set up reserve liabili- 
ties in a sum substantially more than 
they have earned in premiums, the hard- 
ship becomes a real one. 

“The losses from this individual case, 
however, important as they are, would 
be quickly absorbed in the vast business 
of insurance if the harm would stop 
there. But as Missouri goes, so goes also 
in all probability the Kansas rate case, 
which, while different in details, is prac- 
tically identical as to fundamentals. 

“If the harm stopped even then, the 
business would not suffer permanent in- 
jury, because the companies could and 
no doubt would so adjust the situation 
as to give them some hope of profit, or, 
ame in this, give up the contest and 
withdraw from the two affected states. 
But with the almost certain prospect that 
many other states, perhaps a majority of 
them, will demand and secure the same 
treatment, the situation becomes very 
grave, 

“In fact, some of the best minds in our 
pro fession believe that this very Missou- 
Ti rate case holds greater possibilities of 
evil consequences and necessity for cost- 
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ly readjustment and ‘turmoil and trouble 
than has been produced by any other 
single incident in more than a genera- 
tion. It is by no means extravagant to 
predict that it may require a rebuilding 
of the entire rate structure, in order that 
the business may save itself and continue 
adequately to serve the public, because it 
will compel the use of formula for com- 
puting the vital elements of solvency 
upon a theory and practice entirely at 
variance with that which forms the back- 
ground and present foundation of the en- 
tire scheme of rate building and profit 
computation. 


“However, there may be some who will 
contend that such revolutionary treat- 
ment may not be, after all, an. unmixed 
evil, when the appalling fact is remem- 
bered that the fire and lightning opera- 
tions of the 210 companies members of 
the National Board of Fire Underwrit- 
ing deficit during each of the six years, 
1921 to 1926 inclusive—the aggregate 
deficit for the period amounting to the 
huge sum of $145,900,000. on a premium 
= over of three and a half billion dol- 
ars. 


Taxation Far Too Heavy 


“The burden of taxation borne by in- 
surance companies is greater than that 
exacted from any other business in this 
country. Our friend, C. J. Doyle, terse- 
ly describes the tax situation in these 
words: 

“The insurance business of this coun- 
try was originally charged by the state 
for sufficient to cover the cost of its su- 
pervision. Today our states, almost with- 
out exception, compel insurance compa- 
nies to pay them many times the cost of 
supervision, the excess going into the 
general treasury for uses entirely for- 
eign to the original purpose. Thus, the 
state, in many instances, dictates the rate, 
increases the overhead cost in taxes, 
makes the company a hated, private tax- 
gatherer for the general treasury and 
compels companies to defend themselves 
as best they can against the criticism 
that the rates of insurance are too high.’ 

“Can anyone but the socialist justify 
these methods? Are they not morally 
wrong? Do they not keep and widen 





and deepen the channel for those indi- 
rect taxes which are the bane of busi- 
ness operations—the cause of waste and 
extravagance in public expenditures? It 
is easy to obtain money in this manner. 
The unsuspecting voter does not feel the 
touch of the iron hand of the state tax 
collector, and imagines his taxes are less, 
when, as a matter of fact, he is paying 
far more taxes indirectly than any hon- 
est government ever would have the 
courage or the temerity to impose upon 
him directly. 

“Notwithstanding the troublesome rate 
cases in Missouri, Kansas and Kentucky, 
the General Agency row in the Pacific 
Northwest, the unfortunate controversy 
and litigation in West Virginia, the un- 
satisfactory situation in Louisiana, the 
Bank of Italy ruction in California, the 
new wrinkle for hampering freedom of 
action in the way of agency qualifica- 
tion laws and departmental edicts in con- 
nection therewith, the business is on a 
scund footing, better perhaps than any 
one in this room has ever seen it. The 
remarkable opportunity for general im- 
provement afforded by the organization 
of the Eastern Underwriters’ Association 
will unquestionably be utilized to the 
fullest extent and to the ultimate better- 
ment of the position of companies and 
agents alike, and have a direct and bene- 
ficial effect on the character and effi- 
ciency of the service supplied to the in- 
suring public.” 


ELIZABETH ELECTION 


Jacob Reuter was elected president of 
the Board of Fire Commissioners of 
Elizabeth, N. J.,- replacing Dr. Otto 
Wagner, at the annual meeting of the 
board held last week. In addition to 
Mr. Reuter the board is composed of 
August Kacmarek, Dr. Otto Wagner, 
Charles S. Chandler and Grenville A. 
Harris. 

The annual report of the fire losses 
for the year just closed will be made 
public this week and will show a de- 
crease of $197,000 over that of 1926 and 
about $250,000 less than in 1925 which 
was the worst year since the organiza- 
tion of the paid fire department in 1902. 
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Virginia Proposals 
Face Some Changes 


MODIFICATIONS ARE _ LIKELY 





Public Hearings on Bills Now Before 
Legislature Scheduled to Begin 
On Next Monday 





Governor Byrd of Virginia and his ad- 
ministration are expected to give their 
endorsement to the fire’ insurance 
changes sought in the legislature by the 
Chandler investigating committee after 
several of the more drastic features have 
been removed. Opposition to some pro- 
posals is so great that it is tacitly ad- 
mitted the program of the Chandler 
committee faces the possibility of defeat 
unless certain compromises are made. 

A public hearing on bills placing the 
regulation of fire insurance rates under 
control of the state corporation commis- 
sion and to eliminate the present terri- 
torial zones in Virginia in accordance 
with recommendations of the Chandler 
rate-probing commission is scheduled to 
be held the evening of Monday, Febru- 
ary 6, before the house committee on 
insurance and banking of which R. Lind- 
sey Gordon is chairman. 

The bill proposing that the corpora- 
tion commission shall be given supervi- 
sion over rates provides that within six- 
ty days after enactment into law the 
fire insurance companies and other in- 
surers authorized to effect insurance 
against the risk of loss or damage by 
fire, windstorm, tornado, hail, lightning, 
automobile fire and theft shall organize 
a bureau to be known as the Virginia 
insurance rating bureau. 

This bureau shall make rates with the 
approval of the corporation commission. 
All schedules, rating methods, rules, by- 
laws and regulations must be approved 
by the commission. It is further pro- 
vided that the corporation commission 
is empowered “either upon its own mo- 
tion or at the request of any citizen of 
the state,” to investigate the necessity 
of a reduction of rates and, if companies 
are found to be making excessive profits, 
to reduce the rates. 

The commission is also empowered un- 
der the bill “after investigation to order 
removed at such time and in such man- 
ner as it shall specify any unfair dis- 
crimination existing between individual 
risks, classes of risks or territorial clas- 
sifications.” 

A joint session of the two legislative 
bodies was held last week for the pur- 
pose of hearing the members of the in- 
vestigating commission explain the sa- 
lient features of their report. 





WITH CORROON & REYNOLDS 


R. R. Wilde, general agent of the 
Western department of the Royal Ex- 
change, has resigned to become gen- 
eral agent of the Corroon & Reynolds 
group of fire companies. Mr. Wilde was 
for fifteen years with the North British 
& Mercantile, and about two years 
ago left to join the State Assurance as 
general agent. He became general agent 
for the Royal Exchange group when 
the State Assurance was taken over. He 
has operated in the Western field under 
Assistant Manager Waller . 





Directors of the Merchants & Manu- 
facturers Fire at a meeting last wek 
in New York elected Edward S. Inglis 
and P. A. Cosgrove, of the Corroon & 
Reynolds organization, as vice-presidents 
of the company. 








U. S. Mer. 
Robert R. Clark 





FOUNDED 1805 


Caledonian Insurance Co: of Scotland 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
United States Head Office 
555 Asylum Street, Hartford, Conn. 
New York City Office 
1 Liberty Street, New York 


Asst. Mgr. 
Arthur H. F. Schumm 

















Assets $9,693,251.89 


John, Gold & Platt Streets 








SCOTTISH UNION & NATIONAL INSURANCE CO. 
United States Main Office: Hartford, Conn. 
J. H. Vreeland, Manager 
Policyholders’ Surplus $4,150, 206.15 


A Nine Million Dollar Company, Fifty Per Cent of Whose Assets Will 
Cover All Liabilities 


HALL & HENSHAW, AGENTS 


New York City 











Page 36 






“UNDERWRITER 





February 3, 1928 








Henderson Agency’s 
Timely Advertisements 


RUNS AD BESIDE NEWS STORY 





Herkimer, N. Y., Firm Has Built Up 
Good Business by Taking Advan- 
tage of Public Interest 





The Henderson Agency of Herkimer, 
N. Y., has gained considerable favor- 
able publicity and a good reputation 
among New York State insurance agents 
by virtue cf its up-to-date advertising 
methods. “News From Home,” the 
monthly publication of the Home Insur- 
ance Co. of New York, is the latest to 
feature one of the advertising ideas of 
the Henderson Agency under the head 
of “Emergency Advertising Steps into 
the Light Cast by Fire,” showing how 
an agent’s newspaper advertisement 
alongside of the story of a local fire 
makes ideal publicity. 

“If you could step into the glare from 
a burning house,” says “News From 
Home, “and hold aloft a large sign to 
warn the neighbors watching the blaze 
that their homes may burn, too—that 
they would suffer a severe loss without 
adequate insurance, you would consider 
your act very effective publicity. And 
it would be very effective and timely 
because the damage or destruction of 
a neighbor’s house by fire strikes so 
near home. 

“Such a happening makes it easy for 
people to picture a similar episode with 
their property holding the center of the 
stage. 

“You get almost the same effect when 
you have your agency advertisement in- 
serted alongside a newspaper article 
which describes a local fire. After read- 
ing such a news item, the reader can 
see his own house in a similar predica- 
ment, so that your message falls on fer- 
tile ground. 

“This is the situation taken advantage 
of by the Henderson Agency. Their 
advertisement was set at the bottom of 
the page containing the news article and, 
in fact, was almost surrounded by it. The 
text of the article, which covered almost 
three full columns, described the damage 
done by fire, water and smoke. Tying 
right in with this, comes the illustration 
and caption of the advertisement. Then 
the balance of the copy raises the ques- 
tion in the reader’s mind whether his 
own insurance would cover the loss 
should his property burn—suggesting 
that the agency be authorized to increase 
the amount of the policy.” 


The Commercial Union has scored a 
ten-strike with the new blotter it is is- 
suing as a sales argument for automo- 
bile fire and theft insurance. The blot- 
ter is in the form of a 1928 license plate, 
colored red with the year and the letter 
“U” in white, and bearing at the top in 
small letters the inscription, “Insure your 
car today—tomorrow it may be too 
late!” This blotter cannot fail to gain 
attention and ought to arouse many car 
owners to a realization of the need of 
securing insurance promptly. 





FIRE PROTECTION BILL 


Under the provisions of a bill intro- 
duced in the New York Assembly by 
3ert Lord, Republican, of Chenango 
county, a new article 9-b is added to the 
executive law, making superintendent of 
state police a state fire marshal and 
creating bureau of fire protection. The 
bill is modeled upon the old fire marshal 
law of New York state repealed in 1915. 





Domestic Brokerage Agency, Inc. 
Brooklyn, insurance agency, has been 
chartered at Albany with $1,000 capital. 
Sidney Landau, Oscar F. Berg and Helen 
Seiden, Brooklyn, are directors and sub- 
scribers. Simon Berg, Brooklyn, is at- 


torney for company. 


E. R. JACOBSEN KILLED 





Popular Young Insurance Manager of 
Elizabeth, Struck by Train While 


Traveling in Auto 


Edgar R. Jacobsen, thirty years of 
age, manager of the insurance depart- 
ment of B. B. Miller & Co., realtors of 
Elizabeth, N. J., and secretary to the 
Board of Fire Underwriters of that city 
was instantly killed last Thursday eve- 
ning when an automobile he was driv- 
ing was struck by an express train at 
the crossing in Elizabeth. Mr. Jacobsen, 
who was one of the youngest insurance 
executives in New Jersey, was born in 
Elizabeth and was the son of Mrs. Peter 
C. Jacobsen. He was a graduate of the 
Battin High School and shortly after 
leaving school entered the employ of 
the firm of B. B. Miller & Co., real es- 
tate brokers, as clerk in their insurance 
department. His rise was rapid ‘and 
within a short time rose to the position 
of general manager of the insurance de- 
partment. 

During the war Mr. Jacobsen enlisted 
with the eleventh engineers and served 
more than two years. He was cited for 
conspicuous service and was decorated 
by General Pershing. After the war 
he returned to this country and again 
entered the employ of B. B. Miller 
& Co. 

At a meeting of the Board of Fire 
Underwriters of Elizabeth, which was 
held about ten days ago, Mr. Jacobsen 
was elected secretary to the board. He 
was a member of a number of insur- 
ance organizations throughout the state 
of New Jersey, and in spite of his youth- 
ful age, had a wide knowledge of the 
insurance business and at various times 
was called upon to speak before many 
civic organizations. 

Shortly before Christmas Mr. Jacob- 
sen’s marriage engagement to Miss Alice 
J. French, daughter of Mr. and Mrs. 
George W. French of Elizabeth, was an- 
nounced. The young couple were to 
have been married late this spring. Be- 
sides his mother, the deceased is sur- 
vived by five sisters. 





NEW SCHROEDER HOTEL 

Informal opening of the new seven 
million dollar Hotel Schroeder in Mil- 
waukee is of interest to insurance men 
cverywhere because the hotel is owned 
by and named after Walter Schroeder, 
president of Chris, Schroeder & Son Co., 
one of the large insurance agencies in 
the Northwest. The informal opening 
took place on January 25. The hotel is 
a twenty-five story structure, located 
upon one of the most important cor- 
ners in downtown Milwaukee, Wisconsin 
avenue and Fifth street. It is the tall- 
est building in Milwaukee and contains 
850 rooms, each equipped with bath. For- 
mal opening of the hotel is scheduled 
for February 18. 





CHARTER ZWEIG, SMITH & CO. 

Zweig, Smith & Company, Inc., New 
York City, insurance business, has been 
chartered at Albany with a capital of 
400 shares preferred stock $25 par value 
and 100 shares common stock, non par 
value. Henry M. Zweig, Malcolm K. and 
Archibald J. Smith, 85 John St., New 
York City, are directors and subscribers. 


PATERSON AGENTS MEET 

The Paterson, N. J., Insurance 
Agents’ Association recently elected the 
following officers: president, T. W. Cock- 
er; vice-president, H. E. Munz; secre- 
tary-treasurer, George Clair; assistant 
secretary, Charles E. Meek. Executive 
committee, E. H. Lambert, R. R. Rey- 
nolds, E. Olden, E, E. Dudley and S. 
D. Rumsey. 








Joseph V. Reilly, agent in. the Twenty- 
Third street office of the Travelers, who 
has probably written more insurance on 
the lives of railroad men than any other 
agent in the country, wrote 267 apps last 
year for a total of $500,000 business. Mr. 
Reilly specializes in salary deductions in- 
surance. 


MARSHALL HEADS NORTHERN 





Elected President to Succeed William 
Brewster, Chairman of the Board; 
Capital to Be $2,000,000 
James Marshall, who has been in fire 
insurance for close to forty-five years 
and who has a host of friends and ad- 
mirers in New York and elsewhere, was 
this week elected president of the North- 
ern of New York to succeed William 
Brewster who becomes chairman of the 


board of directors. Mr. Marshall has 
been an active worker in the New York 
Fire Insurance Exchange and the New 
York Fire Insurance Rating Organiza- 
tion and has been supervising the fire 
underwriting of his own company for 
many years. 

The board of directors also voted a 
semi-annual dividend of 714%, thus ad- 
vancing the annual rate from 10% to 
15%. The capital of the company is to 
be increased from $1,500,000 to $2,000,000 
and the par value of the stock reduced 
from $100 to $25. The new stock will 
be sold at 150% of par, thus adding 
$250,000 to the surplus account. Stock- 
holders will vote upon these recommen- 
dations at a meeting on February 27. 
With the addition of the new funds the 
Northern will have assets of over $9,- 
300,000 and a surplus to policyholders of 
$5,100,000. 





FIGHT ON ARSON GAINS 


Change in status of the fire marshal’s 
office, which was returned to the insur- 
ance department during the year from 
the department of public safety, is shown 
to have had a beneficial effect from the 
standpoint of increased activity in inves- 
tigating suspicious fires throughout 
Michigan in the tentative figures of the 
fire marshal’s office for 1927. According 
to a compilation prepared by Charles V. 
Lane, assistant fire marshal, nearly as 
many convictions were secured during 
the past year as there were arrests in 
1926. A total of 196 investigations were 
recorded in 1927 as against 163 in 1926. 
Arrests last year numbered 50 as com- 
pared with 29 in 1926 while 23 convic- 
tions were obtained during the past 12 
months, 11 were acquitted and there are 
still 16 cases pending. 





The Interstate Automobile Underwrit- 
ers’ Agency, Inc., chartered under Dela- 
ware laws with capital of 1,000 shares of 
stock non par value, has filed a certifi- 
cate of statement and designation in the 
office of the secretary of state to enable 
it to do business in New York state. 
Arthur E. Petersen is president of the 
corporation. New York office is 1 Park 
avenue, New York City. 





218TH YEAR 


SUN 


INSURANCE OFFICE, LIMITE) 


FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave. New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
Pacific Department 


N. W. Cor. Sansome and Sacramento Sts, 
San Francisco, Cal. 

















THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852 
Charles W Higley, President 
HOME OFFICE 


Hanover Building, 
34 Pine St., 

New York City 
Howie, Jarvis & Wright, Inc., 
General Agents 
Metropolitan District 
99 John Street, New York 














American Equitable 


Assurance Company 
of New York 


Assets, January Ist, 1927  $4,896,544.34 

Surplus to Policyholders $1,928,405.51 

Losses paid since organization 
$17,807,373.74 


Desirable fire insurance agents wanted 
who can give us a represent- 
atve business. 


Apply to 
HOME OFFICE 


92 William Street New York 








| 





O. J. PRIOR, President 





INCORPORATED 1868 


The Standard Sire Iusurance Cn. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 
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Royal Exchange Assurance 


THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 
in combination with 
CAR & GENERAL INS. CORP., Ltd. 
for full cover of Automobiles 
95 Maiden Lane, New York 
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CAIRNS SUCCEEDS MARSHALL 


Eastern Vice-President of Fireman’s 
Fund Transferred to Home Office; 
Charles C. Hannah Promoted 
Edward T. Cairns, vice-president of 
the Fireman’s Fund, who has been in 
charze of the Eastern department head- 
quarters at Boston, is being transferred 
to tne home office in San Francisco to 
take general charge of the company’s 
fre underwriting as the successor to 
john Marshall, Jr., who has just retired 
on account of ill health. Charles C. 
Hannah has been appointed to succeed 
Mr. Cairns at Boston. He has been as- 

sistant manager at Boston since 1922. 

\ir. Cairns is a veteran fire insurance 
mati and enjoys an excellent reputation 
as an underwriter and executive officer. 
He started his insurance career in 1892 
with the Factory Insurance Association 
at Hartford, later was with the improved 
risk department of the North British 
& Mercantile and in 1916 was elected 
vice-president of the Pennsylvania. He 
was made manager of the Eastern de- 
partment of the Fireman’s Fund in 1918, 
and was elected vice-president of that 
company and the,Home Fire & Marine 
in 1927. 

\Mr. Hannah got his insurance ground- 
work with the New England Bureau of 
United Inspection. He was then with 
the North British & Mercantile for sev- 
eral years in charge of New England. 
He became associated with Mr. Cairns 
in the New England office of the North 
British and went with the latter when 
he joined the Fireman’s Fund. The two 
have worked together with that com- 
pany now for six years. Mr. Hannah's 
promotion will be well received for he 
has a wide circle of friends in the East- 
ern states. J 

Ralph H. Goodwin, who steps into Mr. 
Hannah’s place as assistant manager, 
has been with the Fireman’s Fund in 
Boston since 1921 when he became head 
of the Eastern automobile department. 
Previously he had been with the Great 
American and Scottish Union & Na- 
tional in New York and was for two 
vears secretary and manager of the 
Eastern and New England Automobile 
Underwriters’ Conferences. Abel M 
Wood continues as second assistant 
manager. He has had a long and cred- 
itable service with the company and is 
an ex-president of the New England In- 
surance Exchange. 





NEW ENGLAND FIRE AGENTS 


The New England Fire has announced 
four agency appointments in the New 
York area. Jacob Newberger is met- 
ropolitan district agent, the S. G. Har- 
nett Agency, Inc., Brooklyn agent, Sam- 
ucl Horwitz also a Brooklyn agent, and 
Lockwood Bros. of New York and 
Brooklyn agents for the New York sub- 
urban area. 


WELLS, MEISSEL & PEYSER, INC. 

Wells, Meissel & Peyser, Inc., New 
York City, general agency for insurance, 
etc., has been chartered at Albany with 
$10,000 capital. Edgar T. Wells, 129 
Clinton Avenue, Jamaica; William L. 
Meissel, Ives Road; Hewlett and Percy 
A. Peyser, Elm Street, Woodmere, L. I, 
are directors and subscribers. Victor 
k. Kaufmann, 25 West Forty-third 
Sireet, New York City, is attorney for 
¢ rporation. 


CERTIFICATES GOING BIG 


Over 25,000 Auto Identification Slips 
Sent Out by National Association 
Within Three Days 


The new standard automobile insur- 
ance certificates of the National Asso- 
ciation of Insurance Agents are going 
like “hot-cakes.” Within three days 
after the public announcement of the 
availability of these identification cer- 
tificates over 25,000 were shipped from 
the New York headquarters of the As- 
sociation to agents who had ordered 
them in bulk for distribution to their 
assureds. Secretary-Counsel Walter H. 
Bennett reports that more orders are 
pouring in and that many of. them are 
from non-member agents who are ask- 
ing how they may become members of 
state associations so that they may avail 
themselves of the services offered 
through the certificates. 

Apparently the plan is accomplishing 
what it was intended to do, creating a 
desire in the minds of local agents to 
use instruments of service that help them 
in selling insurance and to affiliate 
themselves with organized agents’ asso- 
ciations. 





FIELD MEN’S MEETING 


Thirty Leading Topics Will Be Dis- 
cussed by Experts at American of 
Newark Conference 
Thirty speakers are on the list for the 
annual meeting of field men of the 
American of Newark to be held at the 
home office during the latter part of 
March. The topics assigned the speak- 
ers cover a wide range of subjects and 
cover the majority of important selling 
problems of the day. The names of 
those who will address the various busi- 
ness sessions of the three day meeting, 
together with the subjects they will talk 

on, follow: 

Bailey, Theodore F., “Transportation 
Insurance.” 

Bird, Robert C., “Use and Occupancy 
Insurance.” 

Blessmeyer, 
Profit.” 

Bridson, Percival, “Builders’ Risks In- 
surance.” 

Bryant, Walter H., “Profits Insurance.” 

Doremus, F. W., “Auto Fire Insur- 
ance.” 

Duskin, DeWitt, “New Appointments.” 

Eagle, C. F., “Inspections.” 

Elder, Edgar D., “Fire and Windstorm 
Losses.” 

Guempel, Herbert G., “Riot and Civil 
Commotion Insurance.” 

Haid, Charles M., “Auto Losses.” 

Hanlon, John J., “Leasehold Insur- 
ance.” 

Harrington, Russell, “Automobile Theft 
Insurance.” 

Hinkley, R. G., “Correspondence.” 

Hirsch, H. H., “Inspections.” 

Howell, Homer A., “Valued Policy.” 

Hunt, Carl M., “Collections.” 

Kelsey, Preston H., “Underwriting 
Profit.” 

Kietzman, L. E., “Fireproof and Sprin- 
klered Risks, Sp. Lk. Insurance.” 
McGilton, Leon, “Windstorm 

ance.” 
Plangman, Walter, “Relation of Agent 
to Company.” 
Prescott, C. A., “Rent Insurance.” 
Reiter, S., “Improvements and Better- 
ments Insurance.” 
Reynolds, W. L., “Combating Mutuals.” 
Riker, Lafon, “Moral Hazard.” 
Rives, Davis B., “Aircraft Damage.” 
Semple, J. A., “General Cover.” 
Shannon, W. G., “Fire Prevention.” 


Fred D., “Underwriting 


Insur- 


GOV. BYRD ON FIRE RATES 





Virginia Executive Tells Legislature 
Control of Rates Should Be Vested 
In State Corporation Body 
Governor Harry F. Byrd of Virginia 
Tuesday afternoon sent a special mes- 
sage to the Virginia Legislature in Rich- 
mond in which he said that the control 
of all insurance rates other than life 
should be vested in the State Corpora- 
tion Commission and that the commis- 
sion should have “adequate authority to 
relieve Virginia people in reducing such 
insurance rates as may be now excessive 
and full power to prevent discriminatory 

burdens in the future.” 

The governor endorsed in principle the 
recommendations of the special commis- 
sion to investigate fire and casualty in- 
surance rates and expressed the opinion 
that the State Corporation Commission 
should have original jurisdiction and all 
necessary authority. 

Opposing the creation of new govern- 
mental department to exercise this con- 
trol Governor Byrd said that it would 
be an unnecessary additional cost. The 
State Corporation Commission he says is 
the Virginia regulatory authority estab- 
lished to do full justice between the pub 
lic and those agencies selling public ne- 
cessities. 





LOUISVILLE BOARD DINNER 


E. M. Allen, Col. Forrest Braden And 
A. G. Chapman Will Be Principal 
Speakers at Fire Agents’ Meeting 
The Louisville Board of Fire Under- 
writers is planning to hold its seventy- 
fourth annual dinner at the Seelbach 
Hotel, Louisville, on Wednesday evening, 
February 15, with arrangements for 
about 200 to be present, including mem- 

bers and solicitors and their ladies. 

Smith T. Bailey, for the fifth year is 
chairman of the anniversary committee 
making the arrangements, stated that he 
had secured E. M. Allen, of New York, 
past president of the National Associa- 
tion of Insurance Agents, now vice-pres- 
ident of the National Surety, who will 
be the principal speaker. Col. Forrest 
Braden, of Louisville, a life insurance 
general agent, and former police com- 
missioner, will be another speaker. A. 
G. Chapman, who was recently elected 
president of the board, will preside as 
toastmaster. 

Arrangements have been made _ for 
some excellent music. However, the pro- 
gram will not be radioed this year, as 
it was last year, it being planned to wait 
until next year, when at the seventy- 
fifth annual meeting, a real program is 
planned. 


Many years ago the board started 
holding annual dinners, which are fi- 


nanced through fines paid into the or- 
ganization annually for failure to attend 
meetings, the fines being on a graduated 
scale, with increasing penalties for con- 
tinued absence. 





DOTY WITH FIRE ASSOCIATION 
The Fire Association of Philadelphia, 
with its allied companies, the Reliance, 
Victory and Constitution Indemnity, an- 
nounce the appointment of A. B. Doty 
as assistant general auditor. Mr. Doty 
has specialized in insurance accounting 
and system work for a number of years 
as a member of the Froggatt organiza- 
tion, and brings to his new position a 
broad experience in branch office and 
home office procedure. 


Smith, Frank N., “Office Systems.” 
Stalliday, Clarence J., 
surance.” 














Brevoont 


Madison Street, east cf LaSalle 
CHICAGO 


DOWNTOWN, near 
principal stores, 
banks, business 
houses and theatres, 
the Brevoort is pre- 
eminent among Chi- 
cago hotels for qual- 
ity of service at 
mederate cost. 


E. N. Mathews, 
President. 


R. E. Kelliher, 
Manager. 

















e 
N. Y. Licenses 

The following brokers’ licenses have 
been issued at Albany: 
on Lipschitz, 509 Fifth avenue, New York 
ity. 
Harry P. Stender, 50 78th street, 
Samuel H. Klein, 
City. 

George 
York City. 
Ralph Smith, 215 Montague street, Brooklyn. 
an F, Surano, 85 John street, New York 
ity. 

Murray Weiss, 130 Clinton street, 
Warren Y. Cluff, 289 Claremont 
Montclair, N. J. 
_ Charles Edward Gildersleeve, 
New York City. 
Maurice A. 

Yonkers. 
Rose Pollack, 180 Herzl street, Brooklyn. 


Brooklyn. 
1802 Broadway, New York 


Reisman, 77 Madison 


avenue, 


New 


Brooklyn. 

avenue, 
90 John street, 
Bleich, 311 


Flagg building, 


James C. Stewart, 31 Willoughby street, 
Brooklyn. 

Allison G. Ames, Main street, East Rock- 
away. 

_S. Flora Klein, 217 West 14th street, New 
York City. 

oP Everett Sarles, Depot Plaza, Bedford 
ills 


Stanley Newman, 8 West Fordham road, New 
York City. 

Abraham 
York City. 

Thomas J. 
Brooklyn. 

Walter 
Brooklyn. 

Henry W. J. Hammond, 130 Montague street, 
Brooklyn. 

Grover C. Hill, 369 Lexington avenue, New 
York City. 

Albert F. New 
York City. 

William Partels, 173 Crown street, Brooklyn. 

Charles Pisciotta, 81 Wilson avenue, Brooklyn. 

Jacob Jabs, 2403 Van Cortland avenue, Ridge.’ 
wood. 

Harrv Kurzman, 609 West 173rd street, New 
York City. 

Joseph P. Schell, 79 John street, New York 
City. 

Adolph H. Schroeder, 80 Maiden lane, New 
York City. 
Isidore 
York City. 
Patrick Francis Tiernan, 155-31 Jamaica ave- 

nue, Jamaica. 
Tessie E. Naylor, 52 


Blum, 225 West 34th New 


street, 


Cary, 233-A Brooklyn avenue, 


A. M. Fallon, 534 Mansfield 


place, 


Howard, 80 Maiden lane, 


Shapiro, 370 Seventh New 


avenue, 


Argyle road, Brooklyn. 


Race horses entered in selling or 
claiming races at a price less than the 
face of the policy will be automatically 
reduced and return premium paid ac- 
cording to a new plan announced by the 
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Established 1860 Under the Laws of the State of New York 





Tel. RECtor 7501 





MANAGERS 





Hartford Live Stock Insurance Com- 
“Explosion In- pany in a recent issue of “The Hart- 
ford Agent.” 
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Working Bogus Claims 
In Constantinople 


FRAUD DIFFICULT TO DETECT 





Underwriters Trying to Offset Attempts 
to Defraud Them; How Thefts 
Are Committed 





According to the Manchester Commer- 
cial, the cargo insurance market has of 
late been receiving evidence showing the 
ingenious manner in which bogus claims 
for lost and damaged cargo are arranged 
at Constantinople. It is, naturally, al- 
ways one of the greatest difficulties of 
marine insurance underwriters to detect 
fraudulent claims, for trading markets 
are widespread. Certain markets are 
never free from attempts to secure ille- 
gitimate profit out of insurance, and in 
such markets there are generally a num- 
ber of importers whose repute in misfor- 
tune runs outstandingly high. 

There are few underwriters who have 
not tales to tell of serious losses on goods 
bearing certain importers’ marks, for all 
the world as though the wind and weath- 
er could read and allot their damage. 
Such losses are usually only in one or 
two packages at a time, but in the ag- 
gregate they must run away with many 
thousands of dollars a year. Constan- 
tinople has never been the worst of mar- 
kets for fraudulent claims, but. it has 
never been a long way behind the worst, 
and the methods of arranging losses 
which appear to be adopted there are, 
no doubt, in use elsewhere. 

One way is by arranging a fraud on 
the part of the lightermen. Many light- 
ermen are quite ready, for due consid- 
eration, to appear before a notary and 
swear to anything. Their usual exercise 
apparently takes the form of swearing 
that while they were carrying goods 
from ship to shore certain packages fell 
overboard, the unfortunate packages 
meanwhile being safely hidden away in 
warehouses. On a falling market more 
cautious methods may be adopted. A 
wholesale dipping while in lighters will 
usually permit the speedy auction of a 
consignment, and the recovery of a good 
margin of profit (which slower methods 
would not have secured) out of the un- 
derwriters. In this case, as the survey- 
ors nominated by Lloyd’s agents are fre- 
quently incredulous, and sometimes in- 
quisitive, resort is had at the outset to 
surveyors of a more reasonable turn of 
mind. 

Latterly, lighterage losses have been 
more difficult to arrange, because the 
congestion of goods at Constantinople 
has been diminishing, and packages are 
not left so long in lighters. Ingenuity, 
however, has found another method. 
When packages (preferably cases) arrive 
on the quay, they are met by a servant 
of the importer, who proceeds surrepti- 
tiously to kick in the sides of one or 
two of them. The damaged packages, 
being damaged, gain access to a locked 
room in the Customs House, and when 
the surveyor arrives there is unquestion- 
ably a shortage. 

But there is no shortage in the goods 
when they reach the inspector’s ware- 
house. Nor is the Customs defrauded. 
The missing pieces are merely hidden 
awhile and repacked. For this little en- 
terprise, since bales are intractable, 
wooden cases are particularly desired, 
and, since buyers can generally get their 
way, are often obtained. The rewards 
of service, it is stated, are distributed as 
to 25% of the ‘ ‘winnings” to the im- 
porter’s servant, 25% to the Customs offi- 
cial concerned, and the remaining 50% 
to the importer. 

It is not altogether needless to add 


LONDON ASSURANCE HISTORY 





Written in England by Bernard Drew, 
Member of Staff. 

Bernard: Drew, a member of the staff 
of the London Assurance, has written 
a brief and interesting history of the 
corporation, which has just been issued. 
Mr. Drew has not neglected to deal with 
figures as an indication of the expan- 
sion in the business of the company 
since its incorporation by Royal Charter 
over two centuries ago, but the work is 
of much wider interest. Mr. Drew gives 
his readers a fascinating glimpse of Lon- 
don in bygone days, and reveals some- 
thing of the quaint character of former 
business conditions in the city. 

In those days of high prices one re- 
flects with envy upon an item in the cor- 
poration’s account books on February 21, 
1737, which registered a sum of one shill- 
ing paid “by order of the directors” for 
a pint of wine. It is of interest to note 
that the first fire with which the cor- 
poration was concerned was recorded on 
July 4, 1721, and occurred in Dove-court, 
which was ‘within a few yards of the 
present London Assurance building. <A 
chapter is devoted: to a brief account of 
the South Sea Bubble, and altogether 
the volume is attractive ‘and readable the 
illustrations being not the least attrac- 
tive feature. 





TO STUDY AUTO SITUATION 


The General Brokers’ Association of 
the Metropolitan District, Inc., has ap- 
pointed a special committee to ‘look into 
the automobile insurance situation as de- 
veloped through the recent publicity 
given to Governor Alfred E. Smith’s 
message to the Legislature. 

This committee consists of Charles A. 
Rogers, as chairman, and Harmon B. 
Swart, Joseph A. Donohue, Arthur Dor- 
man, Saul E. Rovics and John J. A. 
Banks as associate members. This com- 
mittee will study all phases of the situa- 
tion. 








that such frauds, which are more fre- 
quent than might be supposed, are paid 
for out of marine insurance premiums, 
which are essentially trust funds of trade, 
and that it is, therefore, in the general 
trading interest to take such precaution- 
ary measures (such as, for example, 
shipping bales to markets where cases 
give rise to too many losses) as suggest 
themselves. For the more flagrant cases 
of fraud traders would have a right to 
expect that the marine insurance market 
would take such steps as the compila- 
tion of a black book to protect the funds 
in its charge if only the marine insur- 
ance market were capable of looking 
after itself. 


Mutual Marine Co. 
Proposed for Greece 


HIGH HULL RATES ATTACKED 





British Markets Defend Charges and 
Say Adequate Rates Must Be Paid 
For First Class Insurance 





A cable from Athens says that owing 
to the high premiums demanded at 
Lloyd’s for the insurance of Greek ves- 
sels, the Shipowners’ Union, at a meet- 
ing held in mid-January, has decided on 
the formation of a mutual marine insur- 
ance company, with £500,000 ($2,500,000) 
capital. It is believed that the capital 
will be subscribed by local shipowners. 

Dealing with this subject the insurance 
correspondence of the London Times 


ays: 

“The published accounts of insurance 
companies have shown for years that 
much insurance has been provided at 
below cost price. A great deal of busi- 
ness has proved unremunerative. Of late 
the view has been-held strongly in the 
market that when results have been un- 
satisfactory, rates should be raised, and 
that greater discrimination should be ex- 
ercised between yessels of different ages 
and types. A number of Greek vessels 
are of old type. For instance, on Thurs- 
day the Greek steamer Dimitrios N. 
Ballias was chartered to load grain at 
Sar Lorenzo for the Continent. The 
vessel, which is ex General Degoutte, ex 
Australstream, ex Daltonhall, was built 
29 years ago. 

“The idea of discrimination in the case 
of the older vessels seems sound, and the 
agreement is approved by Continental as 
well as by all British underwriters. From 
the loyal support of this scheme by all 
underwriters something is hoped, in or- 
der that the business may be put on a 
better basis. It so happens that, since a 
large proportion of the Greek mercantile 
marine consists of old ships, a number 
are affected by the agreement. The mer- 
chants of all nationalities who deal in 
the cargoes require, however, absolute in- 
surance security, and for this it is rea- 
—" that adequate rates should be 
paid. 





AN AUTO PROTECTOR 


At the annual convention of the Colo- 
rado Sheriffs Association, held in Den- 
ver, Edward A. Gormley, special agent 
of the automobile protective and infor- 
mation bureau, Chicago, gave a demon- 
stration of a heat apparatus which 
brings back to visibility engine numbers 
of automobiles that have been ground 
down, the numbers being easily read. 





A. Alphonse Frank & Co., Inc, New 
York City, has been chartered at Al- 
bany with capital of 100 shares non par 
value stock to deal in insurance. A. Al- 
phonse Frank, Harry B. Cutner -and 
Morris Plattner are directors and sub- 
scribers. 











APPLETON & COX, Inc. 


1 South William Street, New York 








AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $5,335,216.16 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $8,132,324.02 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,293,473.36 








WRITE FOR OUR AGENCY PROPOSITION 
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A WRITER ON 
MARINE INSURANCE 


is wanted by a well-known trale 
paper to prepare a news article on 
developments in the Marine Insir- 
ance field twice a month. 
The man we are looking for is not 
necessarily a practiced writer. {ie 
is probably engaged in Insurance 
work and would prepare these arii- 
cles in his spare time. 

Box 1075 
THE EASTERN UNDERWRITER 

110 Fulton St., New York 

















N. Y. Licenses 


The following New York brokers li- 


censes have been issued at Albany: 

Mark Konoff, 45 John street, New York City, 

Sidney P. Le Boutillier, Prospect street, Cen. 
treport. 

William J. Wolf, Cross near School street, 
Westbury. 

Otto a Klein, 103 Park avenue, New York 
City. 

on J. Robinson, 76-18 Eighty-eighth ave. 
nue, Woodhaven. 

Benjamin Persky, 4906 Thirteenth avenue, 
Brooklyn. 

Gilbert Lincoln McKay, 
New York City. 

Philip Remington Ketcham, 47 Beaver street, 
New York City. 

ary Louise Duchesne, 55 John street, New 

York City. 

John Braverman, 50 Court street, Brooklyn. 

Louis D. Lieberman, 518 East Houston street, 
New York City. 

Colonial Financial Corporation, 160 Broadway, 
New York City. William Thorn Simpson, sec- 


47 Beaver street, 


retary. 

William Adler, 427 East 143rd street, New 
York City. 

Edwin H. Scheuber, 74 Varick street, New 
York City. 


Louis S. Samulski, 33 Loepere street, Buffalo. 
‘ — F. Wilhelm, 364 Fouferson street, Buf- 
alo 

Frederick E. Ballard, 110 William street, New 


56 Beaver street, 


street, New 


Sixty-eighth 


York City. 

Lethbridge & Cornwell, Inc., 
New York City. 

“ae ag is Challice, 248-17 139th avenue, Rose- 
dale, N. Y. 

Lloyd P. Chittenden, 123 William street, New 
York City 

eas tag & Co., Inc., 64 Wall street, 
New York Cit 

Bernard arabe, 154 East 116th street, New 
York City. 

Morris J. Weinstein, 250 West 57th street, 
New York City. 

Ruskin Johnson, 100 William 
York City. 

Edward Morton Boucher, 221 
street, Brooklyn. 

Jack Roseman, 420 Lexington avenue, New 
York City. 

Stanley Douglas Bonner, 164 Montague street, 
Brooklyn. 

Charles L. Wallingford, 49 Main street, Port 
bars i ge 

Alan R. Campbell, 165 East Sixty-first street, 

New York City 

Weil & Son, %i740 East Twelfth street, Cleve- 
land, Ohio 

a; Herman Michaelis, 40 Evelyn place, Rose- 
bank, zy. 

James T. Craffey, 28 East Bank street, Albion. 

Abraham — 2552 University avenue, 
New York C : 

— G. ian, 11 Park place, New York 


"Dein Klein, 49 Payson avenue, New York 
City. F 

Ira Teichman, 7 East Forty-third street, New 
York City. 

_— dD. Cross, 30 Church street, New York 


Cit 
Rarlin & Karlin, Inc., 1038 Bedford avenue, 
Brooklyn. 





TO RELEASE BEVAN SOON 

Gerard Lee Bevan, the ex-financier 
and former managing director of the ill- 
starred City Equitable of London, is 
likely to be released from jail in about 
two months. Bevan was sentenced to 
seven years’ and five years’ imprison- 
ment in December, 1922, the two terms 


to run concurrently, but his excellent 
conduct has gained him the usual rem is- 
sion of three months in every year, mak- 
ing his total term five years and three 
months. 





OPEN ADJUSTERS’ OFFICE 
The Norman Bethune Co., Ltd., ger 
eral adjusters and appraisers in Can- 
ada, have opened an office at 36 Toron‘9, 
Canada. ‘The American representati\¢s 


of the firm are Windle, Burlingame, & 
Dargan, Inc., of New York City. 
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CASUALTY Anp SURETY NEWS 











Plans Made To Rid N. Y. 


Of Fraudulent Claims 


INTENSE CAMPAIGN STARTS SOON 





Advisory Council Of Citizens Committee 
Holds Dinner Meeting, Attended By 


Prominent Insurance Men 





Preparations for an intense war on 
frau lulent accident claims in New York 
are ‘1 an advanced stage, it was revealed 
at 2 dinner meeting of the advisory 
council of the Citizens Committee 
Against Fraudulent Claims held here 
last week. Especially encouraging was 
the announcement made by Frank E. 
Carstarphen, vice-chairman of the com- 
mittee, that all suspicious cases submit- 
ted by members would be investigated 
with a view toward finding previous in- 
stances in which the alleged victims had 


i partic ipated, 


It was the first meeting of the ad- 
yisory council which has been formed 
to supplement the work of the present 
organization and executive committees. 
The Citizens Committee, itself, was 
formed about three months ago when 
a number of prominent citizens met to 
consider the problem of dealing with the 
ever-increasing fraudulent claims for 
damages. 


Charles H. Tuttle Principal Speaker 


The general feeling of the meeting last 
week was that if the number of frauds 
goes any higher the casualty companies 
will find it necessary to raise their lia- 
bility rates to a prohibitive figure. One 
real estate man pointed out that liability 
insurance was as essential to real estate 
as tenants, for no building operations can 
proceed with it. He feared that unless 
the present conditions are remedied 
much property would become tied up 
and useless. 

Charles H. Tuttle, the U. S. District 
Attorney for the southern district of 
New York, made the principal address 
of the evening. He suggested: “There 
is one sure way to rid yourselves of 
‘ambulance chasing.’ Don’t have any ac- 
cidents.” In his talk Mr. Tuttle dealt 
with the question of whether the law- 
yer is a tradesman or a professional man 
and therefore, whether or not he is 
bound by a code of ethics. 

Dr. John M. Gibbons, general attor- 
ney for the New York, New Haven & 
Hartford Railroad, said that the com- 
mittee would be completely organized in 
three more months. He has been in 
touch with a similar campaign in Mil- 


waukee, where fraudulent claims have ° 


almost disappeared within the past few 
months. A sweeping investigation of 
conditions was undertaken there by a 
lawyers’ club and the compensation cal- 
endar has been almost cut in half. 

Referring to workmen’s compensation 
insurance, Dr. Gibbons suggested that 
instead of having the employer pay for 
the negligence of his employes as under 
the present system, a more equitable 
met ‘hod would be to have both employe 
an! employer contribute. In the case 
of automobile accidents, his suggestion 
was to have both motorist and pedes- 
trion contribute. 


(Continued on page 44) 


State Fund Agitated 
In Massachusetts 


INSURANCE MEN - APATHETIC 





Commissioner Monk Said To Be Recep- 
tive To State Machinery For Writ- 
ing Compulsory Auto Insurance 





By Frank L. Armstrong 

Boston, Feb. 1—For some time past 
I have been talking with local agents 
and ‘brokers throughout Massachusetts 
with a view to finding out, if possible, 
to what extent they are alive to the fact 
that a number of factors were actively 
working in this state to interfere with 
the insurance business to a considerable 
extent—if not to break it down entirely 
so far as its present method of conduct- 
ing it is concerned. On every hand I 
have found nothing but apathy—a down- 
right lack of interest and a spirit of 
“let George do it,” if by chance any- 
thing is to be done. 

Not only is there a lack of interest 
on the part of the agents and brokers, 
but on the part of company officials as 
well. What are the facts over here in 
Massachusetts? What is going on be- 
hind the scenes as it were? 

Labor Interests at Work 

Well, in the first place, and for a long 
time the labor interests have been work- 
ing tooth and nail to put over a state 
fund for the handling of the compensa- 
tion business. They are bound and de- 
termined to secure a referendum on the 
question, and while the Attorney-Gen- 
eral has repeatedly turned them down on 
the ground of unconstitutionality, meet- 
ings are being held and work is con- 
stantly being done to get an this 
phase of the situation. 

Keen lawyers are working on the 
problem and a tremendous amount of 
public sentiment in favor of the idea has 
already been worked up. Those who are 
familiar with the situation here claim 
that if the question ever goes to a ref- 
erendum the labor people will put the 
state fund idea over with a bang. 

Monk Receptive to State Insurance 

The second situation that confronts 
the fraternity is the fact that accord- 
ing to his reported public utterances, 
Wesley E. Monk, the insurance commis- 
sioner of Massachusetts, is not at all un- 
friendly to the idea of setting up some 
state machinery to handle the business 
written under the compulsory automo- 
bile security act. 

According to a speech he made recent- 
ly in Baltimore, he said in substance that 
if the insurance people felt they were 
not getting enough out of handling the 
business along the lines as at present 
laid down, he thought the state could 
soon set up the necessary machinery. 
Take this attitude of the commissioner 
and tie it up with the labor people and 
state insurance in Massachusetts would 
sweep all before it. 

As far as life insurance is concerned 
the savings bank life insurance propo- 
sition as now conducted here is virtu- 
ally backed by the state; advertises with 
the state seal, and so far as most people 
know on the street, is run by the state. 
And at that it isn’t doing very well, al- 


though it is constantly gaining ground. 


(Continued on page 44) 
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Globe Again Shows An 
Underwriting Profit 


ITS ASSETS GAIN $4,438,914 





Company’s 1927 Statement Also Indicates 
the Unusual Sum of $1,200,000 for 
Unreported Losses 





For some years past the total result of 
all companies writing casualty and surety 
business shows an actual loss insofar as 
underwriting results are concerned. In 
other words, the companies have sus- 
tained a loss in trading. There have 
been a few exceptions and probably one 
of the most notable is that of the Globe 
Indemnity which has made an underwrit- 
ing profit for the past four years, inclu- 
sive of 1927. 

The results of this company during 
1927 show another year of success and 
because of this fact its annual statement, 
made known this week, will be studied 
by the insurance fraternity with more 
than ordinary interest. 


Net Premiums $22,931,921 


The assets of the company during the 
year 1927 increased $4,438,914.78, bringing 
the total to $36,766,169.91. The total pre- 
miums written, less cancellations and re- 
turn premiums, amounted to $24,740,- 
122.35, after deducting reinsurance, $22,- 
931,921.22, a gain of $1,394,977 over the 
previous year. Interest from investments 
and other sources amounted to $1,430,- 
516.65, making a total income for the 
year of $24,362,437.87. 

After making full provision for all out- 
standing claims, which includes the un- 
usual sum of $1,200,000 for unreported 
losses, and after caring for all other lia- 
bilities, the voluntary reserve for contin- 
gencies, including the fluctuation in the 
value of securities, has increased to the 
very substantial sum of $4,892,962, as con- 
trasted with $2,524,285 for the year 1926. 
This vountary reserve, with a tapital of 
$2,500,000 and a surplus of $5,000,000, 
makes a total protection for policyhold- 
ers of $12,392,962.18. 

The above results reflect very real 
credit upon the management of the 
Globe Indemnity. 





HEARING ON AUTO RATES 
Automobile liability rates in New 
Hampshire will come up for a hearing 
on February 10. 


G. W. Powell Made V.-P. 
Of Georgia Casualty 


THREE NEW DIRECTORS ADDED 





Company’s Financial Statement Shows 
Assets of $3,169,264; Capital $500,000 
and Surplus of $612,199 





In keeping with his plan of reorgani- 
zation, President Harry C. Mitchell of 
the Georgia Casualty, makes known this 
week the election of George W. Powell 
as vice-president of the company in 
charge of underwriting and also a mem- 
ber of the board. 

Mr. Powell has been engaged in the 
casualty business for the past twenty- 
three years, having spent thirteen years 
of that time with the Maryland Casualty, 
first in the claim and underwriting de- 
partments and later in the agency field. 
He then joined the General Accident in 
its Massachusetts field for a period of 
four years. For the last seven years he 
has been resident vice-president in At- 
lanta for one of the large casualty com- 
panies. 


“Bobby” Jones a Director 


Two other directors are announced by 
President Mitchell, being C. S. Sargent, 
member of the firm of Kidder, Peabody 
& Co. the New York bankers which 
marketed the new stock of the Georgia; 
also Robert T. Jones, Jr., attorney of 
Atlanta. Mr. Jones is familiarly known 
to thousands of golf enthusiasts as 
“Bobby” Jones, the holder of the British 
Open and National Amateur champion- 
ships and admittedly the greatest golfer 
on the globe. 

The financial statement of the Georgia 
Casualty as of December 31, 1927, shows 
total assets of $3,169,264; a capital of 
$500,000 and a surplus of $612,199, mak- 
ing a combined capital and surplus of 
$1,112,199. 

Reserves for 


$912,428 ; 


losses and claims are 
reserves for unearned pre- 
miums, $977,719; reserves for commis- 
sions, $112,835; and reserves for taxes 
and expenses, $54,082. The books and 
accounts of the company were audited 
by Joseph Froggatt & Co., of New York 
City. 
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S. W. Maynard Promoted 
By New York Indemnity 


TO BE EASTERN AGENCY HEAD 


Made Good With National Surety; Then 
Transferred To Its Casualty Mate; 
His Personality Sketches 
Stanley W. Maynard was promoted 
this week by the New York Indemnity 





to be its agency executive in charge 
of the Eastern division. Up to this 
time he has been assistant superinten- 


dent of agencies in charge of fidelity 
and surety production and in this ca- 
pacity he has made an _ outstanding 
success. 

Mr. Maynard's initial job in the New 
York Indemnity started on January 1, 
1927, when he was transferred from the 
National Surety to be head of the spe- 
cialty bond department. He had pre- 
viously demonstrated in the parent 
company that he could sell as well as 
handle mcn. This is borne out by the 
fact that his position before leaving the 
National was as assistant general man- 
ager for the entire United States in the 
fo.gery bond division. 


Successful in Cleveland 


His first contact with the National 
Surety was in 1923 when he applied for 
a job as a salesman. He was frankly 
told that if he didn’t produce business 
he would be “fired.” And produce he 
did with a vengeance. Mr. Maynard in- 
dicated that he could train and man- 
age men and in recognition of this the 
company assigned him to open up a dis- 
trict forgery bond office in Cleveland 
with twenty salesmen under him. 

It took about four months for, the 
office to get under way and for the 
next four months of Mr, Maynard’s term 
of office his staff of salesmen led the 
company in forgery bond production. The 
company lost no time in_ transferring 
him to the home office in a managerial 
capacity as is indicated above. 

Tracing Mr. Maynard’s career before 
joining the National Surety, it is noted 


that one of his first selling jobs was 
with a flour manufacturer. This was 
right after he got out of the army and 


he was admittedly green. Not realizing 
that clients of this manufacturing con- 
cern were loaded up with a lot of sur- 
plus war flour, he blithely made the 
rounds, and in ‘spite of many disadvan- 
tages, his sales led all the rest of the 
staff. He doesn’t credit himself with 
superior salesmanship but says his suc- 
cess in this instance was due to the 
law of averages. Before leaving this 
company to go into business for him- 
self, he served as a division manager 
in the New England field with crews 


of salesmen under him. 
A Clever Writer 
Net the least of Mr. Maynard’s ac- 


complishments is his ability to express 


himself cleverly in’ print. His first 
pamphlet, “Sales Thoughts,” made a hit 
because it treated the time-worn sub- 


ject of psychology in salesmanship in a 
fresh, interesting fashion. 

Encouraged. by his first booklet, Mr. 
Maynard came out recently with “Rough 
Notes on Smooth Personalities,” in 
which he gives pen pictures of some of 
the outstanding general agents and 
branch managers of the New York In- 
demnity. Asked by The Eastern Under- 
writer this week whether he would con- 
tinue such personality sketches, Mr. 
Maynard said that another was “in the 
works” which would deal with agency 
development, both in the home office and 
the general agency. It will be welcomed. 

JOIN COMMITTEE OF NINE 

Jesse S. Phillips, president, Great Am- 
erican Indemnity, and Frank J. O'Neill, 
Royal Indemnity. have been elected 
members of the Committee of Nine on 
Financial esponsibility for Automobile 
Accidents. 








ALEXANDER GREENE & CO. 


Established 1909 


Automobile and Casualty Underwriters 
83 Maiden Lane, New York 





Metropolitan Automobile Managers 
Inland Marine Agents 


Fireman’s Fund Insurance Company 
Home Fire and Marine Insurance Company 











General Agents—All Lines 


Union Indemnity Company 








HAD ITS BEST YEAR 
New Amsterdam Casualty’s Statement in 
1927 Reflects Most Encouraging 
Increases; Nelson Optimistic 


The New Amsterdam Casualty enjoyed 
the most profitable year of its history in 
1927. Its net premiums written were 
$13,432,137, an increase of $204,480 over 
the previous year. President J. Arthur 
Nelson, in commenting on this gain, said 
that it was not as large as usual because 
the company had avoided as far as prac- 
ticable, lines of business on which cur- 
rent rates were considered inadequate. 
He added: “Readjustments of rates are 
in process, and we look forward to good 
results for 1928.” 

During the year the company in- 
creased its reserves $1,108,039 and 
showed an increase of $2,698,289 in its 
surplus. This latter figure included 
$627,289 transferred to surplus from op- 
erations and $2,070,000 transferred from 
new capital stock issue. Mr. Nelson 
says: “By adding this $627,289 to our 
surplus as a result of the year’s busi- 
ness, after paying dividends at the rate 
of $2.70 per share, we have indeed had 
a very successful year.” Assets in- 
creased $4,315,658, now being $24,387,250. 





DECLARE 2% EXTRA DIVIDEND 

Directors of the U. S. Casualty this 
week voted to declare an extra dividend 
of 2% in addition to the regular quar- 
terly dividend ot 244%. This brings the 
dividend rate for the year up to 12%. 

It was stated by the company’s man- 
agement that there was no basis to the 
rumor of a change in control of the 
company because of the recent rapid 
rise of its stock to more than $500 per 
share of $100 par. Such rumors are 
unwarranted as an investigation reveals 
that the aggregate transactions upon 
which the advance was established only 
reach several hundred shares made up 
of lots of from 100 to 200 shares, all 
going to different individuals. 


K. H. WOOD HONORED 


Kenneth H. Wood, assistant manager, 
New York office, United States F. & G,, 
was feted this week at a luncheon party 
in honor of his twentieth anniversary 
with the company. 

Mr. Wood is one of the popular young 
surety executives on William Street and 
has made a name for himself in his many 
years of service. He started his career 
at the New York office and has been 
with the company at Brooklyn, Chicago 
and Montreal. 


BANKERS INDEMNITY AHEAD 
Its Premium Income in 1927 Was $1,- 
289,056; Has Surplus to Policyhold- 
ers of $2,000,000 








The Bankers Indemnity, of which 
Frederick E. Wilkens is the vice-presi- 
dent and general manager, closed the 
past year with a premium income of 
$1,289,056, as compared with $229,148 in 
1926 during which the company was only 
partially active. 

The company’s financial statement, out 
this week, shows total assets of $3,202,- 
922. After setting up reserves of $652,- 
589 for unearned premiums; $251,209 for 
outstanding claims, $88,578 for other lia- 
bilities and $310,544 as a voluntary re- 
serve for contingencies, the company 
shows a net surplus of $1,000,000. This 
figure, together with its present capi- 
tal of $1,000,000, gives it a surplus to 
policyholders of $2,000,000. 

A year ago the Bankers Indemnity had 
a capital of $500,000, a surplus of $725,- 
000 and a contingent reserve of $13,215, 
or a total of $1,238,215 actual surplus to 
policyholders, as contrasted with its pres- 
ent figures of $2,310,544. 





NAT’L UNION IND. ELECTION 


L. A. Nunnink Promoted To Be Vice- 
President; F. J. Breen Made Secre- 
tary; Other Officers Re-elected 


At the annual meeting of the National 
Union Indemnity this week, L. A. Nun- 
nink was promoted from assistant sec- 
retary to second vice- -president and Fred 
J. Breen, formerly assistant to President 
5 gk Cole, was elevated to be secretary 
of the company. 

The following officers were re-elected: 
E. E. Cole, president; R. B. Mellon, 
vice-president; C. L. Brearly, assistant 
secretary; A. W. McEldowney, treasurer, 
and W. A. Strouss, assistant treasurer. 








FOUR STANDARD PROMOTIONS 





F. S. Brown Made Vice-President; 
Messrs. Platts, Winter, Hacker, 
Crockett Assistant Secretaries 


Four Standard Accident men were ap- 
pointed to executive offices at the annual 
meeting of the company. F. S. Brown, 
formerly an assistant secretary, was pro- 
noted to the position of a vice-presi- 


dent. The following were made assistant 
secretaries: Ralph Platts, Harry Winter, 
J. P. Hacker and A. J. Crockett. 


All the present officers and directors 
of the company were re-elected. 
~ 









BOSTON 
Paid-In Capital $3,000,000 





BUSINESS-BUILDERS 


MFidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobite, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 


DEVELOPING 


T. J. FALVEY, President 
Write For Territory 
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SHOWS $256,287 PREMIUM GAIN 





Fidelity & Deposit Produced Net Vol. 
ume of $12,348,464; Pres. Miller (. 
ments on Fidelity Losses 

The annual report of Charles R. \ ile 
president, Fidelity & Deposit, re ntly 
indicated that the company procuced 
$12,348,464 in net premiums in 1927, an 
increase of $256,287 over the previous 
year. An analysis of this volume s)ows 
that a total of $13,381,529 was rolled up 
in fidelity and surety premiums an $2- 
382,892 in burglary premiums. This vaye 
a gross premium income of $15, 764,421, 
from which was subtracted $2,567,0')3 in 
fidelity and surety reinsurance and $x48- 
153 in burglary reinsurance. 

Mr. Miller said that the loss ratio 
upon an incurred basis was 43.2% or 
3.1% more thari in 1926. The expense 
ratio was 48.5%, a reduction of 1.3%. 

Fidelity losses were greater in 1927 
than in any year in the history of the 
company. In recent years there have 
been several tendencies or causes which 
are contributing to this result. The num- 
ber of hold-ups has been on the in- 
crease; enlarged coverage, especially to 
banks, has produced more and_ larger 
claims, and there is some danger—slight 
at the present time, Mr. Miller pointed 
out—that lax methods may be insidi- 
ously creeping into business operations, 
dulling the sense of personal responsi- 
bility and undermining the morale of 
organizations. 





GENERAL INDEMNITY REVIVAL 





Todd Protectograph Co. Owns It; Has 
Increased Its Capital; To Write Check 
Alteration and Forgery Bonds 





The decision of the General Indem- 
nity of America, located in Rochester, 
to renew its direct activity in the check 
alteration field was interesting news to 
casualty executives last week. This com- 
pany has increased its capital from 
$100,000 to $1,000,000 and added $393, 
000 to surplus. 

The General Indemnity is owned and 
controlled by the Todd Protectograph 
Co. of Rochester. In 1924 it reinsured 
all its then outstanding business in check 
forgery and alteration fines in the Me- 
tropolitan Casualty and has not. since 
transacted business directly. 

Its re-entrance into the direct writing 
field follows the relinquishment of the 
arrangement which the Metropolitan 
Casualty had with the Todd Protecto- 
graph Co., as to rate discounts, which 
was the subject of so much controversy 
in the Surety Association of America. 

It now appears that the purpose of the 
Todd Company is to have their salesmen 
act as agents for the General Indemnity, 
furnishing their clients with complete 
protection against check alteration and 
forgery losses. 





TO STUDY COMPULSORY LAW 

A bill calling for the appointment ot 
a commission to study the question of 
compulsory automobile liability insur- 
ance and then to report at the next 
biennial meeting was introduced in the 
Virginia legislature this week. 

The special message presented by 
Governor Byrd to the legislature indi- 
cated that he was in full sympathy with 
the purposes of a bill vesting the state 
corporation commission with authority 
to regulate and control rates. 





SUN INDEMNITY’S YEAR 

The 1927 financial statement of the 
Sun Indemnity indicates the com)any 
increased its premium volume durin: the 
year by the sum of $418,738, a gai 0! 
22%. It increased its premium res :tve 
by $181,373 and its loss reserve by $235- 
748. It still retains a voluntary cov tit- 
gent reserve of $30,000. Its surplus m- 


creased by $2,027. 
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Beha’s Compensation 
Rate Report Pleasing 


STOCK CARRIERS SEE VICTORY 





Concedes That Adjustment for Small 
Risks Is Necessary But Disapproves 
of $8 Minimum Charge 


That the stock companies have won 
a victory from the mutuals was the way 
many compensation underwriters felt 
late last week following the report of 
Superintendent of Insurance Beha in the 
controversy over workmen’s compensa- 
tion rates. One executive said: “It is 
: obvious that on almost every point 

_ Beha has decided favorably for the 
stock companies. And in the main the 
report is a vindication of the position 
held by the stock companies all along.” 

Mr. Beha was decidedly not hasty in 
his report. He gave his most careful 
consideration and study to the majority 
and dissenting reports of the committee 
which had been studying the situation 
and also took into consideration the 
opinion of the stock company members 
of the Compensation Inspection Rating 
3oard that the rate level for small pre- 
mium risks was inadequate because of 


the large percentage absorbed by the 
expense factor. 


Favors Unit Plan of Recording 
Statistics 


He said: “This department, as well 
as the insurance carriers, is entitled to 
all of the information which it is possi- 
ble to extract from the experience of 
the companies, and the statistical plans 
followed in the past have left many con- 
ditions and features a matter of specula- 
tion instead of knowledge. 

“T am accordingly in favor of the rec- 
ommendation contained in the majority 
report requiring a unit system of report- 
ing statistics so that the detailed infor- 
mation may be extracted therefrom 
whenever questions of importance make 
such information necessary. The precise 
plan to be adopted can be determined by 
conference of the interested organiza- 
tions and the company representatives 
with this department.” 

Taking up specifically the subjects 
presented to him by the committee, Mr. 

scha said that he approved of the con- 
clusions reached in reference to a rate 
level based on the three most recent 
years of experience and the determina- 
tion of relativity on*the five most recent 
years of experience. 


Approves Loss Constant in Small Risks 


Referring to the second item—the seg- 
regation of risks according to size for 
rating purposes, he said: “It is inher- 
ently objectionable to segregate for rat- 
ing purposes risks according to size, but 
I cannot close my eyes to the exhibit 
presented with your report, indisputably 
indicating that the loss ratio on the 
sinaller risks as a group is very much 
higher than the loss ratio on the larger 
tisks as,a group. 

“IT am not at all satisfied that the 
smaller risks present more serious haz- 
ards than the larger risks in the cor- 
responding industries, but I do realize 
that the companies unquestionably are 
unable to collect from a vast number of 
small risks the premiums which should 
be payable upon the proper ascertain- 
ment of the payrolls involved, not nec- 
cssarily because of fraud, but more prob- 
ably because of the fact that payroll 
records are poorly and _ inadequately 
lvaintained or not at all. 

“Some artificial means are according- 
ly necessary to guard against this situa- 
mn, and in the absence of any other 

remedy I am prepared to accept and 
“prove of the recommendation unan- 

imously adopted by the conference com- 
mittee. 

“This recommendation calls for the ad- 
dition of a loss constant to each risk 
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falling into the ‘small risk’ class accord- 
ing to industry group with an offsetting 
reduction in manual rates to partially 
compensate for the addition of the less 


constant, the recommendation being as 
follows: 
Offsetting 
reduction 


Loss in manual 


Industry Group constant rates 


Manufacturing ...... $20.00 2.5% 
Contracting o.cs..00. 40.00 5.0% 
Fb OHNE: cc ccckccsens 4.00 


Disapproves $8 Minimum Charge 


Mr. Beha’s reaction to the next item 
(which was the recognition of an inva- 
riable element in the loading for service 
and expense and the adoption of a con- 
stant policy fee with proper reduction 
in the percentage loading for service 
and expense) was as follows: 

“There is an expense involved in the 
handling of each compensation risk 
which cannot be adequately taken care 
of by a percentage loading in the pre- 
mium, and four of the conferees reached 
the conclusion that a charge of $8 would 
be necessary in order to cover the mini- 
mum cost of handling the small risks, 
this charge to be made in addition to the 
loss constant. A dissenting member of 
the committee reaches the conclusion 
that $3 would be an adequate expense 
charge and I am inclined to agree with 
him, and accordingly will accept and ap- 
prove of his recommendation.” 

He approved and accepted the recom- 
mendation for a minimum premium for- 
mula corresponding to the average an- 
nual wages of a single workman, say- 
ing: “It is proposed to adopt a mini- 
mum pay roll of $1,500 per annum on 
the theory that this represents the av- 
erage annual wages of one workman. 
This proposal affects what would be 
termed minimum rated risks and is only 
justifiable upon the assumption that 
without some rule such as this the em- 
ployer, through neglect to keep proper 
records, could escape payment of a pre- 
mium based upon the wages of even a 
single workman. On this assumption 
this item is also accepted and approved.” 


Vetoes 24%% Margin of Profit 


The next item that was of particular 
concern to the stock companies, pro- 
posed a factor in the rates to provide 
a margin for safety or profit. It was 
recommended by the stock members of 
the committee that the compensation 
manual rates be loaded 2%% to provide 
a margin for safety or profit. 


In disapproving of this loading Mr. 
Beha said in part: 

“This proposal ignores the investment 
profit made by the companies incidental 
to the transaction of the workmen's 
compensation business, which profit 
bears a sizable proportion to the capital 
investments of the stock companies. At 
present the manual rates for all car- 
riers are loaded for administration and 
acquisition expenses. So far as the 
State fund and the mutual carriers are 
concerned any savings in acquisition cost 
are ultimately returned to the policy- 
holders. I am unable to justify the im- 
position of another 24% upon the al- 
ready heavy burdens placed upon em- 
ployers by reason of the compulsory 
compensation insurance act.” 

The final recommendation called for 
the recognition of tendencies and trends 
in individual experience, allowing greater 
weight to more recent experience. Mr. 
Beha’s opinion was: “This involves the 
recognition of tendencies and trends in 
individual experience, by giving greater 
weight to the most recent experience. 
It is proposed that in experience rating 
individual risks, relative weights of 1, 2, 
3 and 4 be applied to pay rolls and losses 
of the earliest, second, third and latest 
years, respectively, of the experience 
period. The proposed weighting is ac- 
cepted.” 





JOHN MEE ELECTED CHAIRMAN 





Succeeds T. J. Grahame on N. Y. City 
Acquisition Cost Committee; Col. 
Stoddard Reports on Audit Work 
John L. Mee, agency vice-president, 
National Surety, was elected chairman 
of the New York City Agency Commit- 
tee of the Conference on Fidelity and 
Surety Acquisition Costs at the meeting 


of this committee last week. Mr. Mee 
succeeds Thomas J. Grahame, vice- 
president, Globe Indemnity, who was 


complimented for the constructive steps 
made in the past year under his leader- 
ship. 

Colonel Francis R. Stoddard, surety ar- 
bitrator, who was present, made a report 
on his auditing of the books of the city 
surety agents. This work has been done 
by Benjamin Cohen, assistant to Colonel 
Stoddard. On the whole the examinations 
have been found satisfactory and he 
commended the willingness of the city 
agents to give his auditor free access to 
their records. 

No additional city agents were named 
at this meeting. 

















A Progressive 


SURETY anp CASUALTY 


Company 




















Great American Ind. 
Statement For Laymen 


ASSETS INCREASED BY $3,796,600 





Surplus Also Gains $2,727,436 While 
Premium Volume Jumps $3,100,000 
Over Partially Active Previous Year 





The Great American Indemnity came 
out this week with a splendid financial 
statement covering its 1927 activities. It 
attracted attention not only because of 
the creditable but be- 
form and manner 

At a glance the lay- 
before him the 
terms and definitions of the statement 
in non-technical language so as to give 
him a better understanding of the finan- 
cial problems of insurance companies. It 
is believed that the Great American In- 
demnity is the first of the better known 
insurance companies to adopt this type 
of statement and the innovation will un- 
doubtedly be welcomed generally. 
During 1927 the assets of the company 
increased from $3,233,919 at the begin- 
ning of the year to $7,030,519, a gain of 
$3,796,000, of which $2,000,000 was con- 
tributed by stockholders, leaving a net 
increase for the year of $1,796,600. Simi- 
larly, the surplus to policyholders in- 
creased from $2,727,436 at the beginning 
of the year to $4,202,682 as of Decem- 
ber 31, 1927. Here again the $2,000,000 
contributed by stockholders must be 
taken into consideration; but it is sig- 
nificant to note that if this contribu- 
tion had not been made, the company 
would have completed its fgrst calendar 
year with a surplus to policyholders of 
2,202,682, which, in itself, would have 
constituted an unusually strong guar- 
antee to policyholders. 

Reserves for liabilities increased from 
$506,483 to $2,717,837 to meet the statu- 
tory requirements upon the substantially 
enlarged business of the year. In addi- 
tion, the company has established a spe- 
cial voluntary contingent reserve of 
$110,000, a gesture which clearly demon- 
strates the conservative policy of the 
management. 

Net written premiums for the year 
were $3,576,414—an increase oyer the 
preceding year during which the com- 
pany was only partially active, of ap- 
proximately $3,100,000. 

Taken in its entirety, the record full 
supports the view generally expressed 
when the Great American Indemnity was 
organized that the company was destined 
to find a place among the more aggres-* 
sive of the conservatively managed in- 
demnity companies in the field. 


showing made 
cause of its unique 
«f presentation. 
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NATIONAL “RECORD” ENLARGES 





Current Issue of National Casualty’s 
House Organ More Attractive and 
Full of Good Articles 

In keeping with the enlarged activities 
of the company, the “National Agents’ 
Record,” house organ of the National 
Casualty of Detroit, has blossomed out 
this month in new dress, more attractive 
and twice as large as the house organ 
of past years. 

Rk. S. Walstrom, its editor, says: “In 
its new form the ‘Record’ will retain all 


of the features which have made the 
magazine so interesting in the past. 
News, general information, standings 


and personal items will form a large part 
of its contents and the custom of using 
signature cuts for crediting the various 
contributions will be retained. 

“In addition to this, however, we will 
endeavor to make of these columns a 
medium for the exchange of sales ideas 
and experiences which, by actual test, 
have been proven successful. This, we 
believe, will not only prove helpful to 
all members of the field organization 
but will serve to make the ‘Record’ more 
representative and more interesting.” 
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Travelers’ Sizeup Of 
Armored Car Situation 


WHY RATES WERE REVISED 





Points Out That Field for Writing Pay- 
master Robbery Insurance is Still 
Fertile 





The Travelers does not believe that 
the use of the armored car has destroyed 
the field for writing paymaster robbery 
insurance and in the following article 
appearing in the current issue of “Pro- 
tection,” the company’s house organ, it 
tells the reasons why. 

“It was about October 1, 1923, that the 
companies writing robbery insurance 
first recognized the additional protection 
afforded by armored cars by allowing an 
additional discount of 10% for the con- 
veyance if it had an enclosed body con- 
structed of bullet-proof steel and with 
doors securely locked. 

“For a time the armored car seemed 
to prevent robberies, particularly robbery 
of payrolls which ordinarily were at- 
tacked outside of the premises, some- 
where between the bank from which the 
money had been secured, and the office, 
store or factory to which it was to be 
delivered. 

Highwaymen Change Their Tactics 


“Tt was not long, however, before 
highwaymen adapted their methods to 
combat successfully the protection af- 
forded by the armored car. The insur- 
ance companies were then faced with 
losses occurring, not outside the prem- 
ises, but within the premises. Instead 
of lying in wait somewhere along the 
route to be taken by the custodian, or 
perhaps overtaking the custodian while 
on his route, the highwayman now awaits 
the delivery of the payroll to the office, 
store or factory. 

“If the custodian of the money is the 
employe of the concern obtaining the 
payroll, and if the armored car drops 
him at the curb then drives away, the 
employe is held up just as he crosses 
the sidewalk, or perhaps just after he 
has entered the vestibule of the building 
in which his employer is located. If the 
payroll is delivered by the employe of 
the armored car, and the car waits until 
the money has been delivered within 
the premises and the employe has again 
entered the car and drives away, then the 
highwaymen enter the premises, having 
previously, of course, become familiar 
with the interior layout. j 

“At the point of a gun they demand 
the payroll from the persons into whose 
custody it has been delivered by the em- 
ploye of the armored car. 


Rates Revised to Meet Situation 


“For a time it seemed as though the 
use of the armored car had destroyed 
the field for writing paymaster robbery 
insurance. That that field still remains 
is evidenced by the increasing number 
of hold-ups occurring within the prem- 
ises after the payroll has been delivered. 
In fact, the increasing number of such 
losses has made it necessary for the 
insurance companies to revise their meth- 
od of writing insurance for risks where 
the payroll is delivered by the armored 
car service. 

“Heretofore, the rate has been based 
upon the number of custodians and 
guards employed by the armored car, 
but inasmuch as an assured could have 
no direct control over the number of 
guards, he could not verv well warrant 
that such protection would be afforded. 
He, therefore. was laving himself open 
to the pro rating of his claim if through 
no fault of his own the armored car 
should ail to provide the required num- 
ber of guards. 

“To meet this situation, a flat rate 
of so many dollars per thousand has 


been set up for that part of the risk 
while the money is in the custody of the 
The factory owner or em- 


armored car. 


ployer can buy insurance to protect him 
against loss of the property while in the 
care of the armored car company or not, 
as he likes, for sometimes, in fact nearly 
always, the armored car guarantees safe 
delivery. 

Need for Insurance Greater 


“Moreover, the need for insurance 
within the premises appears greater than 
ever before. The payroll is in the prem- 
ises, and it takes just as long to ‘work 
it up’ for delivery to the employes, as it 
did when the payroll was secured from 
the bank and brought to the premises 
by the assured’s own employe. In addi- 
tion, the armored car with its distinctive 
body and guards is a general notice to 
anybody who cares to interest himself 
that the payroll is now within the prem- 
ises. 

“When the employer used his own em- 
ployes to get the payroll, the custodian 
could vary his route, his time of secur- 
ing the payroll and perhaps a different 
employe might be used so that the high- 
waymen would not definitely know when 
the payroll was delivered to the prem- 
ises. With the armored car the time 
of arrival tends to become more regu- 
lar, as the armored car service fixes its 
deliveries in. accordance with a well-de- 
fined plan to conserve time and distance. 

“Experience has proved that the use 


of the armored car tends to increase the 
hazard on payroll funds inside the as- 
sured’s premises because highwaymen 
can easily distinguish an armored car 
from cars of the ordinary type, and ev- 
eryone knows the principal purpose for 
which an armored car is used. It is a 
simple matter to follow an armored car 
to its destination and thus determine 
where and when the payroll funds will 
be distributed in a certain plant or tac- 
tory.” 





RESIGNS TO GO TO WAR COLLEGE 


Possessed with a flair for the military, 
Arthur H. Henderson, assistant to Vice- 
President John A. Griffin in the New 
York office of the Fidelity & Deposit, is 
leaving the company to attend the 
three-month war college at Fort Ben- 
ning, Ga. At the present time Mr. Hen- 
derson is a first lieutenant in the 308th 
Infantry. He has been with the Fidelity 
& Deposit for the past four years. 

Having a desire to advance himself in 
military rank, he recently took the com- 
petitive examination offered by the Gov- 
ernment to those interested in attend- 
ing war college. Out of twenty-nine 
candidates Mr. Henderson stood first. 
After completing his course of study he 
will return to the surety business. 


=>: 


MAKES DETROIT APPOINTMENT 





National Surety Names T. E. Griffi As 
Its Manager There; Has Had 25 
Years’ Experience 


The National Surety has named T!} om- 
as E. Griffin, member of the firn: of 
McNaughton, Livingston & Griffir, to 
act as its manager in charge of op«ra- 
tions at Detroit for contiguous terri ry, 
effective February 1, 1928. 

Mr. Griffin, for many years, represcnt- 
ed the National Surety as a general 
agent at Detroit but retired from that 
company five years ago, to become as- 
seciated with the above general agents, 

Mr. Griffin has had approximatcly 
twenty-five years’ experience in fid lity 
and surety production and underwriting 
and will materially strengthen the po- 
sition of the National Surety at Detroit, 





D. P. SPOTTS PROMOTED 


A recent change affected by the Ocean 
Accident was to appoint Dunbar P, 
Spotts as superintendent of its combined 
surety and surety contract departments, 
succeeding W. E. Snyder who resigned 
to join the Central West Casualty. Mr. 


Spotts has managed the contract bond | 


department of the Ocean for the past 
four years and is well fitted to his addi- 
tional responsibilities. 

















ASSETS: 








FINANCIAL STATEMENT 


OF THE 





As of January 1, 1928 


LIABILITIES 


Premium Reserve __................... $ 4,589,992.74 





| 
Cash in Banks..................... .--$ 574,244.92 Claim Reserve... 3,568,827.03 | 
da All Other Liabilities.................. 708,734.18 | 
Mortgages, Stocks and Bon Additional Reserve for Liabil- | 
(Market Value) .................... 11,378,369.85 ity and Workmen’s Compen- | 
Acerued Interest IMTS yo moe aa | 
Real Estate ee 508,215.28 prs Steen eee $2,500,000.00 
eS 2, ; 
Other Admitted Assets... 2,032,306.39 . notanaesied 
Surplus to Policy Holders... 5,000,000.00 
$14,617,553.95 $14,617,553.95 
Business Written Year Total Assets Business Written Year Total Assets 
S DO Sevss. ca sacsscs DDE siiedioses s+03 $ 404,792.15  $3,088,600.52.......... BORG ck eckaceda $3,579,070.78 
eee EET 511,382.11  4,140,430.20.......... Ge siviccwind 4,352,898.62 
349,879.06.......... 5 ec cass 628,702.95  4,446,094.98.......... eas re 5,110,025.67 
620,408.34.......5.. ee 969,385.74  5,481,750.40.......... GE aendvaes 6,391,838.96 
i CORE i Fis isn 1,293,503.82  6,796,904.71.......... km 7,113,656.61 
DROS SOFAS . os ca cance Le! ee - 1,625,313.22 oh DS |: a « 9,024,917.19 
pe i). 5.) | WD1G ......050. 2,008,001.43 9,345,246.55.......00. (| ere. 10,932,098.58 
re ey el ee > a OR Be -- 2,851,276.62 10,592,289.90.......... UMNO 645.8 Diverse 13,710,847.70 
2,558,444.02.......... WD cixccecxest 3,184,962.32  12,082,037.50.......... DE 6hinscuxcs 14,617,553.95 
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Commercial Casualty 
Has Good A. & H. Year 


GROWTH OF COMMERCIAL DEP’T. 








Manager F. W. Benjamin Sees Trend 
Toward Elimination Period; Expects 
$150,000 Increase In 1928 





I’. W. Benjamin, manager, commercial 
acc'dent and health division, Commer- 
cia! Casualty, has just made a review of 
the past year’s activities of his depart- 
ment. He says: “First due to the change 
in :iethods of handling travel and unique 
policies, we sustained a loss of consid- 
erably more than $50,000 on these forms. 
In view of the financial loss we were 
taking on this business under the old 
method, this does not cause us any 
alarm. In spite of that, the commercial 
department alone gave us an increase 
of over $50,000 for the year, which sug- 
gests that if we had not taken a loss on 
the other forms mentioned the increase 
should have been well over $100,000 

“We are also pleased that our efforts 
to put the commercial business on a 
profitable basis have met with success 
due to the co-operation of our entire 
agency organization. Our loss ratio on 
this class of business for 1927 will be 
very satisfactory and better than it has 
been for a number of years. This has 
been due to several things, which might 
be enumerated as follows. The cancel- 
lation of considerable business on old 
policy forms, particularly those providing 
life indemnity for sickness, which have 
been found so unsatisfactory. Second, 
to the co-operation of our producing 
agents in the writing of both accident 
and health insurance with a reasonable 
elimination period. 

“A large portion of our business has 
been written during the past twelve 
months with from one week to thirty 
days and in some cases longer on health, 
and very frequently on accident as well. 
Many producers who, in the past have 
been strong advocates of full coverage 
have told us that we have converted 
them to the theory that the elimination 
plan is better and that they have actu- 
ally found such a plan, when properly 
explained to the prospect, is much easier 
to sell as considerably larger indemnity 
can be provided for the same amount 
of premium and that few prospects actu- 
ally insist upon full coverage when they 
understand the elimination idea. 

“Considering the consistent production 
of our branch offices and of our organi- 
zation as a whole, and particularly the 
new connections that have been recently 
made for the commercial department, we 
are not assuming too much to hope that 
we will have at least $150,000 increase 
in the commercial branch of this de- 
partment for the new year.” 





STRENGTHENS MISSISSIPPI 
The National Surety has materially 
strengthened its producing power in 
Mississippi. George D. Riley, former 
state auditor of public accounts, as of 
February 1, 1928, will become associ- 
ate! with J. H. Johnson & Co., of 
Clarksdale, Miss., who will open an of- 
fice for the supervision of National Sur- 
ety’s affairs for the state at Jackson. 
Robert Barksdale, at present a mem- 
ber of the firm of Barksdale & Hewes, 
will be associated with Mr. Riley‘’in the 
operation of the newly created office. 
H. Johnson is at the present time 
the president of the Mississippi Asso- 
ciation of Insurance Agents, well known 
thr ughout the state. 





COAL MINES SAFER 

‘vidence that the safety movement in 
coal! mines is making headway is found 
in ‘he fact that death rates in that in- 
dusiry have decreased during 1927. While 
exact figures are not yet available, it 
is known that greatest reductions were 
maie where the safety work was con- 
centrated, 
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The National Life and Accident Insurance Company 


NASHVILLE, TENNESSEE 
Industrial Life, Ordinary Life, Health and 


Accident Insurance 


W. S. Bearden, Sec. & Treas. 











A. & H. BILL PROPOSED 





N. Y. Legislature Gets Measure Restvict- 
ing Cancellation of Policies Under 
Certain Conditions . 

A bill was introduced in the New York 
state senate last week by Abraham 
Greenberg, Democrat, New York City, 
and in the Assembly by Meyer Alter- 
man, Democrat, representing the 17th 
District New York, amending optional 
standard provision 16 of subdivision D of 
section 107 of the insurance law, in re- 
lation to cancellation of accident and 
health policies. 

It provides that a policy which has 
been in force for three years may not 
be canceled by the company, if the pre- 
miums continue to be paid, except for 
good and sufficient reasons, approved 
by the superintendent in each particu- 
lar case, and that such policy may re- 
main in full force and effect during the 
life time of the insurance. 

Provision is made, however, that the 
insurer may exact an extra premium for 
carrying the insurance after the insured 
reaches the age limit of his class, upon 
filing an approved schedule of rates with 
the superintendent of insurance. 

If this bill were enacted into law it 
is felt that it would necessitate the 
setting up of a new bureau in the office 
of the superintendent of insurance to 
pass upon cases where the insurance 
carrier wished to cancel the policy. This 
is not a departmental bill but an inde- 
pendent measure. It has been so pre- 
pared, however, that the company stands 
to lose nothing provided it became a law, 
but would be subject to a certain amount 
of additional work for which it would 
not be compensated. 





STOPS CLUB’S AUTO POLICY 

That the Automobile Club of Wash- 
ington must immediately discontinue is- 
suing personal accident and health poli- 
cies in the Lumbermen’s Mutual Cas- 
ualty to its members was the ultimatum 
delivered to the club by the Washing- 
ton insurance department at Olympia. 
According to Insurance Commissioner H. 
O. Fishback, the department’s action was 
taken because under the Washington 
laws group accident and health insur- 
ance is not permitted and because an 
automobile club membership and an in- 
surance policy can not be sold together, 
one as an inducement to the other. 





LANDERS MADE PRESIDENT 

Howe S. Landers of Landers & Lan- 
ders, general agent for the Metropolitan 
Casualty in Indiana, was elected presi- 
dent of the Indiana Insurance Federa- 
tion last week. 





MONTREAL CASUALTY LECTURES 
Alexander Hurry, Manager of the 
Northern, Speaker at First of Series; 
Discusses Possibilities for Future 
The potentialities of the casualty in- 
surance business were laid before the In- 
surance Institute of Montreal, Canada, 
recently by Alexander Hurry, manager 
of the Northern Assurance. This was 
the first lecture given under the aus- 
pices of the institute. Others will fol- 

low. 

“The casualty department is the baby 
of the insurance business,’ said Mr. 
Hurry. “In 1875 there were six compa- 
nies in the business in Canada and their 
aggregate premiums were $130,000. In 
1925 there were 171 companies, according 
to the dominion superintendent’s report, 
and their total writings were $26,000,000. 
There you have in a sentence the po- 
tentialities of casualty business in Can- 
ada, and there is still abundance of ma- 
terial for future development. 

“Not so many years ago fire compa- 
nies and casualty companies were en- 
tirely separate organizations, each with 
its own methods and ideas, but the de- 
velopment of intensive competition from 
the influx of companies among other 
causes has so raised the cost of doing 
business that in the struggle to get vol- 
ume of premiums to absorb fixed ex- 
penses the fire companies seek added 
revenue from casualty and miscellaneous 
lines and the casualty companies break 
into the fire field to add to their pre- 
miums.” 





FRENCH TAXES FIXED 

The Paris “Journal Officiel” has just 
published a decree fixing the rates of 
taxation on the industrial and commer- 
cial profits of foreign insurance compa- 
nies for 1928. These show the rate for 
life insurance profits as 344%, fire in- 
surance 16%, for accidents (labor) in- 
surance 10%, for other accidents in- 
surance (all risks and burgl ary) 2%, ma- 
rine insurance 244%, and reinsurance 
Y4%. In the case of Lloyd’s, of Lon- 
don, and other undertakings working on 
a similar basis, the rate of taxation on 
the profits for 1928 is as follows: Ma- 
rine insurance 5%, reinsurance 214%, 
and other branches of insurance 74%. 





OPPOSES AUTO BILL 

Contending that the proposed New 
York state bill compelling all automo- 
bile owners to be insured provides for 
compensation regardless of the respon- 
sibility of accidents, the legislative com- 
mittee of the Buffalo City Council has 
gone on record as being opposed to 
the bill. 
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COM. CASUALTY’S GROWTH 
Its 1927 Financial Statement Shows a 
Gain of $1,489,747 in Premiums and 
$906,706 in Assets 
The Commercial Casualty, now in its 
eighteenth year, closed 1927 with a net 
premium volume of $12,082,037 which is a 
gain of $1,489,747 over the previous year. 
Some idea of the progress made by this 
company can be had when it is noted 
that the premiums written in its first 

year of business—1910—was $29,497. 

Its total assets last year reached $14,- 
617,553 as contrasted with $13,710,847 in 
1926. Attesting to the present able man- 
agement of the company, its reserves 
are established on a most liberal basis. 
The unearned premium reserve, reflect- 
ing the larger premium writings last 
year, has been increased to $4,589,992. 
The claim reserve which is now $3,568,- 
827 shows a gain of $500,000 over the 
1926 figure. 

After setting aside $708,734 for other 
liabilities, $250,000 special reserve for 
workmen’s compensation claims and a 
voluntary reserve for contingencies of 
$500,000, the company shows a net sur- 
plus beyond all liabilities of $2,500,000, 
which with its paid in capital of $2,500,- 
000 givés a surplus as regards policy- 
holders of $5,000,000. 





OPENS SYRACUSE BRANCH 





Constitution Indemnity Names H. E. 
Cobb as Its Manager There; His 
Wide Experience 


The Constitution Indemnity opened a 
branch office in Syracuse last week with 
Harold E. Cobb as its manager. <A 
graduate of Syracuse University, Mr. 
Cobb started his insurance experience 
with the Fidelity & Casualty at its home 
office. He was first an auditor and later 
a special agent. He then organized a 
casualty and surety department in the 
head office of Dale & Co., Ltd, Mon- 
treal, Canada. 

His next post was as supervising spe- 
cial agent for the Standard Accident, 
later being transferred to its New York 
metropolitan office. Later he was man- 
ager of the bond department of John W. 
Thomas, Inc., New York City. 

Returning to the Syracuse field be- 
cause of family illness, Mr. Cobb joined 
the Ocean Accident and Columbia Cas- 
ualty as a special agent for their bond- 
ing departments, later becoming regional 
supervisor for western New York and 
Pennsylvania. He was then transferred 
to Buffalo to become branch manager, 
from which position he resigned to join 
the Constitution. 





COMPENSATION BILL PENDING 





Virginia Legislature to Act Soon On 
Measure Sponsored by State Federa- 
tion of Labor; Its Provisions 


A bill designed to liberalize the work- 
men’s compensation law of Virginia and 
sponsored by the State Federation of 
Labor is now pending in the Virginia 
legislature. It provides for increase of 
maximum compensation from $12 to $20 
a week and reduction of the waiting pe- 
riod from ten to seven days. Employes, 
under provisions of the bill, would be en- 
titled to two-thirds of the average week- 
ly wage instead of one-half as at present. 

Another provision would place occupa- 
tional disease on a par with an accident 
and thus bring it within the scope of 
the law. It is further provided that the 
number of employes shall be reduced 
from eleven to five. 

Committee action on the bill may be 
delayed so as to give employers and rep- 
resentatives of labor an opportunity to 
get together on some of the points, if 
possible. 





S. N. SCHWARTZ MOVES 


S. Nicoll Schwartz, insurance broker 
of 45 John street, announces the removal 
of his office to 75 Maiden Lane, New 
York City. 
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N. Y. STATE FUND’S GROWTH 


Had a Total Premium Volume of 
$6,500,000 in 1927; Its Policyholders 
Totaled 21,000 
During the past year the New York 
State Insurance Fund had a total of 21,- 
000 policyholders and its premiums 
earned exceeded $6,500,000. By way of 
comparison, at the close of 1914 the first 
six months of operation of the Fund, 
there were 7,125 policyholders and pre- 

mium earned of $645,154. 

From July 1, 1914, to December 31, 
1926, the total premiums earned by the 
fund amounted to $39,480,085. Of these 
premiums $28,785,556 were used in the 
settlement of losses either in the form of 
actual payments or as a reserve to meet 
losses incurred but not due. Dividends 
of $5,664,719 were returned to policy- 
holders while the fund held as a surplus 
for their protection $2,197,663. 

The total of these items shows that of 
the $39,480,085 premiums earned during 
the entire period $36,647,938 were either 
paid for returned to policyhold- 
ers as dividends, set aside to pay losses 
incurred but not due, or held as a rea- 
sonable surplus for the protection of 
policyholders. This indicates that all but 
$2,832,147 of the moneys paid as pre- 
miums by policyholders has been used 
or held for purposes directly and imme- 
diately reacting for the benefit of the 
policyholders or their injured workmen 
policyholders or their injured workmen. 
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DONNEGAN AND MILLER SPEAK 
Played Important Part In Indiana Day 
Program Last Week; Compulsory 
Automobile Law Condemned 





A prominent part was played by cas- 
ualty and surety men in the Indiana In- 
surance Day exercises which were held 
last week at Indianapolis. E. J, Donne- 
gan, first vice-president, Metropolitan 
Casualty, figured on the program with 
his talk on “The Difference Between In- 
surance and Suretyship.” 

Ralph W. Miller of Conkling, Price & 
Webb, Chicago, discussed problems 
which had to be met in the workmen’s 
compensation and automobile _ liability 
lines. He recommended more uniformity 
in compensation laws, a standard law for 
all states, as the most effective way to 
eliminate the present chaos in compen- 
sation statutes. 

Mr. Miller feels that there is nothing 
fundamentally wrong with the compen- 
sation business. He said: “It is not or- 
ganically wrong but functional. The 
present discouragement is due to abuse 
rather than to use of the law.” He 
pointed out that in 1926 stock casualty 
companies writing workmen’s compensa- 
tion reported an indemnity loss of 7.7% 
while the ten years’ loss to 1926 was 
2.1%. 

Mr. Miller was vigorous in condemn- 
ing the compulsory automobile liability. 





N. J. CASUALTY ASS’N ELECTION 


F W. Franzen of C Senmneecial Casualty 
in Newark Made President; Its 
Plans for 1928 
Frank W. Franzen, resident vice-presi- 
dent, Commercial Casualty in Newark, is 
the new president of the Casualty Un- 
derwriters’ Association of New Jersey. 
Mr. Franzen’s election was passed on at 
the annual meeting of this association, 
held at the Downtown Club, Newark, 
recently. Supporting him are: A. J. 
Frackenpohl, Continental Casualty, as 
vice-president; H. P. Reardon, Metro- 
politan Casualty as secretary, and Frank 
B. Heller, Maryland Casualty, as treas- 

urer. 

The new executive committee is com- 
posed of J. Arthur Berry, Fidelity & Cas- 
ualty; J. Lloyd Martin, Standard Acci- 
dent, and Byron Conklin, Hartford Ac- 
cident Indemnity. 

In starting the new year the associa- 
tion fully realizes its duties to the in- 


suring public and will keep those inter- 
ested fully informed as to important leg- 
islative actions in which the subject mat- 
ter of insurance is very much involved. 





Fraudulent Claim Drive 
(Continued from page 39) 

Frank E. 
surance men as a vigorous prosecutor of 
the 
sistant district attorney 


Carstarphen, known to in- 


“accident rings” while serving as as- 
and who is now 
an insurance lawyer, detailed the prog- 
that the 

A method of disbarring shyster 
lawyers that has been advocated by the 


ress committee has already 


made. 
committee has gained recognition from 
the state 
that a judicial officer will be appointed to 


bar association. It is expected 


prosecute such cases. 


Fifteen to eighteen insurance execu- 


tives have been meeting almost weekly. 


Several bills to regulate “ambulance 
chasing” and fraud are now before the 
state legislature. One bill would require 
a lawyer in such cases to state the cir- 
cumstances under which he was reiained. 

foo many and too poor law schcols 
were the reasons given ior the piesent 


situation by I. Maurice 
Wormser, editor of the “New York Law 
Journal.” He also pointed out that up- 
state legislators and lawyers did not un 
derstand the conditions existing in Man- 
hattan. 


adisiressimg 


Insurance Men Interestcd 


The chairman of the Citizens Commit- 
tee is Robert Appleton, president ot the 
Association of Grand Jurors of New 
York County while Dr. Gibbons is chair- 
man of the organization committee 
which also includes Mr. Carstarphen and 
tdmund J. Moore. 

Insurance men represented on_ this 
committee include W. A. Earl, general 
attorney, Harttord Accident & iIndem- 
nity; Albert W. Whitney, acting man- 
ager, National Bureau of Casualty & 
Surety Underwriters; William Butler, 
general counsel, U. S. Casualty; James J. 


rioey, of Hoey, E llison & Wendt; C. Rk 
Wilder, vice- -president, Liberty Mutual, 
and James A. Nooney, general attorney, 


General Accident. 

Other insurance prone on the general 
citizens committee are: C. P. Reid, man- 
ager, lability oe ‘Travelers; A. 
C. Knothe, president, Allied Mutual Lia- 
bility; Franklin Remington, president, 
Employers Mutual; J. M. Chaplin, presi- 
dent, Security Mutual Casualty; John L. 
Train, manager, Utica Mutual; James S. 
Kemper, president, Lumbermen’s Mutual 
Casualty, and Peter Doelger, president, 
Interboro Mutual Indemnity. 

Serving on the advisory 
leaders in all fields of endeavor, 


council are 
includ- 


ing John W. Davis, former Solicitor 
General of the U. S. Government; H. 
Snowden Marshall, former U. S. At- 


the southern district of New 
Richard C. Patterson, Jr., 
commissioner of corrections in New 
York City. Editors, bankers, lawyers 
and ministers are all giving generously 
of their time to solve the fradulent claim 
problem. 
Insurance 
clude: Lamar 
general counsel, 
J. Meador, vice-president and 
manager, U. S. Casualty; Clarence 


torney for 
York and 


men on this committee in- 
L. Hill, vice-president and 
America Fore Group; J. 
general 
Ax- 


man, editor, The Eastern Underwriter, 
and W. Eugene Roesch, associate edi- 
tor, the “Spectator.” 


State Fund Agitated 


(Continued from page 39) 

Now the third thing that is looming 
up on the horizon, and considerably big- 
ger than a man’s hand, is the Fact Find- 
Commission appointed by Mayor 
Nichols of Boston to investigate fire in- 
surance rates. It is headed by Felix 
Vorenberg, and has in its membership 
some big men of Boston. William Gil- 
mour, president of the Boston Board of 
Fire Underwriters is the fire insurance 
man on the committee. 

Just what the committee will accom- 
plish no one knows, but it is holding fre- 
quent meetings and attempting to dig up 
information that may lead to a reduc- 
tion in rates in Boston. Those who 
know something about the situation here 
think that they are low enough. It is 
an annual occurrence to have a blast 


ing 


about rates being too high from the 
mayor’s office, but this year Mayor 
Nichols appointed a committee to find 


out all about it. The main committce 
is divided into about ’steen smaller com- 
mittees all of which have enough in- 
vestigating laid out for them to keep 
them busy for the next twelve months. 
They are instructed to gather facts from 
everywhere about everything, and if they 
eet all of these facts into one build- 
ing, City Hall would not be big enough 
to hold them. That is unless some of 
the politicians moved out; and then the 
question would be as to which was the 
most useless occupancy of that historic 
structure. 

The whole proposition of an investi- 
gation into rates has received further im- 
petus from no less person than Governor 
Fuller himself, who in his annual mes- 
sage said, “In view of the fact that com- 
plaints have been made to the Insur- 
ance Department on account of the re- 
cent increases in the fire insurance rates, 
I would suggest that the Legislature in 
consultation with the insurance commis- 
sioner investigate the matter.” 

So it will be seen that everybody is 


in favor of doing something about fie 
insurance—excepting the insurance men 


themselves—who as usual are in favor of 
“letting George do it.” 

The most recent development is that 
life insurance men have filed two bills 
in the Massachusetts Legislature dealing 
with savings bank life insurance, and 
which, if enacted, would place savings 
bank life insurance on its own feet, in 
so far as carrying its own “overhead” i 
concerned. 





JOINS KNOX AGENCY 


Albert F. Crandall, who for several 
years has been associated with the Actna 
Casualty & Surety, has been made man- 
ager of the fidelity and surety bond de- 
partment of the R. C. Knox agency in 
Hartford. With him will be associated 
Guy E. Mann, of this agency. 





APPOINTED TO DIRECTORATE 


Frederick Richardson, U. S. 
General Accident and one of the keen- 
est of casualty executives, was recently 
honored by being made a director of the 
company. Mr. Richardson has been with 
the General Accident for the past thirty- 
five years. 


manager, 








Georgia Casualty Company 
Atlanta, Georgia 
HARRY C. MITCHELL, President 


COMPLETE CASUALTY INSURANCE SERVICE 
APPLICATIONS FOR AGENCIES SOLICITED 
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HUDSON ADDS TO ITS CAPITAL 


The Hudson Casualty of New | 
has made a good start in the new 
by increasing its capital stock 
$500,000 to $1,000,000. This addit: 
stock will be offered to the present s} 
holders at $9 a share, par value | 


$5. The entire issue will be taken 


at once. 

With the increase in capital, ney 
terests have been brought into the 
tors. There 
on the 


are now twenty men 
board, including well know: 
surance men, bankers and business 
No chinges have becn made in the 
cial personnel of the company. 























Massachusetts 
Accident 


Established 1883 
BOSTON, MASS. 


Our Specialty: 


Non-Cancellable 
Disability Policy 
Both Total and Partial Dis- 
ability Indemnity Unlimited 
Renewable to Age 60 
14 Days Elimination 








Cnester W. McNEILL 
President 
V. R. Weston 
Mgr. Commercial De ft. 
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TNA PROTECTION 

includes more than 
guarantee against loss. 
It provides, without 
additional cost, many 
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AETNA LIFE INSURANCE COMPANY 


and affiliated companies 
ETNA CASUALTY & SURETY CO. AUTOMOBILE INSURANCE CO. 


| of Hartford, Connecticut 
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McKell Sees Defects 
In Personal Suretyship 


ITS MANY DISADVANTAGES 


Generously Gives Junior Surety Students 
Suggestions On Selling Public And 
Federal Official Bonds 





William FE. McKell, vice-president, 
American Surety, gave a talk on the 
“Production of Public Official Bonds,” re- 
cently before the junior suretyship class 
of the Insurance Society, New York, in 
which he scored personal suretyship as 
the chief competitor of surety compa- 
nies in soliciting this type of bonds. Mr. 
McKell felt that a good rule for public 
officials was not to be under obligations 
to personal bondsmen. 

He said: “Wisdom and experience 
have shown that the individual signing 
a bond for a public official, may be re- 
sponsible for a great deal more than 
losses from dishonesty. He may be 
called upon to pay losses sustained 
through carelessness, negligence, failure 
of banks, theft by deputies, clerks or 
other persons. 

Specific Disadvantages 


“And not only is the personal bonds- 
man himself liable, the loss may come 
to light years after the death of the 
bondsman, thereby possibly involving his 
estate. Then too, in many states, where 
the personal bond is recorded by a local 
official, the bond operates as a mort- 
gage against the property of the per- 
sonal bondsman and may act as a re- 
striction against its sale during the term 
of the official indemnified. 

“For instance, in New York state the 
bond of a tax collector is required by 
law to be filed in the county clerk’s 
office and reported in the same manner 
as a judgment and like a judgment, be- 
comes a lien against the property of the 
collector and his surety. 

“Tt would seem that one asked to sign 
a personal bond should have a fund of 
legal information as well as a goodly 
supply of necessary capital before ac- 
acquiescing to the request, and a fund 
in the amount of the bond should be 
held in reserve to meet any demand re- 
sulting from his suretyship.” 

A Notable Failure 

Mr. McKell then related the history of 
one of the outstanding examples of the 
failure of personal surety which in- 
volved the board of education of a cen- 
tral western city. “The treasurer of the 
school board,” he declared, “gave three 
personal surety bonds of between $400,- 
000 and $500,000 each. The bondsmen 
signing these bonds represented them- 
selves collectively worth more than $2,- 
000,000. The bank in which the treas- 
urer was employed as assistant cashier 
and which acted as a depository for 
the school funds failed. The bond form 
given in this instance like that required 
in New York state, stated that the treas- 
urer would ‘account for and pay over’ all 
moneys and property belonging to the 
board of education coming into his 
hands. 

“The bank having failed the treasurer 
could not ‘pay over’ and the school board 
called upon the personal bondsmen 
through an action in the district court 
for the $495,000. Some of the bonds- 
men had gone into bankruptcy since 
signing the bonds, thus making the bur- 
den heavier on the remaining signers. 
Many of the business men and profes- 
sional men eventually found their en- 
tire fortunes wiped away. How many 
of these business men thought there 
would be any possibility of being called 
upon to make good on their friend’s 
bond ?” 

Unlimited Contacts 


Discussing the unlimited possibilities to 
form contacts and solicit public official 
business, Mr. McKell said that in forty- 


eight states at least one hundred offi- 
cial bonds each are required; in 3,049 
counties at least ten bonds each; in 34,- 
183 townships at least five bonds each; 
in 34,183 municipalities at least five bonds 
each, and in 34,183 school districts at 
least two bonds each. 

He mentioned that the production of 
public official business in New York 
state and many other states had been 
greatly furthered by legislation making 
the premium charged on these bonds a 
proper charge to be paid by the state, 
county or community served. It is evi- 
dent that the states which have author- 
ized the payment of public official bond 
premiums out of public funds, were con- 
vinced that public officials should go into 
office unhampered and without obliga- 
tions to friends and other. 

In Mr. McKell’s opinion, the fact that 
public officials can obtain corporate sure- 
ty bonds without expense to themselves 
naturally assures a large volume of this 
type of business. 


After Election’s Best Time to Solicit 


Speaking about the avenues of ap- 
proach, he said: “Your rate manual, 
newspapers, state legislative manual and 
reference to state, county, village and 
town laws will provide you with infor- 
mation concerning the officials in your 
community who are required to give 
bond and the approximate amount 
thereof. Valuable information may also 
be outlined in a few minutes’ conver- 
sation with your village, town or city 
clerk. In fact, one has only to be ob- 
servant and possibly a good listener 
about election time to know who are 
candidates for office practically all of 
whom will be required to give bond. 
About the only exception is legislative 
and judicial officers. Inquiry or refer- 
ence to the statute or ordinance will 
readily disclose whether bond is required 
and the amount thereof. 

“Public official business is largely con- 
trolled through brokers and agents. We 
should study the situations in every 
county, township and municipality and 
follow up those sources which will give 
us the business when the time comes. 
Many of the producers who have spe- 
cialized in this class of business have 
built up workable records covering all 
elective and appointive officials in their 
réspective territories. The best time to 
solicit bonds on behalf of appointive of- 
ficials is immediately following election 
through their chief whose application 
you should have already secured. He 
will be friendly and will usually tell you 
who he intends to appoint to the of- 
fice.” 


Use of a Re-indemnifying Bond 


In the event that personal suretyship 
is given in connection with the bond 
of a public official, Mr. McKell sug- 
gested that there was always the possi- 
bility of offering a re-indemnifying bond. 
He said: “By this I mean a bond given 
by a surety company-in favor of the 
signers of the personal bond. The 
amount of the re-indemnifying bond is 
fixed by agreement and may be less than 
the statutory penalty of the official bond. 
Your rate manual contains a graduated 
scale of rates which are based upon the 
ratio of the re-indemnifying bond to the 
penalty of the official bond. These bonds 
are rather common in some communi- 
ties and are regarded by most companies 
as good business, provided you know 
why they are required. 

“It sometimes happens in certain com- 
munities that there is a prejudice against 
the expenditure of public funds for a 
corporate bond. Often public officials of 
such communities would prefer to have 
corporate surety but are compelled to 
abide by local opinion. Local. bankers of 
such communities may feel obliged to 
act as personal sureties. A re-indemni- 
fying bond will eliminate the personal 
liability they may have assumed.” 


Soliciting Federal Officials 


Before closing his lecture Mr. McKell 
gave out suggestions on the solicitation 


of federal officials. He observed that 
thousands of federal officials, all of whom 
are appointed to office, are required to 
furnish a surety bond. These bonds 
range from one million dollars, such as 
the bond given by the collector of cus- 
toms at the Port of New York, down 
to that of one hundred dollars for a sub- 
stitute letter carrier. 

He said: “Advance information cov- 
ering prospective federal appointees may 
be obtained through contact with United 
States Senators and Congressmen. No- 
tice of such appointments are usually 
published in local papers. Even in the 
smaller communities there is always a 
bond on behalf of the postmaster and 
employes of the local post office. Post- 
masters of first, second, third and fourth 
class post offices are nominated by the 
President of the United States and con- 
firned by the Senate. The appointment 
is for a four year term and new bonds 
are required at the beginning of each 
term. 

“In solicitating this business you 
should point out to your prospect that 
his salary as postmaster will not start 
until his commission has been signed by 
the President of the United States. Rep- 
resenting a corporate surety company 
you can advise him as to how the bond 
form furnished by the post office depart- 
ment should be completed. Then when 
the bond has been executed by your com- 
pany you can have it filed with the 
Postmaster General, so that your client’s 
salary may start at once. By thus expe- 
diting his induction into office you may 
be able to save him in salary several 
times the amount of the small premium 
charged for a corporate surety bond.” 





SECOND F. & D. CONFERENCE 





Featured by Presence of Lincoln Bowen, 
Chicago Claim Adjuster; With 
Company for 33 Years 
One of the highlights of the second of 
a series of three-day group meetings of 
Fidelity & Deposit branch managers 
which closed last week at the home 
office, was the presence of Lincoln 
Bowen, claim adjuster for the company 
at Chicago. Mr. Bowen is one of the 
oldest members of the F. & D. organi- 
zation, having been with the company 
since 1896. He is one of the best known 
and most popular claim men in Chicago. 
Others who attend the conference 
* were: 

W. J. Meskill, manager, 
L. Straughn, resident vice-president, Detroit, 
Mich.; E. M. Myers, manager, St. Louis, Mo.; 


H. H. Thomas, manager, Milwaukee, Wis.; W. 
H. Hansmann, manager, Chicago, Ill.; James 


Omaha, Nebr.; J. 


Van Buren, resident vice-president, Kansas City,- 


Mo.; D. D. Scheib, assistant manager, Denver, 
Colo.; F. J. Roelle, assistant manager, Cincin- 
nati, O.; Wm. M. Wolff, resident vice-president, 
Milwaukee, Wis.; D. B. Wood, manager, Min- 
neapolis, Minn., and Nathan Mobley, western 
agency supervisor. 

Business sessions were held on Mon- 
day and Wednesday, all meetings tak- 
ing place in the office of Vice-President 
E. R. Nuttle, of the Production Depart- 
ment. The sessions were strictly infor- 
mal, with no set talks. By way of en- 
tertainment a theatre party was held on 
Monday night and an oyster roast on 
Tuesday. ; 

A third meeting, which will be attend- 
ed by managers from the South and 
Southwest, is scheduled for this month. 





P. E. WILES TESTIMONIAL DINNER 
P. E. Wiles, New Jersey State man- 
ager of the National Surety, with head- 
quarters in Newark, was tendered a din- 
ner last week by the office staff of the 
Newark branch at the Washington Res- 
taurant. It was the second annual tes- 
timonial dinner which has been given 
in honor of Mr. Wiles. The toastmas- 
ter was H. E. Beyer, State superinten- 
dent of the forgery department of the 
company. The speakers included E. M. 
Allen, executive vice-president; R. A. 
Algire, vice-president; H. J. Lofgren, 
controller and assistant to the chairman 
and H. B. Johnson, supervisor of the 
Metropolitan fraud bond department. 


—— 
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HARTFORD STEAM BOILER’S yr. 





Made Underwriting Profit Of $394 300; 
Increased Premium Volume 2.4‘. 
And Surplus 21.9% 

Hartford Steam Boiler Inspection & 
Insurance Co. had a successful yea: of 
operations in 1927, finishing the car 
with an underwriting profit of $39:,000 
compared with an underwriting loss of 
$35,066 in 1926. The company’s carn- 
ings per share were at the rate of $42 
a share and in addition the company 
showed appreciation in 
amounting to $1,343,000. The company’s 
net interest and rents earned amounted 

to $651,824. 

The net premium income showed an 
increase of 24% amounting to $5,232,014 
compared with $5,213,584 in 1926. Net 
losses for t'- tear were $885,040, an in- 
crease of 21.0%. As in former years 
the company made larger expenditures 
for the prevention of accidents, carry- 
ing on intensive inspections for preven- 
tion of economic waste than for losses 
incurred. The expenditures in_ this 
branch of the company’s _ business 
amounted to $1,470,754. 

The company’s total income from in- 
terest, dividends and rents was $695,318. 
The profits taken from the sale of se- 
curities amounted to $19,462. The total 
income was $6,044,252, a gain of 0.35%. 
Total disbursements amounted to $5,062,- 
608 or an increase of 5.5% 

The unearned premium reserves 
showed an increase of 5.3% and were 
given as $7,710,752. 

A set-up of $150,000 for stockholders 
dividends unpaid compared with an item 
of $100,000 in the previous year’s state- 
ment was construed as an_ indication 
that it is proposed to maintain the pres- 
ent dividend rate if the capital increase 
from $2,500,000 to $3,000,000 is author- 
ized at the forthcoming meeting 

A new contingency reserve of $750,000 
was set up in this year’s statement and 
a new reserve item was $71,243 for re- 
insurance. Increases in reserves 
amounted to $870,443. 

The surplus showed an increase of $1,- 
194,522 and was given as $6,715,969, or 
an increase of 21.9%. 





THREE NEW APPOINTMENTS 


Three more general agency appoint- 
ments have been recently made by the 
New York Indemnity. They are M. A. 
Le Cremer,’ general agent for surcty at 
Los Angeles; Calachman, Inc., general 
agent for casualty at New Haven, and 
Slacer & Co., general agent for surety 
at Buffalo. 


Beers And DeLong 


(Continued from page 12) 





in 1923, at which time he paid for more 
than $1,000,000 of business. 

In recent years, Mr. ‘De Long has 
devoted most of his time to supervis:ry 
work, first as district agent at Syrac ane 
and then as manager. It was thr 
this experience that he came to !ve 
a reputation for agency building and s- 
pervision. 

The rise of Mr. De Long and his «>- 
sociate, W. H. Beers, presents strik'i4 
similarities. Both men became enth 
astic about the life insurance business 
at about the same age, 25, and |) ‘h 
showed an unusual interest in the t: 
ing end of the business. 

Mr. De Long, like Mr. Beers, ente 
the life insurance business through /\« 
Johnston & Monser agency of the 
tual Benefit at Buffalo. 

The agency moves this month to 
Transportation Building in Broad) 
where it will have large and remark«' 
accomodated quarters, occupying a lar; c 
amount of space on one floor. 


investnicnts* 
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